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GEDNEY'S RIGHT THERE IN YOUR CORNER 


helping save time...hold down costs 


CORNER FITTINGS? Well, here are three 
that have proved immensely popular for the 
simple reason they’re easiest to install — save 
time and labor that really counts up. Like the 


90° CORNER ADAPTERS 


Fitted with gasketed cover. One end male, one 
end female. Made of malleable iron, cadmium 
_ plated. Your choice of sizes from 12” to 2”. 


GEDNEY FITTINGS FIT 


rest of the full Gedney line they’re made of un- 
breakable malleable iron...accurately machined 
and threaded... individually inspected. Order 
Gedney — always —for lowest installed costs! 
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Subscription Rates: United State 
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90° CORNER ELLS 


Fitted with gasketed cover. Both ends female. 
Made of malleable iron, cadmium plated. Avail- 
able in a full range of sizes from 12" to 2”. 


CORNER PULL-IN CONDUIT ELLS 


Today’s top specification for space-saving, ma- 
chine wiring, easy wire pulling. Malleable iron, 
cadmium plated. Sizes run from 2” to 2”. 
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RKO BLDG. « RADIO CITY + NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn 

















Southwire Trucks Make 1089 Trips 
and Cower 2 Million Miles a Year 


To provide service on a par with Southwire quality 


We learned a long time ago that, in this business, to 
win customers and keep them, service must be on a 
par with the quality of products. That’s why South- 
wire operates its own fleet of modern trucks over a 
vast network—from Minnesota to Florida, from 
Pennsylvania to Texas. It is your positive assurance 
of dependable deliveries—direct to your warehouse 


or job site. 


SOUTHWIRE PRODUCTS 


®@ Bare and Weatherproof Copper and 
Aluminum Line Wire 


@ Neoprene Copper, Aluminum and Triplex 

@ Polyethylene Copper, Aluminum and Triplex 
© Copperweld® Conductors 

@ Copper and Aluminum Building Wire 

@ ACSR and All Aluminum Coble 

®@ Steel Guy Strand and Static Wire 

@ Aluminum Alloy Wire 

@ Cable Accessories 
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Southwire products are produced in our own 
modern plant to meet the most exacting requirements 
and specifications. Their quality is controlled from 
start to finish, checked and re-checked every step of 
the way, to give you the best 

Next time order Southwire products and 


get 


Southwire service automatically, 


Carrollton, Georgia ¢ Terrace 2-6311 








There's an 


L&P 


Representative 
Near YOU! 


For further information and prices on L & P 
fluorescent fixtures—standard of custom- 
made’'—check the following list, and phone 
or write the L & P representative nearest 
you 


Walter J. Huemmer 
Dallas Transfer & Terminal 
Warehouse 
Dallas 2, Texas 


E. B. Thornton 
2829 Sunset Blvd. 


Houston, Texas 


Vv. E. Stephens 
3523 Dutton Drive 
Dallas, Texas 


N. B. Nichols 
2509 Bishop 
Little Rock, Ark. 


Craig-Owen 
736 Georgia Ave. 
Chattanooga, Tenn. 


From Dies to Finish, €. ¥. Nenmos 


4400 S. High St. 


L & P Means Quality! a 


415 Clover St. 
Rochester, N. Y. 


E. A. Ishler 
There's a rare advantage for you in L & P Fluorescent Fix- 3737 East Main St. 
Columbus 13, Ohio 
Cc. K. Ramond 
1021 Carondelet Bldg. 


New Orleans, La. 


tures—quality control that starts with the skilled fabrica- 


tion of the dies themselves right under our own roof 


And the same care and precision work for you every step Hal P. Beard 
Light & Power Utilities Corp. 
of the way, giving you “custom-made” quality at the cost Memphis, Tenn. 


a T. B. Allen 
of standard fixtures. 3918 Beard Ave., So. 


Minneapolis, Minn 


M. B. Mendenhall 
4506 Country Club Blvd. 
Sioux City, lowa 


Whether you want top quality in regular fixtures, or a 
special fixture that has to be just right, you'll find the best 


answer at Light & Power. W. J. Milner 
148 Walker S. W. 


Atlanta, Ga. 
For catalog and prices, wire or write today. (Also: St. Simons Island, Ga.) 


J. Louis Weyhing 
1914 Rutherford Ave. 
Louisville, Ky 


R. O. Whitesell 
Distributed by 2208 E. Washington Ave. 


Electrical Wholesalers Only Indianapolis, Ind. 


Warren Vest 
2711 Springtown Rd. 


Light & Power Utilities Corp. ) coer ay 


John Irvin 
Box 816 
Nashville, Tenr 


MEMPHIS, TENNESSEE © ve Dave Otey 
247 Bank St. 
Norfolk, Va. 


Light & Power Utilities Corp. 
1035 Firestone Blvd. 
Memphis, Tenn. 
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Economic comment 





Credit continues rise 


IT 18 BECOMING more evident day 
by day that as credit goes, so goes 
American business, The 1955 sales 
figure for automobiles, for ex- 
ample, was inflated considerably 
by the extension of broad and 
generous credit terms. During the 
last two months, the 1955 produc- 
tion was almost completely mar- 
keted by dealers rushing to un- 
load at whatever terms were nec- 
essary to move the end-of-year 
models, 

Such tactics raise the sales fig- 
ures for 1955, but they will pose 
a real problem for automobile 
merchandising in 1956. There are 
plenty of cases known where ab- 
solute minimum down payments 
represent owners’ equity and the 
balance will be paid off over a 
two or three year period of time. 
If general business and employ- 
ment remain high, no problem will 
develop. However, if some reces- 
sion does occur, then the weight of 
continuing installment payments 
may play an added role in a gen- 
eral softening of consumer demand 
for many other products then cur- 
rently being manufactured, 

Federal Reserve figures indicate 
the dramatic movement in automo- 
bile installment credit over the 
past ten years, At the close of 1946 
there was only about one billion 
dollars worth of installment cred- 
it in the United States. This fig- 
ure then increased dramatically 
until 1954 when at year’s end the 
total reached approximately ten 
and one-half billion. 

At the end of October, 1955. 
over fourteen billion dollars worth 
of automobile credit was in ex- 
istence with a probable increase 
to over fifteen billion by Decem- 
ber 31, 1955. This should mark 
1955 as the year for the greatest 
increase ever in automobile cred- 
it extension (about five billion 
dollars worth). 


Dr. Bunting is a well-known econo- 
mist and educator having special 
knowledge of the South. 


by J. Whitney Bunting, Ph.D. 


What is happening in the re- 
tail automobile market is also oc- 
curring in all other hard goods 
fields for consumer buying. Radios, 
washers, television and houses are 
adding millions of dollars to the 
nation’s installment credit burden 
Yet much of our industrial en- 
thusiasm for new plants and the 
expansion of old, for added em- 
ployment and wage increases, for 
prosperity on into 1958, is based 
upon a continuation of the Amer- 
ican credit buying spree. 

One cannot become pessimistic 
about the future when current 
sales reports flood the desks of 
economic analysts. Yet it some- 
times should be reviewed in the 
light of a sound question, “Can 
the millions of Americans who 
have pledged future earnings for 
the payment of present purchases 
pay off if the economic road should 
turn rocky and full of difficult 
barriers?” It is a logical question 
that should be asked by each con- 
sumer, and certainly by merchants 
and bankers who indulge fre- 
quently in wild credit extension 


What about executive pay? 


Last year concerted industrial 
union pressures plus continuing 
good times promoted a sharp in- 
crease in the pay of the Amer- 
ican worker. Actually the Bureau 
of Labor Statistics reported an in- 
crease of 5 per cent in the over- 
all wages of hourly workers. This 
is a part of a trend that has been 
apparent since the end of the re- 


BILLION DOLLARS 


‘er as far a 





40 
CONSUMER CREDIT OUTSTANDING 
(short. end intermediate. term) 


Tote/ 


lena of month) 


_ 
/asteliment Credit 








conversion period from World War 
II to peace 

Undoubtedly, much of this in- 
crease has been deserved becaus« 
industrial productivity and mer- 
chandise sales have moved apace 
with this trend. However, few 
analysts have given attention to 
trends in the pay scales of man 
agement, that group of workers in 
the economy who are charged with 
the responsibility for the smooth 
operation of the industrial machine 

A recent survey by the Amer- 
ican Management Association now 
tends to shed a bit of light on 
the trend in 
During a comparable period to the 
increase figure stated earlier for 
hourly wage earnings, executive 
pay increased by only an approx- 
imate 2 per cent. Thus, percent- 
agewise hourly wage earners have 
had income increases at a rate 
over two and one-half times the 
rate for business 

Dollarwise, of course, there may 
be no basis for comparison. Yet it 
is interesting to note that the trend 
now seems to favor the wage earn- 


executive salaries 


executives 


increasing income 18 
concerned 


Investment funds 


Mary claims are made as to the 
reasons for America’s industrial 
greatness, but the most valid and 
logical are those relating to the 
proper tooling of the industrial 
machine. It has been calculated 
quite accurately that American in- 
dustry has invested $12,500 for 
every job that has been created. 
This investment has enabled the 
workers to produce goods more ef- 
fectively and efficiently and with 
less personal wear and tear than 
in any other nation of the world 

As industry becomes more tech- 
nical in character, the importance 
of investment will increase. The 
best way to ensure the natural 
growth and well-being of the econ- 
omy is to maintain the flow of 
profits, savings and investments in 
proper proportion to American in- 
dustry’s need 
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BRIGHTEN 
DARK 
CORNERS 
AND 
NEAR:«WALL 
AREAS 
WITH 


APPLICATIONS 


rey Whe) 13m 


in barber shops; 
_ fitting rooms; over 
hospital beds) chalk 


boards, mirrors; for 


elt) Cal lel me elit Piel lolale 


ceiling beams relare) 
many other spots that 
are difficult to light 
efficiently with 


conventional fixtures 


TRUSTED 


NAME IN LIGHTING 
SINCE 1902 


SWIVEL-SHADE Bracket 
INDIRECTABRAC 


a. “Gh . Se 
UPorDOWN.-LITE 
oe ae 


BED-LIGHT Bracket 


GUTH BRAC eS 
(YOU NAME IT...WE MAKE IT!) 


20 WATT HALF.-PEERLITE * 
with GroteLite** Louver-Diffuser 
—center reflector—up and 
down light 


HALF-PEERLITE* 
one or two lights 


2-IN-1\with GrateLite 

Louver- Diffuser — an indirect 

cove —or a louvered down-lite. Just 
turn it over! 


DOWN,LITE-BRAC 
with Gratelite 


ANGLED-GLASS BED LITE ~ 
2-20W — up and down light 


WRITE ON YOUR LETTERHEAD FOR BULLETIN 929-F TODAY. 


* Trademork Registered * *Trademork Registered U. $. & Con. Pots, Pend, 
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1011—Electrical Conduits 

“Natural Electric Conduits” is the 
title of the 30-page Catalog No, 603 
which describes and illustrates the 
many types of electrical conduits that 
are manufactured by National Elec- 
tric Products Corp., 2 Gateway Cen- 
ter, Pittsburgh 22, Pa. 


1015—-Squeezon Connectors 

The Squeezon, a new compression 
connector for power lines, is fully de- 
scribed in bulletin “SQ” available 
from the James R. Kearney Corp., 
4236 Clayton Ave., St. Louis 10, Mo. 
The Squeezon features greatly in- 
creased electrical and mechanical 
efficiency. 


1019—-Service Panels 

Information on protective electrical 
control centers for homes, apartment 
buildings, service stations, and in- 
dustrial applications is contained in 
Bulletin PM-355, “BullDog Push- 
matic Electric-Centers,” issued by 
BullDog Electric Products Co., 7610 
Jos Campau, Detroit, Mich. 


1071—Plugs and Receptacles 
Additional loose-leaf sheets for in- 
sertion in the Pylet Catalog 1100 are 
available from the Pyle-National Co., 
1354 N. Kostner Ave., Chicago 51, Il. 
These pages describe a wide range 
of plugs and receptacles for special 
purposes, 
1079.—-Washer Lugs 
_ Krueger and Hudepohl, 3 E, Third 
St., Cincinnati 2, Ohio, in their Bulle- 
tin 8-DF, give information and cata- 
log listings for their complete line of 
K&H solderless terminal folding 
double cupped washer lugs, The 
folder explains uses and applications 
of all the lugs. 


South upon Request 


ia Na dle dll le tar ile 


1081—Busduct Data 


Various applications of the FA 
busduct for industrial purposes are 
illustrated in this bulletin made 
available by the Frank Adams Elec- 
tric Co., P. O. Box 357, St. Louis, Mo 


1085—Lighting Fixtures 


Eastern presents their most com 
plete catalog, 32 pages of engineered 
lighting data, including a variety of 
fixtures for all architectural, com- 
mercial and industrial applications. 
Eastern Fixture Co., Inc., 170 Vernon 
St., Boston 20, Mass. 


1087—Fittings Catalog 


The M. & W. Electric Mfg. Co., 
Inc., East Palestine, Ohio, has avail- 
able their new 28-page catalog 53, 
covering Service Entrance Mast Fit 
tings, Service Entrance Cable Fit- 
tings, Ground Clamps, Rods, BX and 
Romex Connectors, Conduit Fittings, 
Wireholders, Insulators Supports and 
Cable Racks. 


1097—-Cord Catalog 


A complete 48-page catalog is 
available from the Cornish Wire Co., 
50 Church St., New York 7, N. Y. 
containing all data on flexible and 
portable cords, lamp cords, heater 
cords, cordsets, radio and electronic 
wires. 


1099——Lighting Fixtures 


Fluorescent and incandescent lumi 
naires for schools, offices, stores and 
factories are illustrated in a series of 
bulletins issued by Curtis Lighting, 
Inc., 6134 West 65th St., Chicago 38, 
Ill, The entire series or any indi- 
vidual bulletins may be obtained 
upon request 


1103—Compression Connectors 


Burndy’s new Bulletin CR-1A fea 
tures the new Crimpit technique for 
all overhead distribution connections 
The bulletin provides information on 
the entire Cripit line, including ds 
tails of hydraulic installation tooling 
and accessories. Copy available from 
Burndy Engineering Co., Inc., Nor- 
walk, Conn 


1107—RW and RHW Wire 


“The Ampere Squeezer,” a booklet 
explaining visually the effect of 
ambient temperatures on current 
carrying capacities of RW and RH‘) 
Wire. Simplex Wire & Cable Co., 
79 Sidney St., Cambridgs 39 Viass 


1109—Anchoring Devices 


An illustrated 32-pag« 
No, 65, describing more than 25 an- 
choring and drilling devices for 
making fastenings to masonry, is 
available from the Arro Expansion 
Bolt Co., Marion, Ohio 


1131—Fluorescent Units 


Fluorescent Unit for Slimline 
Lamps. This new, illustrated, 20 
page bulletin gives complete specifi- 
cations of general purpose, “Magna 
Flo” lighting systems for 96, 72 and 
48-inch, T12 Slimline lamps. Write 
Benjamin Electric Mfg. Co., Des 
Jains, Ill., and ask for bulletin ‘mf.” 
1135—Wiring Devices 

Catalog No. 51, containing com 
plete electrical wiring device line of 
Leviton Mfg. Co., Brooklyn 22, N. Y 
is a 96-page thoroughly illustrated 
one. Included are such features as 
the Kwik-change line, with wiring 
diagrams, a general index, and an 
index to catalog number: 


catalog, 





ELECTRICAL SOUTH 
806 Peachtree St., NE 
Atlanta 5, Ga. 


‘Gentlemen: 





Company 


January, 1956 


Please send me the bulletins and catalogs indicated. 
(Print Plainly) 





Address 





City & State 








Circle numbers below. Bulletins and 
catalogs will be mailed promptly. 








ELECTRICAL SOUTH for JANUARY, 1956 











He's reaching 


for thee BEST 
ELECTRICAL 
TAPE... 


© ACCURATE TAPE 





FRICTION, RUBBER SPLICING, and PLASTIC TAPES 
ACCURATE MANUFACTURING COMPANY 
50 Gartieid, New Jersey 





1151—-Circuit Breakers 


A concise and well-illustrated 28- 
page catalog, No. C. B. 1000, on the 
new Stab-Lok Circuit Breaker Sys- 
tem has been announced by Federal 
Electric Products Co., 50 Paris St., 
Newark 5, N. J. Advantages of the 
system comprise headings under 
which are listed complete specifica- 
tions. 


1155—-Wire and Cable 


Two catalogs—Bulletin RS-5, and 
Power and Control Cables, No. 24— 
available from Rome Cable Corp., 
Rome, N. Y. Power and Control 
Cables catalog is intended for utility, 
construction, and industrial engi- 
neering and purchasing personnel as 
a guide in selection of proper wire 
and cable types. 


1163——Connection Methods 


A 20-page booklet illustrating 
practical and proved methods of 
making good connections with alumi- 
num conductor, especially in distri- 
bution lines and service drops, Avail- 
able in ary quantity desired free of 
charge from Kaiser Aluminum & 
Chemical Sales, Inc., 1924 Broadway, 
Oakland 12, Calif. 


1167—Industrial Lighting 


A four-page catalog insert is now 
available from the Multi Electric 


Mfg. Co., Inc., 4223-43 West Lake 
St., Chicago 24, Ill. The leaflet de- 
seribes Multi’s line of lighting equip- 
ment and wiring devices, which in- 
clude floodlights, vaporproof fixtures, 


and fluorescent and 
fixtures. 


1169—Lighting Fixtures 

Fluorescent and slimline lumi- 
naires, for schools, offices, stores, etc. 
Illustrated in the new catalog issued 
by Sta-Brite Fluorescent Mfg. Co., 
P, O, Box 6352, Miami, Fla., may be 
obtained upon request. 


1175—Fluorescent Fixtures 

Light & Power Utilities Corp., 
1035 Firestone Blvd., Memphis, Tenn., 
has printed a new catalog of fluores- 
cent lighting fixtures. The new cata- 
log is divided into six sections, each 
printed in its own distinctive colors. 
First section is devoted to “General 
Data” and details of L&P manufac- 
turing. 


1195—Kitchen Ventilation 

Descriptive eight - page folder, 
Bulletin 620H, showing typical in- 
stallations of all models in the Clip- 
per line of ventilators is available 
from Trade-Wind Motorfans, Inc., 
7755 Paramount Blvd, Rivera, Calif. 
Folder includes dimensional drawings 
of installations helpful to building and 
electrical contractors, 


1197—-Convenience Outlets 
Four-page bulletin gives cornp!..< 
information on the new P&S No. 500 
for adding extra outlets to existing 
installations, Everything you need in 
a single package—no steel boxes re- 


incandescent 


quired, Available from Pass & Sey- 
mour, Inc., Dept. ES, Syracuse 9, 
mw. EF. 


1199——-Volt-ammeter Catalog 


Amprobe Catalog No. 134 shows 
a complete line of snap-around volt- 
ammeters. Available from Pyramid 
Instrument Corp., Lynbrook, N. Y., 
the catalog includes detailed speci 
fications and features of three high- 
voltage Amprobe Junior models for 
industrial use; four Amprobe Junior 
models for electricians and service 
men; new Amprobe Energizer. 


1207——-Heating Panels 


Four page catalog in two colors 
completely describing the full line 
of radiant glass electric heating 
panels for wall mounting produced 
by Berko Electric Mfg. Corp., 212-40 
Jamaica Avenue, Queens Village 28, 
N. Y. This catalog presents al! speci- 
fications and features of Berko elec- 
tric heating panels. 


1209—Fluorescent Ballasts 


Advance Transformer Co., 2950 
N, Western Ave., Chicago 18, IIl., 
has recently completed the compila- 
tion and printing of a 20-page cata 
log on fluorescent ballasts and their 
use. Included are data sheets on 
available Advance ballasts and a 
comprehensive installation and op 
eration section and testing pro 
cedures. Copies of the booklet are 
available on request 


1211-—Fluorescent Fixtures 

Catalog folder No. 911, “Peerlite by 
Guth,” has been anriounced by the 
Edwin F. Guth Co., 2615 Washington 
Blvd., St. Louis 3, Mo. Copies of this 
new eight-page booklet are available 
from the company upon request. Ths 
booklet is designed for the lighting 
specialist, giving complete engineer 
ing data and dimensions 


1215—Electric Heating 

A new folder recently released by 
Electrend Products Corp., St. Joseph, 
Mich., describes with illustrations 
and charts the Electrend electric 
circulating air heating system for 
homes, offices and public places, In 
formation in the folder also contains 
specifications and shipping data. 


1217—Hinged Louvred Ceiling 

Light weight, has no visible sup 
porting tracks, producing unbroken 
louvre pattern in all directions. Per- 
fect alignment assured— it’s prefabri- 
cated, Louvred ceiling can be com- 
bined with fascia plates to form any 
architectural pattern desired. Cata- 
log No. 544 has full details inciud 
ing installation instructions. Neo- 
Ray Products, Inc., 315 East 22nd St., 
New York 10, N. Y. 


1219——Electrical Enclosures 
Catalog No, 5354-U is a 66-page 
catalog describing the complete line 
of steel and aluminum electrical en- 
closures manufactured for utility use 
by the B & C Metal Stamping Co., 


590 Means St., N. W., 
The catalog is well 
contains specification: 
well as prices on all items in th 
B & C line 


Atlanta, Ga 
illustrated and 


complete 


1221—Contemporary Lighting 


A beautiful 32-page catalog, all in 
color, showing their line of Impe- 
rialites for contemporary home light- 
ing, is available from Imperial Light- 
ing Products Co., Loyalhanna Park, 
Latrobe, Pa. The catalog features an 
illustrated index 


1223—Circuit Protection 


A 24-page illustrated handbook 
contains suggestions for selecting the 
right kind of protection for electric 
circuits, motors, appliances and ap- 
paratus, Includes motor wiring dla- 
grams and a complete list showing 
proper size fuses to use. Available 
from Bussman Mfg. Co., University 
at Jefferson, St. Louis 7, Mo 


1225—Electric Heating Units 


Catalog sheets containing complete 
information on their line of electric 
heating units are available from the 
Infraglass Heater Co., Inc., 350 S 
Sanford, Pontiac, Mich. The Infra 
glass line includes wall, and 
base board glass heating 
units; Infraair electric radiant wall 
heaters metal units with baked on 
enamel] finish: and Infracable, elec 
tric radiant heating cable 


1227-—Conduit Fittings 

A new complete 48-page 
illustrating their complete line of 
conduit fittings and lighting parts 
for the electrical wholesaler has 
been made available by Elliott Elec 
tric Product Co., 1513 Olmstead 
Ave., New York 62, N. Y 


1229—Switch and Outlet Boxes 
A new RACO General Catalog is 
now available listing detailed infor 
mation on covers, and bar 
hangers, The catalog includes data on 
number of wires permitted per box 
and a list of catalog 
numbers. Copy available from All 
Steel Equipment, Inc., Aurora, Il 


1231—Conduit 

A handy, pocket-size booklet illu: 
trating and describing four 
greater conduit efficiency and lower 
installation costs has been published 
by Youngstown Sheet and Tube Co., 
Youngstown, Ohio 


1233—Troffer Catalog 

A 36-page catalog, with completé 
information on their newly re-design 
ed architectural troffers has been re 
leased by Smithcraft Lighting Divi- 
sion, Chelsea, Mass Divided into 
sections for selection of lighting units, 
the catalog gives complete illustra- 
tions and data for 1 and 2 foot irof- 
fers in all types of ceiling construc- 
tion. Also included in the catalog is 
information on ceiling lighting pat 
terns, shielding design 
niques and application: 
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PAT. PEND 


FOR FISHING SPEED 
BENDING EASE 


Non-Metallic Sheathed Cable 
Columbia E.M.T. is new—inside and out. The new Columbia E.M.T., 
with the recently perfected interior finish, speeds fishing and wire 


pulling. See for yourself—try Columbia E.M.T. on your next job. Flexible Stee! Conduit 


APPROVED BY UNDERWRITERS’ LABORATORIES Sa Cr 


A. B. C. Armored Cable UF 


wer COLUMBIA CABLE & ELECTRIC CORP. 


servi ng the Electrical W »saler Since 1912 


- 255 Chestnut St. Cheadle 8, N. Y. 


Sales Representatives 


ATLANTA —Walter S. Nash, 2/0! Tula St. N. W MIAMI—Electra, 4010 N. W. 2nd Ave 
NEW ORLEANS—Charies K. Ramond Co., 102! Carondelet Building CINCINNATI—Stout Electr 
CHARLOTTE —E. F. Lombardi Co., 320 Lincoln St TULSA—Tom Hoc dace i ne St 
DALLAS—Jim Robertson & Co., 2/04 Irving Bivd KANSAS CITY—Tom Ho dqes 407 Bre 
HOUSTON —Jim Robertson & Co., 1901 Commerce St ST. LOUIS—Ajex Electr Ce 


ca! sales 
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Ts Py Hr for the South we LO 


KUHLMAN, ORIGINATOR OF 
‘“‘Quick Grip,’’ INTRODUCES A 


New High 
Voltage Bushing 


FOR RATINGS ABOVE 5000 VOLTS 


Now, KUHLMAN affords new safety, new convenience and new 
speed in handling high voltage connections on cover bushings 
of pole type transformers. 


In 1939, KUHLMAN introduced the first “Quick Grip” Bushing 
for 5000 volts and below. The principle of this bushing has, since 
then, been adopted by most of the country’s leading transformer 
manufacturers, Linemen all over the world prefer KUHLMAN 
“Quick Grip” Bushings . . . no tools are necessary . . . no live 
parts are exposed . . . connections are simple, safe and fast. 
Check all these advantages: 

Easy Installation -the line lead is simply inserted into the hole 
in either side of the bushing . . . a twist of the knob completes 
the job! 

Complete Protection—the protective knob reduces effects of 
weather, corrosion and the possibility of animals and birds dis- 
rupting service. 

Versatile Application—new cover type “Quick Grip” will soon 
be available on all pole type distribution transformers. Accom- 
modates full range of EEI-NEMA wire sizes. 


Your KUHLMAN agent will be happy to explain this high voltage 
“Quick Grip” Bushing . . . it is another KUHLMAN feature that 
lias provided new standards of distribution transformer service 
and long life for America’s leading utilities. 


A—Hard rubber cap protects — simple 
clockwise rotation clamps lead firmly. 


B—Gap Electrode 





C—Line leads ...can be entered from 
two sides. 


D—Por<celain. 


i—Corrugations provide ample creep- 
age distance. 


Conventional or CSP Application 


Ki “4 1M ANutscreic COMPANY 


BAY CITY, MICHIGAN e CRYSTAL SPRINGS, MISSISSIPPI eo SALINAS, CALIFORNIA 
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Power distribution systems that can effectively handle future Local Graybar Representatives will work with you and 
demands are the surest way to avoid electrical obsolescence your customers in the selection of wiring and equipment 
and costly rewiring. to meet today’s needs and tomorrow’ 


“Plan in’ future plant flexibility... today 


Planning extra power capacities for future expansion is 
FREE booklet tells how BUStribution an important consideration in new plant construction. 
provides for today and tomorrow Today’s pressure of electrical growth often outst rips 
power-carrying capacity long before the equipment itself 

Bulldog BUStribution is today's most efficient, becomes outmoded. This then, is the most important reason 
most modern electrical distribution system. It why it pays to call Graybar first for planning aid on any 
provides the utmost in plant layout flexibility: wiring job. A Graybar Inside Construction Specialist cen 





1. Allows simple easy changes as machinery is not only help you determine a power-distribution system 
moved about. 2. Will meet demands of newly to satisfy your customer’s present and near-future needs, 
installed, high production, automatic machinery but also to “plan in” flexibility for long range expansion. 


BUStributi flexibilit d e full oo , : 
ee, Ce ee eee See Over 100,000 different electrical items are distributed 


explained in this illustrated . . : , . 
by Graybar through its nation-wide system of offices 


booklet. Write Graybar . ; ; 
Request Bulletin BD-750. and warehouses. Complete catalog and quotation service 
covering them is available to help you work out job esti- 
mates and specifications — for lighting, power, control, 








ventilation, communications, as well as wiring 463-191 





CALL GRAYBAR FIRST FOR... 


— 


(> 1 R ELECTRIC CO., INC. 
raypa 420 Lexington Ave., New York 17, N. Y. OVER 120 PRINCIPAL CITIES 











ARCHITECT—Eari Martio, Buffalo 
CONSULTING ENGINEER—Walter H. Sherry, Buffalo 
ELECTRIC 


AL CONTRACTOR—Frey Electric Construction Co., Inc., Buffalo 


Peace Bridge 


WHY BUCKEYE IS BETTER 


Youngstown is the one manufacturer 
who makes rigid steel conduit from 
ore to finished product. This en- 
ables Youngstown to control the 
complete manufacturing process—in- 
surance that each length of “Buck- 
eye” is made of top-grade steel. 


wiring securely guarded 
by Youngstown Buckeye Conduit 


Underground wiring at the Peace Bridge in Buffalo will always be 
safe. Permanent protection was insured by installing Youngstown 
Buckeye rigid steel conduit for the wiring systems of the new and 
vastly improved approaches on the American side. 

Vital traffic controls and lighting systems can operate dependably in 
handling the ever-growing traffic over this greatest trade link be- 
tween the United States and Canada—now nearly 4 million motor 
vehicles a year. 

Wherever electrical wiring must function safely and efficiently in 
hazardous locations, install rigid steel conduit—and always use 
Youngstown Buckeye. It is sold by leading distributors in every 
industrial market. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 0:o0 iSO 5a, sece 


General Offices Youngstown, Ohio _ District Sales Offices in Principal Cities 


SHEETS - STRIP - PLATES - STANDARD PIPE - LINE PIPE - OIL COUNTRY TUBULAR GOODS - CONDUIT AND EMT - 
MECHANICAL TUBING - COLD FINISHED BARS - HOT ROLLED BARS - WIRE - HOT ROLLED RODS - COKE 


TIN PLATE - ELECTROLYTIC TIN PLATE 


~ BLACK PLATE - RAILROAD TRACK SPIKES - MINE ROOF BOLTS 
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BUMBLE BEES CAN’T FLY 


Physicists and Aerodynamic Engineers have been mysti- 
fied for years by the flight characteristics of the common 
bumble-bee. According to their calculations, the bee 
should never be able to leave the ground. His mass, 
his wing-spread and his muscular development all 
added together in a mathematical manner positively 
prove that he can’t take off. Nevertheless, there he is, 
in the air, buzzing merrily about with a heavy pay-load 
of honey. 

So it is evident that some mathematicians must be 
wrong. They are like the man who stood looking at the 
giraffe while saying, ‘“There is no such animal.’”’ The 
same is true of some manufacturers, especially in the 
lightning arrester field. You have doubtless heard much 


= 


HUBBARD 
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theory, sincerely propounded, some mathematics and 
considerable test data, all designed to prove that 
expulsion type lightning arresters are impractical, won't 
work and are unsafe. Some expulsion designs have 
failed. Many valve types have failed. 

Some designers are smarter, or luckier, or better 
mathematicians than others and their products succeed 
where others do not. Call it what you will, over a 
million Autogaps are on the lines, out-performing, out- 
testing and out-protecting every other design in exist- 
ence, and have been doing so for 15 years. Autogaps are 
the only arresters carrying a 5-year warranty 

Can we believe what we can see or must we still say 


that, “Bumble Bees Can't Fly!” 





AND COMPANY 
Pittsburgh 1, Pa 
Chicago 50, Ill 
Oakland 8, Cal. 























CAROL CABLE COMPANY 


Division of the Crescent Company, inc., Pawtucket, R. I. 
Serving Industry for more than 30 years 
*FOR COMPLETE INFORMATION, WRITE DEPT. ES. 
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a sirmple 
one-word i? OLec Ona Alora © mE Tae 


Me eta otolaleolllt at-10 1 ol ole) as 


This all-purpose system of support serves your 


every need... modular... with fewer parts. 


Gi, jple)-ia 


A PRODUCT OF STEEL CITY etrecrric COMPANY 


Send for our product bulletin C-1 PITTSBURGH 33, PA. 
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Dead-end connection at house. 


Save 4 ways 
with Rome Aluminum Triplex for 


overhead distribution and services 


1. You save on the initial cost ...as compared to copper triplex. 


2.VYou save time and money on installation because of lighter 
weight and easier handling. 


3. Vou save on maintenance and service interruptions as com- 
pared to open-wire installations. Rome Aluminum Triplex offers maxi- 
mum resistance to storms, wind and ice loading. 


4. You save on pole and crossarm cost by longer spans of triplex 





self-supporting secondary cable. 


Minimum replacement 


Insulated with RoPrene ( Neoprene ) or 
RoLene (polyethylene) Rome Alumi- 
num Triplex provides greater protec- 
tion against sunlight, heat, moisture, 
corrosive atmospheres, abrasion and 
other operating hazards. There are no 
braids to rot or festoon. Your replace- 
meut costs are minimized. 


Better performance 


On secondaries you get better voltage 
regulation because of lower reactance 
in long and heavily loaded circuits. 
And, finally, you have a neater, clean- 
er installation ...no cluttered, unsight- 
ly open wires, 


Quality controlled, from pig to 
finished wire 


Rome Cable is one of the few manu- 
facturers of aluminum conductors who 





Fewer poles, longer spans with mid- 
span taps possible on secondaries. 


are equipped with the famous Properzi 
continuous casting process. Production 
begins with the primary aluminum pig 
which, from molten form, is « ast, rolled 
and drawn into the finished condus tor 
This basic working of the metal, plus 
careful, scientific compounding and ap- 
plication of insulating materials, all 
under one roof, permits Rome to « lose 
ly control quality of its aluminum prod 
ucts during each phase of manufacture 
It is your assurance of uniform de- 
pendability 


For full information on Rome Tri- 
plex with aluminum (or copper) con- 
ductors, send for Rome Bulletin RS-5 
It gives specifications, dimensions and 
includes sag and tension data 

Rome Aluminum Triplex can be pur 
chased in handy 500-foot cartons 
paper-wrapped coils or on nonreturn 
able reels 


Service tap connection at pole, 


ALUMINUM 


Rome Cable Corporation, Rome, New York, and Torrance, California 
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remember 
these 3 


specialized Wheeler fixtures for hazardous + non-hazardous locations 


a“ 


DUST-TIGHT 


For Class ll — Groups F & G, & Class Ili Requirements 


For atmospheres containing carbon black, coal, coke, 
flour, starch, grain or easily ignitible flyings or fibers. 


ll 


poe’ 


| 


a, 


aS 





VAPOR-TIGHT 


Designed for use in locations where extreme dirt con- 
ditions, high moisture content, acid or alkaline at 
mospheres are prevalent. 





TEXTILUME 


Specifically designed for maximum corro 
sion resistance when used in humid atmospheres such 
as those found in textile mills 














BRAND NEW! 


For the first time, 
2-LAMP, 9; WATT UNITS 
in Dust-Tight, Vapor-Tight 


and Textilume lines! 
ees CJ LT 


Wrtte for 
BULLETIN 498 





During last five weeks of construction, 13 different store fixture con- 
tractors were installing fixtures in all departments of Rich's new 
store. Most of the lighting is fluorescent, such as shown here. 


Conveyor belt system runs from trucking docks two blocks under a 


street to the top floor of the store. Merchandise is sent forward to 


selling areas this way, and 
the other way on belt. 


packages for delivery and pick-up travel 


by Warner Ogden 


Elaborate 


electrical 


@ THE STORE OF TOMORROW is what 
many are calling the new $8 mil- 
lion Rich’s in Knoxville, Tenn. 
The electrical job is in itself an 
achievement When undertaken 
late in 1954, there were some peo- 
ple who did not see how it would 
be possible to finish it in time for 
the opening set for Aug. 29, 1955. 
The last week of construction 
meant working around the clock. 
But, the store opened with an 
atomic energy ribbon burning at 
ten in the morning of the appointed 
day, and the electrical workers left 
the store at 3:30 a.m. the same day 


Two contractors 


The big undertaking was a joint 
venture of the Associated Elec- 
trical Contractors of Knoxville 
and the Whitehead Electric Co., of 
Atlanta. Reason for the two con- 
tractors was the magnitude and 
expediency of the job 

Whitehead Electric Company 
had done a vast volume of busi- 
ness for Rich’s in Atlanta during 
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After dark the new Rich's Knoxville store, its land- 
scaped park, fountain and gardens, are illuminated 


by 84 shafts of warm, pastel light from seven 
specially designed pylons. 


system for department store 


the last 15 years. Associated Elec- 
trical Contractors was well 
equipped with engineering and 
supervisory personnel, which 
would have to be furnished from 
the Knoxville area. 

Whitehead Electric’s representa- 
tive on the job, to look after the 
coordination and interest of the 
Whitehead firm, was Hugh Brink- 
ley, who handled previous Rich’s 
jobs in Atlanta. Associated Elec- 
trical Contractors’ superintendent 
en the job was Marvin Armstrong, 
who had years of experience as an 
employee of Tennessee Armature 
and Electric as well as Associated 
Electrical Contractors. 

Whitehead worked closely with 
the architects, Stevenson and Wil- 
kinson, on various changes in 
plans that invariably occur on 
such a construction project. Actual 
work started on Oct. 16, 1954. 

The building is served by three 
1,500 kva 13.8 kv/480 v transform- 
ers, which are fed from Knoxville 
Utilities Board’s downtown substa- 


tion. Current is served to the new 
store at 480 volts through switch 
gear, having a 5,000-ampere ai! 
circuit-breaker as a main 


Distribution system 


Four main busway feeders are 
carried from this switchgear to 
wire shafts in the four corners of 
the building and fused cutouts are 
tapped from this busway on each 
floor level to three phase dry type 
lighting transformers with 208/120 
volt secondaries, This method wa: 
used by the architects to reduce 
the size of copper in this particular 
part of the distribution 

General lighting is made up of 
4 by 4 flush type louvered combi- 
nation fluorescent and incandes 
cent fixtures, a total of 589. This i 
supplemented by several types of 
12”-square fixtures, which are of 
the flush incandescent type, in 
stalled to produce high lighting in 
particular sales areas. 

One air conditioning unit serve: 
the entire store. It is driven by a 
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1,250 horsepowe! ynchronou:s 
motor. Air conditioning, fan mo 
tors, elevator motors and escalator 
motors are fed from taps off the 
busway. These are all 440-volt 
moto! 

There are eight fan rooms in 
various parts of the building. These 
control the 
throughout the 
static filters are 
of the fan room 


and dust from entering the duct 


movement of all 
Electro 
installed in each 


building 
to eliminate dirt 


system 
The store has four restaurant 
the Laurel Tea Room on the third 
floor and an employees’ cafeteria 
on the same floor, the snack bat 
and the colored cafeteria which 
are on the Henle Street level 
Practically all the cooking equip 
ment used in 
these kitchen 


connection with 
electrical 


Emergency power 
An emergency 


et is in the 


if a natural ga 


engine generator 
witch gear room. It 


engine driving a 
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75-kva generator with an auto- 
matic throwover switch which op- 
erates in event of power failure or 
any interruption, This generator 
comes on the line in approximately 
12 seconds feeding the emergency 
lighting system which gives a gen- 
eral lighting throughout the whole 
store. 

The outside, on the Henley and 
Locust street fronts is beauti- 
fully floodlighted, Sixty 500-watt 
new type PAR 64 lamps are used 
to floodlight these two areas, Color 
correcting filters were installed 
over these lamps to bring out the 
true color of the green tile used on 
the exterior walls. 

In the garden area, 250-watt 
mercury vapor lamps are installed 
below ground level, focused ver- 
tically through the sycamore and 
magnolia trees, which give a 
beautiful color contrast when the 
flood lighting comes on. 

In the fountain are colored 
underwater lights, which alter- 
nate colors, controlled by a pro- 
gram-timer switch. The color of 
the water sprayed by the fountain 
at intervals is automatically 
changed. The management of 
Rich’s spared no expense in mak- 
ing the gardens and landscaping a 
magnificent spectacle at night. 

During the iast five weeks of 
construction, thirteen different 
store fixture contractors were in- 
stalling store fixtures in all de- 
partments, Practically all of the 
fixtures have fluorescent lighting 
of various kinds. It was necessary 
to throw on different shifts of 
electrical workers, due to the basic 
contract and the additional work 
having to be finished simultane- 
ously, 


Communication 


The public address system and 
program system consists of 36 Du- 
Kane sound amplifiers. A musical 
program is played during the sales 
day, which can be interrupted for 
announcements, or for paging peo- 
ple, There are 36 zones and music 
can be interrupted for paging in 
any of the zones. From the main 
console the entire store can be 
paged, 

There is also a very elaborate 
conveyor system, It travels from 
a loading dock on Broadway, 
’ through a tunnel under Henley 
street, and into the store. The con 
veyor extends for two city blocks. 
An elaborate electrical patrol sys- 
tem, with electric eyes and con- 
tactors, prevents any piling up of 

(Continued on page 74) 


This view is typical of conduit runs in the high amperage busway 
system used for the tremendous wiring of the Rich's store. 


Deadfront switchboard — central control for Rich's wiring. 
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Display home for public inspection features adequate wiring and 
advantages of 100-ampere service for small homes with the result 
that homes in the Fernbrook subdivision are sold about as rapidly 


as they can be completed. 


St. Louis pre-fabs boast 


adequate wiring 


by L. H. Houck 


@ THE HIGH SELLING value of 100- 
ampere service in small homes in 
new subdivisions is amply demon- 
strated in St. Louis where the 100- 
unit Fernbrook development, in 
competition with dozens of other 
promotions in the area, is selling 
its small 3-bedroom homes as fast 
as they can be built. 

Each home has 100-ampere serv 
ice with circuit breakers, and 
homes are advertised to be ade- 
quately wired for all modern elec- 
tric appliances—electric ranges, 
air-conditioners, dishwashers, gar- 
kage disposals, attic fans, and tele- 
vision. Officials of the company 
find that this high-type wiring is 
often the factor that clinches the 
sale. 

The homes are National Cor- 
poration pre-fabs. Each has three 
bedrooms, and several styles are 


available to avoid the sameness of 
identical types. They are brought 
to the site in large trailer-tractor 
trucks with walls in the form of 
completed panels, some even with 
insulation installed. 

Most of them are set on full con 
crete basements, although some 
models are without basements 
Windows are aluminum 
kitchens are large, and living and 
dining rooms are combined 

Bathe Electric Co., 8323 Strath 
more, Florissant, Mo., is the elec- 
trical contractor, and while the 
structures are prefabbed it has 
been found that wiring can be ac- 
complished quicker by running it 
off the roll. It takes less time to 
make and install a run than it 
would to try to locate any pre- 
fabbed lengths 

One competent man can rough 


Sasn, 
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Bathe electrician makes a con- 
nection for a wall switch in 
one of the pre-fab homes. 
Holes for switches and re- 
ceptacles are cut in pre- 
fabbed watis and wire is 
pulled into the ceiling. 


One-man crew with a truck 
roughs in a house per day and 
finishes in approximately half 
a day. Houses in background 
will be completed with ex- 
terior siding of asbestos 
shingles. They are built on full 
poured concrete basements. 


With the 
walls being prefabbed, the cable 
(nonmetallic) has to be pulled into 
the attic, and with the co-operation 
of the construction contractor, wir- 
ing can be pulled into place at the 
most advantageous time. 

Each home contains 19 or more 

(Continued on page 118) 


in one house per day 


2! 





THE YEAR 1955 set new high rec- 
ords for the generation and sale 
of electric power, indicating that 
the electric industry will hence- 
forth exceed its past record of ap- 
proximately doubling in size every 
ten years, 

Electricity generation by all 
components of the electric utility 
industry totaled 545 billion kilo- 
watthours, an increase of 73 bil- 
lion over 1954. Electricity sales 
totaled 479 billion kwhr, up 68 bil- 
lion over 1954. Percentage-wise 
the increases were 15.5% for gen- 
eration and 16.6% for sales. In both 
cases quantity and percentage in- 
creases were the highest for any 
post-war year. 

Generating capability reached 
120 million kw by the end of the 
year. The 12% million added dur- 
ing 1955 broke all annual instal- 
lation records and brought gener- 
ating capability up 11.6 percent 
over 1954. 

In addition to generation by the 
electric utility industry, another 78 
billion kilowatthours were pro- 
duced by industrial and railway 
plants bringing the grand total to 
623 billion kwhr generated in the 
U S A, an amount representing 
better than 40 percent of all elec- 
tricity produced on the globe. 

Of the 12% million kilowatts 


22 


by Harllee Branch, Jr. 


President, Edison Electric Institute 
and President, Georgia Power Co. 


of generating capability added 
during the year 1955, the investor- 
owned companies installed 8,100,- 
000 kw. Three million, seven hun- 
dred thousand kw were installed 
by the Federal government and 
the remainder by local govern- 
mental agencies and cooperatives. 

During the next ten years it 
is estimated that an additional 95 
to 112 million kw will be added to 
the present total. Somewhat more 
than 28 million of this capacity 
is already scheduled for installa- 
tion, with about 15.6 million due 
to go in service during 1956 and 
1957. Of the 28 million presently 
scheduled, 22 million is planned 
for installation by the investor- 
owned companies and 3.5 million 
by the Federal government. 

The gross margin between gen- 
erating capability and peak pow- 
er demand in 1955 was 20,650,000 
kw or 20.8 percent for the country 
as a whole, as compared with 18,- 
800,000 kw or 21.2 percent in 1954 
Growth in December peak demand 
was 12 percent, as compared with 
9.2 percent in 1954, and 7.6 per- 
cent in 1953. 


Atomic power 


Since the start in September 
1954 of construction on the Ship- 
pingport, Pa., atomic power plant, 
due to be put in operation in late 
1957 by the Duquesne Light Com- 
pany, investor-owned companies 
have made definite plans to con- 
struct five additional nuclear pow- 
er plants. These plants, with the 
Duquesne installation, will have 
total capability of approximately 
900,000 kilowatts and will be built 
at a cost to the companies of over 
$225 million. Completion of these 
plants is expected between 1959 
and 1962. Two of the plants will 
be constructed by individual com- 
panies, while the other three will 
be undertaken by groups of com- 


panies in joint efforts 
Investment in plant and prop- 
erty of the electric companies ex- 
ceeded $30 billion at the end vf 
1955. At the beginning of the dec- 
ade it was less than $12 billion 


Construction expenditures 


Construction expenditures by the 
investor-owned electric companies 
in 1955 totaled $2,750,000,000, as 
compared with the $2,835,000,000 
expended in 1954, Expenditures 
during the past decade have av- 
eraged $2,100,000,000 per year, 
with approximately 64 percent of 
the funds provided by new cap- 
ital and the remainder from in- 
ternal funds. 

Construction expenditures over 
the next ten years are expected to 
be more than 50% greater than 
in the past decade, with an aver- 
age of over $3 billion a year, rang- 
ing upward from the current rate 
to about $4 billion a year by the 
end of the period. 

Approximately $1,600,000,000 of 
1955 construction financing was 
obtained from the sales and de- 
livery of securities. The remain- 
der was drawn from internal 
sources and short term borrow- 
ing. Bond sales and deliveries in 
1955 totaled $1,020,000,000, com- 
mon stock $355,000,000, and pre- 
ferred $225,000,000. 


Ownership of the industry 


Ownership of the electric indus- 
try continued its spread in 1955. 
Stockholders alone are now com- 
puted to be around 3.7 million, 
while those with indirect financial 
interest in electric company op- 
erations represent nearly’ the 
whole of American life. The 93 
million life insurance policyhold- 


‘ers and the more than 20.5 mil- 


lion depositors in mutual savings 
banks are examples of such indi- 
rect ownership, as are the mem- 
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bers, shareholders or policyhold- 
ers in various charitable and fra- 
ternal organizations, religious and 
educational institutions, founda- 
tions, etc, which also are holders 
of public utility bonds. 


Electricity sales 


Of the 479 billion kwhr sold in 
1955, sales to industrial customers 
totaled 247.8 billion kwhr, a 23.8 
percent increase over 1954. A sub- 
stantial part of the industrial in- 
crease was due to sales for atomic 
energy purposes. Residential sales 
were 120.5 billion kwhr, an 11.1 
percent increase, and sales to com- 
mercial customers were 80.5 bil- 
lion kwhr, a 9.7 percent increase. 
Sales to other customer categories 
totaled 30.2 billion kwhr. 

Customers totaled 52,600,000 at 
the end of 1955. The increase was 
1,400,000 over 1954. The number 
of customers increased 55 percent 
over the ten-year period, with the 
greatest annual increase in num- 
ber of customers occurring during 
the first half of the decade, For 
several years electricity has been 
in reach of nearly every Amer- 
ican home, with over 98 percent of 
occupied homes, urban and rural, 
now connected for service. 


Increase in household use 


The steadily increasing popular- 
ization of major electrical appli- 
ances, the almost universal use of 
promotional rate schedules and in 
recent years, particularly, the rap- 
id expansion of home air condi- 
tioning have been important fac- 
ters in the phenomenal] annual in- 
creases in household use of elec- 
tricity. Average use of electricity 
per domestic customer in the Unit- 
ed States totaled 2755 kwhr in 
1955, an increase of 206 kwhr over 
the 1954 average. The ten-year av- 
erage annual increase in use was 
152.6 kwhr, as compared with 55 
kwhr in the preceding decade. The 
ten-year increase was 124 per- 
cent. 

In a decade of advancing costs, 
prices and incomes, the average 
revenue per kilowatthour sold to 
domestic customers dropped from 
3.41 cents per unit in 1945 to 2.64 
cents in 1955, a 22.6 percent de- 
crease in the ten-year period. The 
1954 average revenue was 2.69 
cents per kilowatthour. This ap- 
parently unique price per unit 
record was made in the face of 
fairly general but modest rate in- 
creases, and resulted mainly from 
expanding consumption of elec- 
tricity by the domestic consumer 
and the promotional character of 


rate schedules. Additional factors 
in holding costs down were con- 
tinuing refinements in equipment, 
operational improvements and ef- 
ficiency increases in the new gen- 
erating plants. 

Four hundred and fifty-four ap- 
plications for rate increases were 
made by the electric companies 
from 1946 through the first 11 
months of 1955, according to rec- 
ords of the Edison Electric Insti- 
tute. Of these, 419 applications 
were granted, 9 are pending action, 
11 were withdrawn, and 15 denied. 
The 1955 record shows 28 actions 
by the commissions, Applications 
pending are 7. Nineteen were 
granted and two denied. 

These actions indicate that the 
effects of postwar inflation on 
construction and operational costs 
and tax payments are generally 
recognized by regulatory commis- 
sions, through the approval of rate 
adjustments necessary to insure 
the financial strength on which 
continuance of adequate electric 
service to the nation depends. 


Increases in revenue 


Gross revenues of the investor- 
owned electric companies totaled 
$6,915,000,000 in 1955, an increase 
of 9.6 percent over 1954. This sum 
was a 130 percent increase over 
the gross revenues in 1945. Net in- 
come was $1,246,000,000, an in- 
crease of 8.3 percent over 1954 and 
129 percent over 1945. 

Federal taxes for the first time 
exceeded one billion dollars. Total 
taxes, for the sixth straight year 
have been the largest item of in- 
vestor-owned electric companies’ 
expenses. In 1955 taxes, Federal, 
state and local, consumed $1,631,- 
000,000 of electric operations rev- 
enues, or 23.6 percent. Taxes in- 
creased 13.5 percent over 1954. 
Federal taxes were $1,003,000,000 
and state and local totaled $628,- 
000,000. 


Tax inequities 


Taxes from electricity suppliers 
would have totaled approximate- 
ly two billion dollars if all power 
suppliers had been on an equitable 
basis. However, eleven million, 
three hundred thousand electricity 
consumers, or 21.5 percent of the 
users of electric power, enjoyed 
subsidies — not shared by the 
41,300,000 other customers by 
escaping the Federa] and some or 
all of the other tax elements of 
their electricity bills through their 
purchase of electricity from Fed- 
eral, state and municipal suppliers. 
These were customers of Govern- 
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ment-subsidized power organiza- 
tions. Such favored producers and 
sellers of electricity would have 
paid over $350,000,000 as their 
share of taxes, if they had been 
served by investor-owned com- 
panies. 


Other expenses 


Wages and salaries totaled $1,- 
274,000,000 in 1955, an increase of 
4.0 percent over 1954. Fuel, third 
highest item, was $1,098,000,000 an 
increase of 11.2 percent from 1954. 

The average fuel conversion ef- 
ficiency of the steam - electric 
plants has been greatly increased 
in recent years. In 1945, 1.30 
pounds of coal were required, on 
the average, to produce a kilowatt- 
hour of electricity. In 1955, the 
figure was only 0.95 of a pound - 
a reduction of 27 percent. The 
newer plants do even better than 
that. A generating plant now un- 
der construction is expected to use 
only three-fifths of a pound of coal 
per kwhr of generation 

Transmission lines operating at 
330,000 volts are now in use. A 
double circuit line of this type is 
estimated to have a capacity of 
more than eight times as great as 
that of a double circuit 132,000 
volt line, which is a type now 
widely used. 


Resistance to encroachments 


(1) Socialized power was de- 
feated in a dramatic election held 
November 22 in Stevens County, 
Washington. There, 72 percent of 
the voters cast their ballots in fa- 
vor of the Washington Water Pow- 
er Company against the local Pub- 
lic Utility District. The issue was 
whether the company would sell 
its facilities in the county to the 
Public Utility District or whether 
the Public Utility District would 
sell out to the company. This is 
said to be the first election where 
local voters have been given a 
clear-cut choice between govern- 
ment ownership and private enter- 
prise. The courageous and forth- 
right offensive waged by Presi- 
dent Kinsey Robinson and his as- 
sociates of the Washington Water 
Power Company resulted in a de- 
feat for government power which 
shows that the investor-owned 
utilities can win whenever and 
wherever the voters are fully in- 
formed. 

(2) The Dixon-Yates episode, 
which has been counted by many 
as a defeat for private enterprise, 
nevertheless revealed for the first 
time the brazen and grasping pur- 

(Continued on page 28) 
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Estimators and estimating 


@ No MATTER how accurate may be 
the labor unit system you are 
using, or how much research you 
may have had in your own organi- 
zation in establishing your own 
labor units, there are no condi- 
tions except for actual duplication 
of the same job, under the same 
conditions, that the labor units you 
may have established would be ap- 
plicable without proper adjust- 
ments. 

Through years of experience we 
have found that the general con- 
tractor’s efficiency will cause as 
much change in the electrical man 
hours as any other one thing. We 
have even found a vast difference 
in job performance of the same 
contracting organizations between 
different building superintendents 
in the same company, Some super- 
intendents obtain their over-all ef- 
ficiency for their employer by 
creating coordination and co-opera- 
tion on the job between their or- 
ganization and subcontractors. 

Other superintendents make 
money for their employers in other 
ways— letting all the subcon- 
tractors do the best they can with 
no co-operation whatsoever on the 
job. Others will do absolutely no 
housekeeping on a job during con- 
struction, not only making a job 
unsafe for our people but a very 
costly procedure of having to pay 
from $2.50 to $3.25 per hour for 
electricians to move debris and 
scaffolding out of their way so 
they can work. 

I have seen some jobs where the 
cost of clearing away to get to the 
work actually took more time than 
it did to perform the actual work. 
A lot of you would say, “Well, don’t 
do the work” and then hope that 
the general contractor cleans up 
the place, Then the electricians 


Mr. Dandelake, one of the outstand- 
electrical estimators of the South, 
made a real contribution to the 

electrical trade through his clear, de- 
on the subject of esti- 

is article is adapted from a 

talk made recentiy to the annual con- 
the Carolinas Chapter, 


Part 2 


by James Dandelake 


President, Miller Electric Co. 
Jacksonville, Fia. 


stand around and wait. Being sub- 
ordinate to the general contractor, 
you may have to take it on the 
chin. 


Know your contractors 


What does this mean to us? It 
means that we should have a 
separate price for each type of 
general contractor we are bidding 
with, when through our experience 
we know pretty well how much 
more it is going to cost to do a job 
for John Brown Construction Com- 
pany than to do the same job fo1 
John Doe General Contracting 
Company. By rights, an efficient 
and co-operative general contrac- 
tor, who is earning his fee by giv- 
ing the owner a good building 
quickly, would be entitled to a 
price under the one who actually 
is a broker with 95% of the work 
being done by subcontract, and 
then does not do anything about 
trying to co-operate and produce a 
smooth running job. 

Further, no matter what we have 
in research as far as labor units are 
concerned, they can only be an 
estimate, as many of the conditions 
that control the work are beyond 
our control as _ subcontractors 
Eroadcasting estimates to every 
bidder on the bidder’s list without 
knowing who they are is nothing 
more than an invitation to trouble 
end loss. I could talk a week on 
this subject alone, and could tell 
you some fabulous truths about 
back charges, such as $325 per 
month for our men drinking the 
contractor’s ice water, and $2 per 
man per month for using his tem- 
porary construction toilet, and so 
on, 

With these very costly factors it 
is extremely important that the 
estimator himself make regular 


visits to the job site, talk with his 
men, and see for himself any con- 
dition that is being created by 
others that is absorbing unneces- 
sary man hours, Then he should 
take steps to correct such ob- 
stacles. Otherwise, due to his lack 
of interest in visiting the job, he 
will not know until it is too late 
what has caused excessive man- 
hours. ; 

Some say they can detect this 
from job reports, sitting behind the 
desk in a plush air conditioned of- 
fice. Remember these reports are 
only telling you what the men in 
the field want you to know. Most- 
ly, the men on the job, including 
many foremen, are not too con- 
cerned with cost, and many of 
them feel that if they furnish the 
prescribed report required by the 
company, their obligation is com- 
plete. Therefore, the estimator 
should know at all times what is 
going on on the job; that is, if his 
management has placed that re- 
sponsibility in his care, 

This I recommend to all con- 
tractors, as an estimator who does 
nothing but take off jobs and does 
not see jobs through, and does not 
have the worry and responsibility 
for job coordination, will soon re- 
sult in nothing by a mechanical 
estimator without any initiative or 
imagination as to varying job con- 
ditions and factors, Then the con- 
tractor-employer will begin to 
wonder why he isn’t progressing 
financially 


Estimator job control 


With respect to the qualifications 
for a good estimator, we have 
learned to set up each job under 
the control of the estimator who 
figured the job. We make him a 
sort of job captain. After we are 
awarded the job, it is his responsi- 
bility to see that the material is 
bought, and bought only from con- 
cerns who quoted him the low 
price when he was preparing the 
estimate, provided such prices are 
in accordance with the plans and 
specifications’ requirements. 

He is responsible for the de- 
livery and scheduling of the ma- 
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terial as well as scheduling the 
work progress on the job in ac- 
cordance with the construction 
schedule. He is responsible for all 
submission data for approval and 
plan approval. He is responsible 
for the payment of such requisi- 
tions and also for change orders. 

The job superintendent, foreman 
or journeyman, as the case may be, 
reports direct to him, all reports 
come through him, and payrolls 
are approved by him in the office. 
He checks invoices and approves 
same for payment, as well as re- 
ceiving reports. In other words, as 
far as the performance of the job 
and its final cost, it is his full re- 
sponsibility. Should a job not come 
out within a close percentage of 
the estimate or lose money, he will 
soon be looking for another job, 
and he will have no one to blame 
but himself. However, we do not 
put estimators in this position un- 
til they have thoroughly proved 
themselves and completed esti- 
mating training apprenticeship, so 
to speak, particularly in our way 
of doing things. He may be in our 
employ three to five years before 
being given full responsibility and 
authority. 


Good estimate in detail 


What is a good estimate? To me, 
@ good estimate is one that lists 
every piece of material—screw, 
bolt, nut—by size and catalog 
number, that will be required for 
the job, and this list must be ac- 
curately counted. Setting up al- 
lowances for locknuts, bushings, 
etc., is not acceptable in our 
organization. Even as to steel, 
angle iron, such as might be needed 
for mounting panelboards, junction 
boxes, etc., we expect the estimate 
to show each piece, the number of 
holes and size. 

With this estimate properly pre- 
pared and laber applied to the 
various items of material, the 
estimator makes the extensions for 
material and labor. We want the 
estimator to make the original ex- 
tensions as we find this helps to 
prevent a misplaced decimal point 
and then the extensions and addi- 
tions are checked by a secretary 
or comptometer operator. 

The estimate is then turned over 
to our top management for inspec- 
tion, who make a complete analysis 
of the job cost and job conditions 
This gives us the confidence neces- 
sary to decide on a selling price, 
based on the competition for the 
particular job. 

We know it is impossible to 


have, in the generally short time 
allotted to a job, an exact price on 
every piece of material, but when 
a guess or estimate is being made 
on an item, we want that par- 
ticular price written in the esti- 
mate in red so that when the man- 
agement is checking the estimate 
for bidding purposes, they will 
know that for the particular item 
or items written in red, the prices 
have been assumed. This applies to 
eny visualized labor units that may 
be necessary to complete labor 
units on a particular job. 

Then, if our management people 
do not fully agree with these esti- 
mates, a conference is held with 
the estimator, and everyone in- 
volved will look over and study 
the plans together as to these un 
certain items, in order to develop 
as much experience as possible into 
the estimate. Thus if some guess 
ing is necessary, be sure that every 
body has a chance to guess 


Eliminate the guesses 


When estimators assume condi- 
tions with reference to catalog 
numbers specified in specifications 
and do not know what the par- 
ticular item is, they are absolutely 
guessing, and they should take time 
to look up the catalog and check 
the .manufacturer’s specifications 
for the item and make sure just 
what it is. Then they will be in a 
position to more accurately estab 
lish a labor unit for the item, I 
have seen items listed such as 1 
Cat. No. CR7000x76564 = starter 
priced at $14.75 each, with 2.50 
man hours, turn out to cost $2,750 
and take 200 man hours to assem 
ble. 

It is important that the estimator 
keep a current file of catalogs and 
price information so that he will 
have the facilities to price out al- 
most any estimate without outside 
aid. A number of years back our 
company did not take any prices 
from anybody during the prepara- 
tion of a bid and we ourselves 
figured the material, fixtures, 
panel boards, switchgear, etc. If 
we were successful and were 
awarded the job, after the award 
was made we would then broad- 
cast the job requirements for quo- 
tations for material from all re- 
sponsible wholesalers, manufac- 
turers, etc., and then award same 
to the lowest bidder. In this way, 
we were not obligated to any one 
concern. 

Things are different today. The 
price market has not been stable 
for some years, and we have gotten 
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away from this, and for the past 
two and a half years have been 
awarding only to the people who 
give us the lowest price at the time 
of bidding, in other words, passing 
on to the jobbers, manufacturers, 
and wholesalers, the same type of 
treatment we expect and are fight 
ing for from our customers, the 
general contractors, and variou 
owners who take direct bids 


Quick check methods 

We have a few quick check 
methods to establish how accurate 
en estimator might have been with 
his estimate, and some of these 
are as follows, and are worth re 
membering: 

One check involves locknuts and 
bushings or terminals for branch 
circuit work. There must be two 
bushings or terminals for each out 
let box listed in the estimate. If 
condulets are used, they should be 
counted as outlets, If this does not 
check exactly, then one or the 
other figure is wrong. There must 
always be an even number of 
terminals or bushings; there can 
not be an odd number! 

This is very important, and 
many of you will say, “Why worry 
so much about the bushings?” Our 
system of labor units places the 
importance of conduit work, steel 
tube work, and even Romex, for! 
that matter, on the terminals, a 
that is where most of the work i 
involved in installing any wiring 
system, and a guess at these items 
automatically causes a guess in our 
labor unit system 


Variance from NECA 


The NECA labor units have con 
solidated terminals in the outlet 
box unit. We have refrained from 
adopting this system as it inter 
feres with our job reporting sys- 
tem in cost control and many times 
the job will report outlet boxes in 
place without the conduit being in 
place, which would give a faulty 
progress report 

Another check system we use i 
an analysis of the fixture list, wir 
ing devices, plates, etc., and these 
are checked against the outlet box 
listing. If there is a difference of 
more than one or two boxes, a 
check is made to find out what is 
wrong, as it could have been a 
$1,000 or $1,500 fixture left out 
depending upon the type of job 

Another checking method we use 
is dividing the number of outlets 
into the total feet of conduit re- 
quired for branvh circuit work, If 

(Continued on page 116) 
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Case histories in labor relations 





Unusual “leave” 


Is “being in jail” a proper reason 
for getting a “leave of absence” 
from a job? 


What happened 


Ira O’Dell was a union officer 
on leave from his job, This was 
standard practice by which the 
company granted leaves to those 
employees who were picked by 
the union to do work for it. By 
getting a “leave” O'Dell protected 
his seniority in case he wanted to 
return to work. One day O’Dell got 
into a fist fight at a union meeting 
and severely injured his opponent. 
Charges were brought and O’Dell 
got a year in jail for “assault to 
commit great bodily harm,” as the 
judge put it. 











From jail, O’Dell put in for an 
extension of his leave of absence 
with the company. He said that 
his “absence” would be the result 
of “union business” and that the 
company was thereby obligated to 
protect his job when he finally got 
out and decided to become a rank 
and file worker. Instead, the em- 
ployer fired O’Dell for “absentee- 
ism,” 


Was O'Dell: Right [] Wrong [1] 


What arbitrator ruled: “A leave 
of absence is usually granted for 
the purpose of facilitating the af- 
fairs of the union. While Mr. 
O’Dell was serving a prison sen- 
tence, however, he was not carry- 
ing out an activity to which the 


26 


How would you have 
handled these labor 
grievances? 


This roundup of day-to-day 
problems in labor relations 
provides an opportunity to 
test your judgment as to what 
is right and wrong. Each inci- 
dent is an actual grievance 
that went to arbitration. 
Names have been changed for 
obvious reasons, but readers 
may obtain actual citations on 
any specific case by writing 
to the editor. 


union assigned him. He was _ sub- 
mitting to a penalty which the 
state imposed on him over the 
strenuous objection of himself 
Society through its penal laws and 
procedures removed him for a 
time from both the area of union 
activity and employment. The only 
conceivable purpose behind his re- 
quest for a leave was to preserve 
his seniority and his job during the 
period when he was unable to 
serve either the union or the com- 
pany. The company is under no 
obligation to grant a leave for this 
purpose. Grievance is denied.” 


Fired for looking 


Can you fire an employee be- 
cause he’s looking for another job? 


What happened 


Cliff Simmons was a key man 
and a very good worker to boot 
One day the foreman heard a 
rumor that Simmons was looking 
for another job. In fact, the way 
the supervisor got the story, Sim- 
mons had already found another 
spot in another city with higher 
pay, but no date had been set when 
he was to take over the new job. 
The foreman immediately scooted 
over to Sim:nons and laid the cards 
on the table. He told him what he 
had heard through the grapevine. 
Simmons didn’t deny the story. In 


fact, he said that he had another 
job lined up but that it hadn’t 
materialized yet. 

“But don’t you worry,” he said 
to the foreman. “I won’t leave you 
in the lurch. I'll give you plenty of 
notice so you could line up a re- 
placement.”’ 

Not wanting to be without a re- 
placement, the company started to 
look around, and within a month 
got a man to take Simmons job. 





Simmons was called into the office 
and told that a replacement had 
been found and that he was being 
let out. Simmons was shocked. He 
said that his new job hadn’t come 
through and that he had every in- 
tention of continuing on. Further- 
more, he said, he had promised that 
he would give plenty of notice and 
the company had no reason to fear 
that it would be left holding the 
manpower bag. 

“Every worker has a right to try 
to better himself and look for an- 
other job,” he argued further. 

“We agree,’ answered the com- 
pany, “but management must also 
take steps to protect itself. It took 
us a month to find a replacement 
for you Simmons, We can’t stand 
around waiting for you to make up 
your mind. We've got schedules to 
meet.” 


Was the 
Wrong [] 


What arbitrator ruled: “It is not 
uncommon for employees to seek 
other work during periods of em- 
ployment and, upon finding an- 
other job, fair-minded employees 
do give their employers adequate 
notice. It is true that key em- 


company: Right [] 
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A New Service for 
Distributors and Contractors 


FUSIBLE SERVICE ENTRANCE EQUIPMENT 


Contractors and distributors are facing 
an increasing number of heavy appliance 
and electric heating loads in residential 
work. This problem forces many to carry 
a large of inventory of items to meet the 
varied needs of today’s market, and re- 
quires both a large financial investment 
and warehouse storage space. 


To relieve this condition Walker is 
manufacturing a new line of FUSIBLE 
SERVICE EQUIPMENT. Back boxes and 
front covers are used for various combi- 
nations of interiors. This permits a 
smaller inventory of material without 
reducing the advantages of a complete 
stock. 


Uni-Pak Features 


Save You Money! 


@ Back box 1414” wide for installation 


between normal stud centers. 


@ 4,” knockouts provided on each side 
of box for nailing to studding. 


Interior will not have to be removed 
during roughing in period and then 
reassembled. 


Mounting base of interior provided 
with keyhole slots to fit over 4 studs 
of back box for quick easy installa- 
tion. 


All wire terminals are provided for 
straight-in wiring. No looping of 
wires necessary. 


With interior completely separate from 
front cover loss of time in fitting 
cover around fuse blocks and adjust- 
ing for irregularities in wall are elim- 
inated. 


FRONT COVER—INTERIOR—BACK BOX 


Packaged 


Separately 





PANELS WITH MAIN DISCONNECT 





CAPACITY 
MAIN 
PULLOUT 


NUMBER OF 
PLUG FUSE 
CIRCUITS 


NUMBER OF 30 OR 60 
AMPERE 2 POLE 
APPLIANCE PULLOUTS 





100 Amp. 


12 to 20 


0 to 4 





200 Amp. 





20 to 32 





0 to 4 








PANELS WITH MAIN LUGS ONLY 
Parallel (Split Bus) Arrangement 





CAPACITY 
MAIN 
LUGS 


NUMBER OF 
PLUG FUSE 
CIRCUITS 


NUMBER OF 30 OR 60 
AMPERE 2 POLE 
APPLIANCE PULLOUTS 





100 Amp. 


8 to 20 


0 to 5 








200 Amp. 


8 to 20 





0 to 5 











FLEXIBLE 


Back boxes and 


covers can be used with 


many different 


nations of interiors 


front 


combi- | for long periods—~you can | ¥''"8-—"° 


LOWER COST OF 
INVESTMENT 


Money will not be tied-up 


buy one piece at the time assemble unit 


and money. 


LOWER COST OF 
INSTALLATION 


All terminals are straight in 


tricky fitting to 


saves time 


WALKER ELECTRICAL COMPANY, Inc. 


125 BENNETT STREET, N.W. ATLANTA, GEORGIA 
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ployees, such as Simmons, owe a 
higher degree of responsibility and 
loyalty to their employers than do 
less skilled or non-key employees, 
but on the evidence submitted it 
cannot be concluded that Simmons’ 
inaction reflected a wilful disre- 
gard of the employer’s interest. 

It is true that Simmons did not 
immediately notify the company of 
his plans and that the plant man- 
ager had to take the initiative and 
confront Simmons with the rumor 
of his leaving. But even if Sim- 
mons had been more diligent and 
kad notified the company of his 
plans, would that have made any 
difference? It is reasonable to as- 
sume that he would have been dis- 
charged in any event as soon as a 
replacement would have been ob- 
tained. 

The arbitrator is not unmindful 
of the practical production prob- 
lems faced by a company when a 
key employee leaves or anticipates 
leaving. If there is a labor market 
shortage of the particular classi- 
fication, a replacement may take 
longer to find and time, therefore, 
becomes important. However, the 
arbitrator is not convinced that 
Simmons is chargeable with mis- 
conduct by allegedly failing to give 
timely notice of his leaving. It is 
therefore held that Simmons was 
improperly discharged and he is 
entitled to reinstatement and back 
wages,” 


Seniority rights 


Can a senior worker exercise his 
seniority right to transfer to an- 
other job in the same classifica- 
tion? 


What happened 


Bob Herman and Ed Garaway 
worked near each other. Both were 
on jobs which had the same labor 
grade, though the duties and re- 
sponsibilities differed somewhat. 
Bob took sick and had to quit. This 
left a vacancy open for his job. 
The supervisor, as was common 
practice in this department, posted 
® notice and asked workers to bid 
for the job, Usually the senior em- 
ployee was given preference pro- 
vided he had the skill and ex- 
perience to qualify. 

Garaway put in his bid for the 
opening on the grounds that he 
was senior man in the department 
and knew the operation well. His 
supervisor refused to make the 
transfer. He claimed that Garaway 
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was already in the same classifica- 
tion as the opening and that a man 
cannot demand a transfer to a job 
which pays about the same rate 
and is not a proraotion. 

If this were possible, the fore- 
man claimed, it would upset the 
routines in the company. The 
reason they have “bidding for 
jobs” is to give a lower-rated man 
a chance to climb up the ladder. 

Garaway said “no soap.” He 
argued that the vacant job had 
many advantages he didn’t. enjoy 
although he was in the same labor 
grade, For one, the job usually had 
more overtime, Two, it was clean- 
er work and three, the incentive 
earnings were slightly better, “If 
you promote a junior man into 
that vacancy,’ Garaway held 
“you are giving him an advantage 
over me” (which is a violation of 
the seniority principle.) “If you 
want to promote a junior man, 
give him my job and I'll take the 
one left open by my friend Bob.” 

Was Garaway: Right [|] Wrong [_] 

What arbitrator ruled: ‘“Promo- 
tions were never intended to mean 
that an employee can select a ma- 
chine or pick a job in situations 
where such related tasks pay the 
same rates. Management has the 
sole right to make transfers as a 
necessary element in the operation 
of its business. Upgrading connotes 
an upward movement to a higher 
classification requiring superior 
skill or more work, and entails 
higher pay. The opening left by 
Bob Herman’s quit had none of 
these so Garaway is not entitled to 
exercise his seniority. Grievance 
denied.”’ 


Industry in 1955 


(Continued from page 23) 


pose of the TVA advocates to hold 
on to their electric power subsidies 
at the expense of the rest of the 
nation. This was a really signifi- 
cant achievement. 

(3) The investor-owned electric 
industry has demonstrated its con- 
tinuing willingness and ability to 
build large hydroelectric develop- 
ments wherever economically 
justified. The Hell’s Canyon pro- 
posal of the Idaho Power Com- 
pany; the Alabama Power Com- 
pany’s proposed development of 
the Coosa and Warrior Rivers; 
and the Pacific Northwest Power 
Company’s proposal to construct 
two additional developments on 
the Snake River below Hell’s Can- 


yon, are notable examples. They 
refute the repeated claims of the 
government proponents that pri- 
vate enterprise can’t or won’t do 
the job. 

(4) The willingness of the indus- 
try to enter into partnership ar- 
rangements with the government 
for hydroelectric developments on 
a joint participation basis has been 
demonstrated by the Trinity Rive: 
and John Day proposals. 

(5) The tenacity and courage 
with which the electric companies 
have continued their fight to de- 
velop the Niagara Falls site has 
up to now, at least, prevented a 
giveaway of that project to the 
subsidized power interests. 

More important than any of the 
other hopeful signs are the evi- 
dences of a growing willingness on 
the part of utility managements 
to stand up and fight for the rights 
of their companies and their cus- 
tomers, and an increasing public 
awareness of certain basic facts 
which have been long overlooked 
or else obscured. 


Basic misconceptions 


One of the basic misconception 
now on the way to being corrected 
is the oft-asserted postulate that 
since our waterways are a natural 
resource, only the government 
should develop them. Our coal and 
oil reserves, iron and copper de- 
posits, forests and fields are also 
natural whereas 
the electric industry uses only the 
energy of falling water, neither 
detracting from its quantity nor 
altering its physical characteristics, 
the developers of most of our other 
natural resources are compelled to 
draw upon and deplete original 
supplies. A public, which has no 
intention of seeing these other im- 
portant and basic industries fed- 
eralized, is beginning to realize 
that there is even less reason for 
the electric industry to be so treat- 
ed. 

The public is also beginning to 
see that there are no mystical 
qualities of abundance or cheap- 
ness inherent in electric power 
from government facilities. As Ad- 
miral Ben Moreell, Chairman of 
the Task Force on Water Resources 
and Power of the Hoover Commis- 
sion said recently: “There is no 
logical reason for the popular ap- 
peal of the public power issue. 
Actually the cost of electric power 
to the average householder is a- 
bout one percent of his family 
budget. A reduction of only three 
percent in his tax bill would pay 
for all of his power.” 


resources; and 
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Justly proud of their recent Day-Brite installation, 
Messrs. N. W., J. E. and F. R. Forsberg of Wasatch 
Electric Company stand in the main banking area 
of the First Security Bank, Salt Lake City. 


“Day-Brite easy to install” 


“We of Wasatch Electric Company feel that addi- 
tional prestige has come to our organization through 
participation in the construction of such an out- 
standing building. Inside and out, this structure shows 


high-class design and mechanical workmanship. 


“Final selection of Day-Brite was based upon our 
previous years of experience with these fixtures. 
We feel that our judgment has been vindicated 
by the ease and simplicity of instal- 
lation and by the neat, clean finished 


appearance.” 
DECIDEDLY BETTER 


This direct testimony by the Messrs. DAY-BRITE. 
Forsberg is typical of the experience Lighting DMM 
of electrical contractors all over the 
country. 

Day-Brite Lighting, Inc 


5435 Bulwer Ave 
St. Louis 7, Missouri 


NATION’S LARGEST MANUFACTURER OF COMMERCIAL AND INDUSTRIAL LIGHTING EQUIPMENT 
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Know the law 





Electrical contractor 
wins his suit 


SOMETIMES a long and expensive 
lawsuit turns not on questions of 
law, but wholly upon disputed 
questions of fact. Such a case was 
lately decided by the California 
District Court of Appeal, Fourth 
District, (Brown v. Peetz, 282 Pac. 
2d 977.) 

Electrical Contractor Brown, as 
subcontractor, undertook to wire a 
medical building that was being 
constructed. As a separate trans- 
action, he installed an intercom- 
munication system in the building. 
He successfully sued to collect a 
balance due on the first contract 
and for extras; and, on the second 
job, sued for the reasonable value 
of labor and materials furnished 
in installing the communications 
systems. 

After weighing the evidence pro- 
duced in the case, the court decided 
that delay in completion of the 
building was not due to any delay 
in performance of the subcontract 
for electrical work; that the sub- 
contract was fully performed; and 
that the contract to install the in- 
tercommunications system was not 
for a fixed price but on a mutual 
understanding that payment would 
be made on the basis of the reason- 
abie value of work and materials 
furnished, 


When contractor is 
dismissed without cause 


A GENERAL CONTRACTOR under- 
took a state university construction 
job and sublet the electrical work. 
Friction resulted and the subcon- 
tract was not fully performed, The 
general contractor sued the elec- 
trical contractor to collect the cost 
of completing the work, and the 
latter sued the former to collect the 
ceubcontract price, less what it 
would have cost the subcontractor 
to finish his job. 

The Louisiana Supreme Court, 
after considering all the evidence, 
decided that the general contractor 
had refused to permit the electrical 
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contractor to proceed without good 
cause, thereby depriving the latter 
of profit. Judgment for the amount 
of the lost profit was awarded. 
(Roland vy. American Casualty Co., 
80 So. 2d 387.) 

The decision was influenced by 
a Louisiana statute which provides 
that an owner can cancel his con- 
tract at will even after work has 
commenced, but must pay the con- 
tractor for expense and labor al- 
ready incurred, “and such dam- 
ages as the nature of the case may 
require.” 


Former manager 
as competitor 


THE GENERAL MANAGER of an 
electrical construction company 
agreed that on termination of his 
employment he would not within 
five years engage in a competing 
business within the city in which 
he served the company. Was the 
agreement legally binding, and, if 
so, was the company entitled to a 
court order enjoining violation of 
the agreement? 

These questions were answered 
“yes” by the Appellate Court of 
Illinois, Second District, in the case 
of William N. Frye, Inc. v. Weber, 
342 Ill. App. 303, 96 N. E. 2d 579. 

It is probable that the courts of 
most, if not all, of the states in 
which ELECTRICAL SOUTH circulates 
would reach a similar conclusion 


Reasonableness cited 


The court announced a rule of 
law recognized in many states 
when it decided that an employee's 
agreement not to identify himself 
with a competing business on 
termination of his employment 
must, to be binding, be reasonable 
as to the time during which he is 
to refrain from competition, rea- 
sonable as to the area within which 
he is to refrain from engaging in 
the same line of business, and the 
agreement must be reasonably 
necessary to protect his business 
from competition. 

Because the courts in some states 
differ in their views as to what is 
a reasonable time limit, it is ad- 
visable that an electrical contractor 


by Arthur L. H. Street 


have the assistance of a local 
lawyer in phrasing a clause in an 
employment contract restricting 
the right of a former employee to 
identify himself with a competitive 
business. 


Rights involving 
defective installation 


EVERY ELECTRICAL CONTRACTOR 
should be interested in a recent 
decision of the Louisiana Court of 
Appeals, New Orleans, which 
shows the legal rights of the parties 
involved when contract installa- 
tion is defective but can be 
remedied, and, which shows that 
litigation expense in such cases 
can usually be avoided to the ad- 
vantage of both parties if there is 
a bona fide disposition to compro 
mise, 

The subject of the New 
Orleans case was a contract to in- 
stall an air-conditioning system in 
a doctor’s combined home and of- 
fice. But the legal rules involved 
would apply to any form of con- 
struction that does not come up to 
contract requirements but which 
can be remedied. (Leopold v 
Leggio, 79 So. 2d, 925.) 


Cost of repairing 

The contract price was $2,800, 
less a $400 trade-in credit. When 
the installation had been com- 
pleted, a $600 balance remained 
unpaid and the contractor sued to 
collect, The owner defended on the 
ground that it would cost more 
than $690 to correct defects that 
existed in the work 

The contractor produced a wit 
ness who stated that the unit did 
not develop its rated capacity, but 
that the situation could be reme- 
died by an adjustment costing $15 
On the other hand, expert wit- 
nesses testified on behalf of the 
owner, that the registers in various 
rooms were too small and that the 
ducts were not “constructed o1 
fabricated” according to standard 
practices accepted by the Amer- 
ican Society of Heating and Venti 
lating Engineers. According to 
these witnesses it would cost 

(Continued on page 115) 
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The Victor 


‘ 


Lime is Here®> 


Sy) I 


— 


8” and 10” combination 8” and 10” automatic 
wall and ceiling models wall models 
White or Chrome Grilles White or Chrome Grilles 
(wali switch operated) (woll switch operated) 


F é ! Vi ives yo "Ww smi J f 
ec and with it Talk about sales features! Victor gives you new sm irt styling usually 
found only in much higher-priced fans! New whisper-quiet operation! 
New quick and easy installation features—thanks to Victor's exclusive 
snap-in propeller and motor assembly. And there are Victor models for 
comes a great new "(rr | 
every building need, every budget—a complete line of fan accessories for 
every installation requirement. Join the swing to Victor, America’s 
finest-engineered fan line. Mail the coupon for literature, price list and 
new fan display offer for your dealers! 


profit-making 


$27,000,000 Warranty on every VICTOR Ventilating Fan 
opportunity for you! . ++ Helps You Sell, Protects Your Profits! 


You’re not guessing about quality and performance when you feature 
Victor ventilating fans. There’s a $27,000,000 warranty that backs your 
judgment! And it’s a real sales-builder for you, because it protects your 
customers, too. Get all the facts on the new profit-making Victor line 


today! 


MAIL The Victor Ventilator Co. 


COUPON Dept. ES-56, Lockland, Cincinnati 15, Ohio 
TODAY 


Please rush complete information on the new Victor 
Ventilators and Co smercial Exhaust Fans including eye- 
COMMERCIAL oe catching new fan display available for our dealers 


y E 
10”, 12” and 16” blade ; 9 
sizes, with or without FIRM 
automatic shutters 





ADDRESS 





5 yeor guarantee cn all motors 


CITY — 
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WOROR INBPALLATION = MOUNTINO AND CONNECTING 
340 VOLE AT 10 FT, HEIONR. 





LABOR COST INSTALLED EACH AT FOLLOWING RATES 
2.00 2. 00 








12.60 14.18 18.90 
60 14,18 18.90 
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LABOR; INCIUDES MOUNTING AND CONNECTING. (MOTOR TAPS ONLY). (ADD FOR ANCHORS) 
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MOTOR INSTALLATION - MOUNTING & CONNECTING 
440 VOLT INSTALLED ON FLOOR 


LABOR COST INSTALLED EACH AT FOLLOWING RATES 

$1.75 $2.00 $2.25 $2.50 $2.75 $3.00 

7.53 8,00 9.08 10.75 11.85 12.90 

3,75 10,00 11.25 12,50 13.75 15.00 

10.15 11,60 13.05 14,50 15+ 17.40 
1 98 2 














12.08 13.80 15.53 17.25 4 54 
15.05 17.20 19.35 21.50 23.65 25,80 
19. 22.20 24.¢ 27.75 30.5 3.30 
23.9 27.40 aotks 3h 37.88 RS"i0 
29.05 33.20 37.35 1,50 5.65 49,80 
$2- 00 0.00 5.00 50,00 22°08 60,00 
1.48 47,40 53.33 59.25 5.18 
49,88 57.00 64,13 13-25 78.38 
61.78 70.60 79.43 98.25 97.08 105.90 
77+00 88.00 99.00 110,00 121,00 132-00 
96.08 109.80 123.53 137.25 150.98 164.70 
112.50 131.25 168.75 187.50 206.25 225.00 
322.40 142.80 3.2 183.60 204.00 224,40 244,80 
135.00 157.50 180,00 202,50 225.00 247.50 270,00 
151.50 176.75 202.00 227.25 252.50 277.75 303,00 
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INCLUDES INSTALLATION AND CONNECTING, (MOTOR TAPS ONLY). (ADD POR ANCHORING) 
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Estimating tabulations published by special permission from "Blue Book of Electrical Estimating,” Esti- 
mating Handbooks Associates, DeKalb, Illinois. Copyright 1953 by Geo. L. Sherlock. 











This could be you—“In the Land of No Distributors.” 


* you would be besieged by hundreds of different salesmen, 


Imagine for a minute a “never-never” land where the 
distributor did not exist! 


A simple specification calling for wire, conduit, fittings, 
circuit breakers, switches and tape would require, on 
your part, telephone calls, telegrams, letters and a mullti- 
tude of orders to manufacturers all over the country! 


Every day it would be the same story. 
In addition, “in the land of no distributors” — 


* deliveries would be chaotic. 


* you would have to carry a tremendous inventory (and 
insure it). 


* your “over-the-counter” purchases would be a major 
endeavor. 


* your order department and accounts payable department 
would have to be increased a hundredfold. 


That's why dependable electrical manufacturers advise 
you to always buy from 


YOUR DISTRIBUTOR — THE BEST FRIEND YOUR BUSINESS CAN 
HAVE! He’s the one source for everything electrical —and 
he’s local. 


NEW BRUNSWICK, NEW JERSEY 
Manufacturers of Arteries for Electricity, Liquids and Gases 


WIRE + CABLE + CONDUIT + BRASS and COPPER TUBE + PLASTIC PIPE 


ELECTRICAL SOUTH for JANUARY, 1956 








You'll never have trouble 


6 \. ona T&B job 


Where Underwriters’ test Sa ed sick 
standards exist, all T&B ae built right. The electrical 
fittings bear this seal— contractor that uses them 
evidence that they meet recognizes their quality ...the 
the strict standards im- sure, certain mechanically-perfect 
posed by the Under- results they produce. 

writers’ // Reexamination 
Service 





T & B jobs mean fewer worries . . . 





fewer inspection problems —all at 
the lowest possible installed cost! 
And, you can be sure of satisfaction, 
for wherever Underwriters’ 
Laboratories standards exist, T & B 
fittings bear the seal of approval. 

T & B fittings are carried in stock 
locally by leading electrical 
wholesalers. 


FS ee eee —- 


THE THOMAS & BETTS CO. 


INCORPORATED 
Elizabeth 1, N. J. 


Thomas & Betts, Lid., Montreal, P.Q., Canada 


MANUFACTURERS OF ELECTRICAL FITTINGS SINCE 1898 
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SEWA announces its 


6th Annual Industry Day Meeting 


FoR THE SIXTH successive year, Southeastern 
Electrical Wholesalers Association, will hold its 
annual “Industry Day Meeting” in the Atlanta 
Biltmore Hotel, Atlanta, Ga., on Feb. 2-3, 1956. 
In recent years, these meetings have grown in 
attendance to the point where they represent 
one of the most important gatherings of elec- 
trical manufacturers and wholesalers in the 
South. Electrical contractors and electrical util- 
ity personnel are also welcome at this meeting. 

One of the feature attractions at SEWA’s 
“Industry Day Meeting,” is the electrical indus- 
try forum which includes a panel of industry 
leaders and provides an opportunity for ques- 
tions and discussions from members of all four 
branches of the industry in attendance. 

This year, the forum will be limited to the 
subject of electric space heating, and the panel 
of experts will include representatives of the 
electrical manufacturers, the electrical wholesal- 
ers, the electrical contractors, and the electric 
utility companies. Among those who will par- 
ticipate in the discussion panel are: 

William Raoul, vice-president, Cavalier Corp., 
Chattanooga, Tenn. 

Robert Pequignot, vice-president, Electro- 
mode Corp., Rochester, N. Y. 
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Robert McKenzie, electrical contractor, Mc- 
Kenzie Electric Co., Chattanooga, Tenn. 

J. B. Browder, sales manager, Georgia Power 
Co., Atlanta, Ga. 

J. H. Edenfield, SEWA member, Stokes Elec- 
tric Co., Knoxville, Tenn. 

Other portions of the program will include 
a number of outstanding speakers, mostly drawn 
from the electrical manufacturers. Among those 
scheduled to address the Industry Day Meeting 
are: 

A. C. Barr, manager, Commercial and Indus- 
trial Sales, General Electric Co., Large Lamp 
Dept., Cleveland, Ohio, whose subject will be 
“The electrical wholesaler’s stake in the lamp 
market.” 

A. H. Gudie, president, Trade Service Publi- 
cations, Inc., Chicago, Ill. 

Frank H. Roby, vice-president, Square D Co., 
Detroit, Mich. 

Carl S. Menger, vice-president, Triangle Con- 
duit and Cable Co., New Brunswick, N. J. 

Edward C. Hewitt, vice-president, The Thom- 
as and Betts Co., Elizabeth, N. J. 

According to M. L. Tice, executive vice-pres- 
ident of SEWA, the Industry Day Meeting will 
start promptly at 9:30 a.m., on Thursday, Feb. 

2. Registration will begin at 11 
o'clock a.m. on Wednesday, 
Feb. 1. Registration fee for 
guests will be $5.00 per person, 
but there will be no registration 
fee for the ladies present, 


J. J. Perry, Sr., president, Electric 
Supply Co., Atlanta, will preside 
over the Sixth Annual "Industry Day 
Meeting,” sponsored by the Louth. 
eastern Electrical Wholesalers As- 
sociation at the Atlanta Biltmore 
Hotel, Feb. 2-3, 1956. Mr. Perry is 
serving his second term as Reson Mr 
of SEWA, having headed the organ- 
ization in 1951. With him in the 
photo is M. L. “Tiny” Tice, execu- 
tive vice-president of SEWA, 
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It pays) to sell the Royal line 











Surround yourself with sales-proven products 


... stock ROYAL WIRE 


Make sure your sales force gets the product support it 
deserves by stocking a complete supply of Royal Quality- 
Engineered Wire and Cord Sets. 


Here are just a few of the reasons why leading electrical 
wholesalers rate Royal products first for sales . . . first for 


on-the-job performance and customer satisfaction. 


A COMPLETE LINE — Whether your sales emphasis is re- 
tailers, contractors or large industrial users, you'll find that 
Royal offers a complete line of wire and flexible cords, cord 
sets and cord assemblies — in all types and sizes — to meet 
every requirement. Royal “one-stop” shopping saves time 
and trouble . . . cuts your handling costs to a minimum. 


ROYAL ELECTRIC COMPANY, INC. 


and CORD SETS now! 


PROMPT SERVICE — In addition to prompt factory service, 
Royal maintains a nation-wide network of strategically 
located sales offices and warehouses. When you need wire 


or wire products, there’s a Royal supply nearby. 


PREFERRED QUALITY — Because of their superior per- 
formance records under all types of conditions, Royal wire 
and wire products have won the confidence and support of 
buyers and users everywhere . . . have become the “stand- 


ard of the electrical industry.” 


Plan now to cash in on these and other Royal sales 
advantages. Write for complete details on Royal Wire and 


Wire Products... put yourself on the Royal road to sales today! 


PAWTUCKET * RHODE ISLAND 


Manufacturers of WIRE * CORD SETS * FUSES * WIRING DEVICES 
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How wholesalers serve 


In the following pages are a few examples of 
how the electrical wholesalers are constantly 
improving their services and operations .. . 








Rigid credit policy 


wins contractors nod 


by Louis Alexander 


@ THE ELECTRICAL CONTRACTOR 
from the small city had a chip on 
his shoulder when he walked into 
the Southern Electric Company of 
fice in Houston, Tex., to see Frank 
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De Walch 


a smile 


3ut he walked out with 
and a firm step, even 
though he had given in completely 
to Mr. De Walch’s advice 

De Walch’s advice was tough to 


1956 


Frank De Walch, right, believes in 
the credit policy adhered to by his 
firm, Contractors who avail them- 
selves of the Southern company's ad- 
vice usually find that their business 
thrives. 


and 
own overdue accounts 
No credit from us 


take do busine for cash, 
make youl! 
pay up, or else 
till you do.’ 
Yet within 90 day 
had collected over 
his own overdue accounts, 
paid his bill to Southern 
and to three 
aler Now 
De Walch 


tractor 


the contractor 
cent of 
had 
Electric 
Houston whole- 
later, Mr 
same con- 
home and 
Lusine buildings and has a net 
worth of about $125,000 


75 per 


othe! 
a few yea! 
reports, the 


owns his own 


Policy spreads 

Rigid credit policies have gained, 
not lost, busines for Southern 
Electric Co. Not that, but 
many contractor-cus 
tomers of the firm who have 
adopted the policies have 
ectually gained business them- 
elves, according to Mr. De Walch 

Mr. De Walch is the man who set 
the unusual rigid credit and 
cost recording policies which 
Southern has followed since it was 
organized 21 year ago. Their 
their own 
even figure: 
annually. Currently they are doing 


only 
electrical 


same 


and 


policies have increased 


business from five to 

even more business than during the 

war years 
De Walch 


guidance 


offers 


advice to 


also financial 
those con 
interested in 


tractor: who are 


listening 
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Southern’s credit policies are 
simple: Pay up your 30-day ac- 
accounts by the tenth of the fol- 
lowing month. If you don’t, you go 
on a C.O.D. basis at once, no mat- 
ter what your credit rating may be. 
Fail to pay, or to make firm ar- 
rangements, within 30 days more 
and the company’s attorney takes 
the case from there on. 

In 21 years, De Walch estimates 
credit losses have aggregated only 
$2,800. In one year bad debts repre- 
sented five-thousandths of one per 
cent of gross volume! 


Contractors’ reaction 


Contractors are glad to see their 
competitors’ trucks in front of the 
Southern Electric warehouse—for 
it means the competitor is paying 
his bills promptly. What’s so bene- 
ficial about that, as far as an elec- 
trical contractor is concerned? 

Here’s the explanation Mr. De 
Walch likes to make to every con- 
tractor and every credit man: 

“We feel that we are doing our 
good accounts a favor, in that we 
do not finance their competition. 
If one customer pays up but you let 
another one ride, you are actually 
financing the latter with the 
money of the man who pays 
promptly.” 

He cites the case of a contractor 
in a small city in the next county, 
who fell behind with his debts to 
Southern Electric, and was put on 
a C.O.D. basis. 


Exemplary case 


“He was a good wire man, but 
short on business knowledge,” Mr. 
De Walch recalled. “But he did 
one thing that few contractors 


have the strength to do; he came in 
end told us about it. 

“He owed us and three other 
wholesalers in Houston. At my in- 
sistence, he brought in a list of all 
those who owed him money for 
more than 60 days—several thou- 
sand dollars in all, mostly in 
amounts of a few hundred dollars 
I told him to do himself a favor 
and ask all the wholesalers to sell 
kim materials only for cash.” 

The contractor bridled at such a 
recommendation. “I need ma- 
terials,” he bristled. “I can’t do 
any jobs that way, with money 
coming in too slow.” 

“Yes, you can do _ business,” 
countered Mr. De Walch. “You 
ask all of your own overdue ac- 
counts to pay up, or else file suit 
for the money.” 


Logic of system 


“If you’re going to use the ma- 
terials to do jobs for which you 
don’t get paid, you don’t need that 
kind of business in the first place,” 
he told the startled contractor. 
“You should check the credit of 
every prospective customer from 
now on, and know before you start 
work whether you can expect 
prompt payment. You already 
have an investment in materials 
and labor in the jobs for which you 
haven't collected. To continue 
would just get you in deeper.” 

The contractor was angry, but 
he took the advice just the same. 

De Walch reported that in 90 
days the contractor was back on 
Southern’s credit approved list. 
The contractor had collected near- 
ly 80 per cent of his own overdue 
accounts, From then on he always 


made a credit check on his own 
potential customers 

The contractor also increased 
the portion of his business with 
Southern Electric from about 334% 
per cent to some 90 per cent at 
present. 


The credit story 


De Walch believes that unless a 
contractor is encouraged, and 
pushed, to pay his bills in full 
every month he will become lax in 
his own collections 

“Promiscuous granting of credit 
can ruin a young contractor’s busi- 
ness,” De Walch feels. “First thing 
you know his customers will owe 
him more than he has finances to 
take care of. Then he tries to get 
more doing jobs 
cheaper and doing more work than 
he actually should do. He becomes 
a poor credit risk and would be 
better off if he did less work, but 
gets full pay for what he does. It 
may seem unjust at the time, to 
cut off his credit, but it actually 
prepares and strengthens the con- 
tractor to be a better business 
man, He has to crawl before he 
can walk, walk before he can 
run.” 

Mr. De Walch also believes that 
many excellent electrical con- 
tractors, no matter how fine the 
jobs they install, don’t actually 
keep good records or know truly 
what their work and materials 
cost them. 

He tries to drive home to con- 
tractor-customers of Southern: 
“Know what your actual operating 
costs are.” 


business, by 


Reason for system 


Many contractors actually lose 
money on their bids and don’t 
know it, De Walch believes,—till 
they bump up against a long list of 
bills and payrolls, with nothing in 
the bank to meet them 

The credit policy of Southern 
Electric was born of necessity, Mr 
De Walch remembers, but it was 
one he has always believed in. 
When the firm started 21 years 
ago with a small amount of capital 
and $7500 in notes to local banks, 
De Walch had to sell for cash in 

(Continued on page 112) 


"Buy small orders, not large ones,” 
is Mr. De Walch’s advice to electrical 
contractors. He urges them not to tie 
up their money; let the wholesaler 
be the warehouse! Don Carnley is 
the counterman. 
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Contractors get advice 


on electric heat jobs 


by Warner Ogden 


@ Ropen ELeEctTRIcCAL Supply Co., 
808 North Central Ave., Knoxville, 
Tenn., has long been giving a help- 
ing hand to electrical contractors 
on electric heating jobs. 

A contractor brings in plans for 
a home in which he wants to in- 
stall electric heat. Roden specialists 
figure the plans on the basis of the 
heat losses, taking into account the 
installation of the walls, ceiling, 
floor, number of windows and pic- 
ture windows if any. They arrive 
at the proper number of watts 
needed to heat that home properly 

During a severe winter they 
figure the heat based on the lowest 
average temperature expected in 
that locality. The figures are given 
for whatever is desired—ceiling 
cable, wall heaters or baseboard 
heaters. 


Advantages of plan 


Figures furnished the contractor 
are those he uses in his estimate 
to the builder and are subject to 
his regular discount. 

Working with the electrical con- 
tractor on heating jobs has other 
advantages. As H. D. Roden, presi- 
dent, explains: 

“It brings a contractor to our 
place more often and enables us to 
sell him the wiring materials for 
the job, lighting fixtures, kitchen 
ventilator fans and attic fans. The 
service gives us a tie-in with the 
contractor and they usually get the 
rest of their materials from us.” 

Roden has a man who. just 
specializes in that service. He is 
Harold House, who is also vice- 
president and inside salesman for 


The display board at which H. D. 
Roden, right, and Kyle Roach, Roden 
salesman, are looking, is often taken 
to openings of model homes for 
which Roden has supplied materials. 


the firm. Then there are three 
salesmen who call on the trade 
and are capable of figuring elec- 
tric heat jobs. They do much of it 
(Continued on page 115) 
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Fred Seiber, Roden counter salesman, 
shows a display of electric heaters to 
interested contractor, Lee Weaver. 


Sample ceiling cable installation is 
kept ready for demonstrations to con- 
tractors. 





~“Hew-to-the-line” policy binds 


contractors to wholesaler 


There's no mistaking the challenge of 
identification required to establish 
eligibility for wholesale prices at 
Brockman. 





by Harry J. Miller 


@ “IT Is uP to the electrical whole- 
saler to take the lead in protecting 
the contractors who deal with 
him,” declares Joseph Brockman 
Sarasota electrical wholesaler. 
How well the contractors of this 
Florida town appreciate Mr 
Brockman’s firm stand in their be- 
half is indicated by the fact that 
his business has mushroomed un- 
til it occupies a five-story ware- 
house, a supplemental building, 
and has spilled over to anothe: 
supply depot in Fort Myers. 
Sarasota, in common with many 
other Southern communities, is in 


A larg> amount of warehouse space is required to house a stock as complete 
as to include specialty items often called for in architect's specifications— 
items which the small combination retail and wholesale operation cannot 
carry. This building houses his display rooms and offices. Two warchouses are 


located elsewhere. 


40 


the throes of a building boom the 
iike of which it has never before 
seen. This means that the town is 
bursting at its seams with building 
trades activity Modernization, 
building and rebuilding are the 
order of the day, and as Brockman 
puts it tersely: “When it comes to 
wiring, everybody and his brother 
is a contractor.” 

And they want wholesale prices 
And “they” includes in its category 
everybody from the oldtimers, 
down to the neophyte 


Finding real contractors 


How to separate the wheat from 
the chaff; how to distinguish the 
dyed-in-the-wool genuine  con- 
tractor from the fellow who seeks 
only to muddy the waters of legiti- 
mate business by seeking dis- 
counts and wholesale prices with 
his off-hand declaration: “I’m a 
contractor,” is an irksome problem 
to which Mr. Brockman supplies 
a few pertinent answers 

But, like other wholesalers, 
there come borderline cases that 
require the wisdom of a Solomon 
end adjudication on the merits of 
the particular applicant. 

For example, a prominent sign 
hehind the Brockman counter 
reads: “Your county license and 
proof of bond must be registered 
here.” This means that when a 
stranger comes in with a bill of 
materials, he must show Brock- 
man’s clerks that he is a bona fide 
contractor, registered and duly 
bonded, and qualified to transact 
his wiring business in the Sarasota 
area. Such evidence immediately 
qualifies him to obtain his ma 
terials at wholesale prices, and 
only this strong proof or its 
equivalent will enable him to do 
business with Brockman 

“I know 
business 


we're some 


hard 


driving 
away with our 
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policy,’ admits Mr. Brockman. 
“Refused his supplies here, the 
non-contractor can go to other 
wholesalers hereabouts and get the 
materials he needs from the mer- 
chants who combine retail selling 
with their wholesale activities, but 
he has to pay a little more for 
them. 

“To combat this, we carry a com- 
plete line, and contractors know 
they can get most everything they 
want at our place, in one-stop 
shopping.” 

This stock plan is very attractive 
to the legitimate wireman who is 
more concerned with the progress 
of his job than with the possibility 
of saving pennies and wasting time 
by shopping around. 


Variety of materials 


Another feature in favor of this 
policy of serving only bona fide 
contractors is that Brockman’s 
large and varied stock includes 
standard lines that may be de- 
manded in architects’ specifica- 
tions. Or the items may possess 
some particular features either the 
contractor or his customer or the 
general contractor for whom he’s 
wiring, may demand. Mr. Brock- 
man may be the only authorized 
supplier for such merchandise so 
if the contractor can’t prove he is 
a licensed man, he must forego the 
brands required or buy other and 
perhaps less adequate materials, 
elsewhere. Here can be seen M: 
Brockman’s wisdom in_ stocking 
about everything any contractor 
needs, from a simple housewiring 
chore to the materials needed for a 
sprawling beachfront motel 


Protection of customers 


“When we ask a man to show 
his license, and he does,” says this 
wholesaler, “we know that he’s 
planked down $50 for a bond and 
is in business for keeps. He’s the 
guy we're out to protect. The fellow 
that comes in to buy some material 
and tries to talk us into believing 
he’s entitled to the same considera 
tion as a legitimate contractor, 
hasn't a Chinaman’s chance of en- 
listing our aid to undermine hi 
competitor. 

“Why sell to jackleg electrician 
at the same prices we get from 

(Continued on page 114) 


Chute transports merchandise in a 
hurry from second floor direct to 
sales counter—another aid to busy 
contractors. 


Mr. Brockman employs a “lady salesman" for fixture sales. Every fixture on 
display has a number coded to the switch that turns it on and to a number 
‘in the book which gives price and detai!. 
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Flange een of cabinet. 
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Here is a clamp designed specifically to Ci) and clarion resistance a sex nead cramping volt 
meet the requirements of interlocked armor camped sever? turns siott gnened by wrenc 
cable applications. The 0.Z. Type “PK” Clamp ee ond. © of serewarv® me 
provides exceptional speed and ease of th armor sto” ean strong 0 1 08 Ne pushing 
installation, whether your cable enters the 7) eee 

cabinet from the top, bottom or side. 

It is designed with ample thread length for 

use with all standard conduit fittings and 

terminators from 1” to 5” and is available 

for interlocked armor cable ranging 

in size from .99" to 4.38” 0.D. 


Call your local 0.Z. Distributor. 
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for ARMORED CABLE 


combines with standard O.Z. fittings for any terminating or 
splicing job involving INTERLOCKED ARMOR CABLE. 


Seats cable ends to protect insulation against moisture and other contaminators—can 
also be used with threaded hubs and bosses to provide watertight cable entrances. 





TYPE “PKG” TYPE “PKH" 
Sealing bushing for inter 
locked armor cable enter Terminator for interlocked armor cable entering 
ing a cabinet side of cabinet 


TYPE “PKC” 








— 


Terminator for interlocked 
armor cable entering 
| 


bottom of cabinet. " ao [ die 
TYPE “PKT | ( OD) eniieaiiid 
Terminator for interlocked 


armor cable entering 
top of cabinet. 


Splicing chamber for interlocked 


TYPE “PKF"’ 
Compound bushing for ir 
terlocked armor cable en- 
tering bottom of cabinet 


‘ ) 
ELECTRICAL MANUFACTURING .CO., INC. @apyryeeentin 


POWER CONNECTORS 


262 BOND STREET + BROOKLYN 17, N.Y,  SLDERLESS CONNECTORS 


GROUNDING DEVICES 
CONDUIT FITTINGS : 


4 
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Howard Williams, left, who is responsible for all contractor quotations in 
the Birmingham division of Moore-Handley, discusses lighting for a new 
construction job with J. B. Babb, company lighting specialist. 


Contractors receive 


specialized service 


by Wendell Givens 


SPECIALIZED SERVICE for the elec- 
trical contractor is the impetus be- 
hind a fast-building volume of 
business in the electrical apparatus 
and supply department of Moore- 
Handley Hardware Co., of Birm- 
ingham. 

Chester Sparks, department 
manager explains: “Our trade with 
electrical contractors had shown a 
continuous growth since World 
War II. We felt that to give them 
and our other electrical supply 
customers the specialized service 
they desired, we should ‘break 
down’ our department accordingly. 

“So in 1953 we set up four divi- 
sions to serve separately, con- 
tractors, industrial concerns, public 
and private utilities, and dealers. 
Since that time our contractor 


business has shown a steady in 
crease.” 

Under the new setup, two men 
especially trained for the work 
deal exclusively with contractors 
To make certain of a complete 
separation of their work from the 
other divisions, Mr. Sparks ha 
had their desks set aside from the 
others, with individual 
catalogues, etc. 

Advantages of such an arrange 
ment, as pointed out by Mr. Sparks, 
include: a specialized quotation 
service that could not be provided 
under the old system, expediting of 
emergency orders and _ custom- 
made equipment, and more per- 
sonalized service. 

“There is a wide difference in 
the equipment and services re 


phones 


Chester Sparks, left, manager of the 
electrical apparatus and supply de- 
partment at Moore-Handley, looks 
over a buyer's guide with Frank 
Randle, his assistant. The guide is 
distributea annually to electrical 
contractors and other customers. 


quired by industrial concerns and 
contractor Mr. Sparks points 
out. “For example, the contractors 
usually deal with new 
tion jobs, requiring 


construc 
a wide spread 
of items, fast service and emer- 
gency a istance The 
customer usually is 
cerned with 
anticipates hi: 
ther in advance 
In addition to the two men who 
devote full time to contractor serv- 
ice, Moore-Handley usually has a 
trainee in that department 
Through a planned training pro- 
(Continued on page 113) 


industrial 
more con- 
maintenance and 
requirements fur- 
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Mr. Davis looks on as Rita Davis end Mrs. Davis, Jr., hand-address 
a direct mailing piece. Mrs. J. C. Gammon, his daughter, collects those 
ready for mailing, at right. Mailings are sent out regularly. 


Wholesaler reaches trade 


with regular direct mai 


by Richard Lane 


W. B. Davis checks a mailing item with his son, W. B. Davis, Jr., right, and 
his son-in-law, T. J. Mason. He does his own lay-outs. Below, Mr. Davis 
“buttonholes" a customer for his countermen. 
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@ THERE'S NOTHING so effective as 
an intensive direct mail program 
for booming over-the-counter sales. 
W. B. Davis is convinced of that, 
The phenomenal growth of W. B 
Davis Electric Supply Company in 
the last eight years leaves little 
room for doubt. This Memphis 
wholesale: one of the Mid- 
South’s largest independent—re- 
cently was forced to open a new 
branch, partly to accommodate the 
overflow of business resulting 
from the direct mail program 
Direct mail is no once-in-a-while, 
helter-skelter thing at W. B. Davis 
Electric Supply. It is a continuing 
program, carefully planned and 
executed for maximum results 


Small firms first 


As an example of its effective 
ness, the company has nine men 
filling over-the-counter orders at 
its main office and branch. In one 
year, the firm’s gross volume was 
boosted by $300,000. Where it 
formerly bought $500 worth of 
lighting fixtures a month, it now 
buys from $3,500 to $4,000 a 
month. Direct mail gets the credit 

Davis started back in 1922 as an 
electrical contractor on a $27.54 
hoestring. Despite his success he 
has never forgotten that he was 
once “a little fellow Much of his 
uccessful advertising is pitched at 
mall contractors. His interest in 
them has made many fast, good 
custome! 

Mr. Davis tells briefly how his 
direct mail program works 

“We get out advertising circulars 
twice a week to our mailing list of 
more than 2,200 contractors and 
dealers,’ he explains 


Special mailing staff 


‘We have two office girls work- 
ing full time hand-addressing these 
circular The accumulated mail- 
ings are sent out every three days 
We have found that hand-ad- 
dressed circulars make more of an 
impression than do  machine- 
stamped ones, especially on new 
customers 

“IT make my own layouts, com- 
plete with pictures, and use offset 
printing. Headlines are short, but 
bold and large. Descriptions are 
brief but clear. And all published 
prices are net.” 

Mr. Davis believes the publish- 
ing of net prices is especially im- 
portant in dealing with “curb- 
stone” contractors. “Small con- 
tractors may not be able to, or have 
the time to figure 40, 33 or 25 per 

(Continued on page 114) 
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Intensive promotion 


builds wholesaler volume 


Dominion salesman points out the features of a line voltage wall switch to a 
builder who is visiting the Dominion showroom. 


by Beatrice Miller 


@ INTENSIVE PROMOTION of a num- 
ber of products built around items 
in the form of sales interviews with 
builders, assistance to contractors, 
showroom displays, direct mail 
and sample distribution that is 
supplemented by local and na- 
tional advertising has proved tre- 
mendously effective at Dominion 
Electric Supply Co., Inc., in Arling- 
ton, Virginia. 


Sales increase 


Take such items as a line voltage 
wall switch, an electronic outdoor 
temperature control, and a fire de- 
tection system for a residence. Full 
promotion of these has brought 
signed contracts for 60,000 wall 
switches, 20,000 of which have al- 
ready been delivered. For every 
forty line voltage wall switches 
sold, one contract for a fire detec- 
tion system was obtained, with the 
same ratio on outdoor temperature 
control. In other words, 1,500 fire 
detection systems and 1,500 out- 
door temperature control units 
were sold for installation 

“There is no doubt that the ease 
simplicity, attractiveness and 
economy of these home products 
made them highly desirable to 
builders, contractors and home- 
owners,” said John Cockriil, gen- 
eral manager and vice president, 
“but we believe that our intensive 
promotion of the items has made 
possible this high volume of sales.’ 


Outside selling 


“When our five salesmen went 
into the field after being briefed 
in one evening session by the man- 
ufacturer’ representative, they 
knew they had items formerly 
standard only in the custombuilt 
home. Their job became a matter 
of selling the idea to the mass 
builder.” 

Armed with wired display pan- 
els, the salesmen made appoint- 
ments with builders of large hous- 
ing developments. Talking to each 
individually they pointed out the 
features of each item and the sim- 

(Continued on page 115) 
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Q Inspection: Every Jackson Water Heater is 
thoroughly inspected before it leaves the 
factory — not just once, but at every stage 
of production! 


@) Complete Line: Jackson's line is complete — all 


models available in all standard sizes! 


eh Quality Controlled: Practically every part is pro- 
duced in Jackson's modern factory. ALL 
parts must face Jackson's rigid quality 
controls! 


©) Immediate Delivery: Four fully stocked ship- 
ping points: Atlanta, Ga., Charlotte, N. C., 
Siloam Springs, Ark., and Chattanooga, 
Tenn.! 


e Warranty : Every Jackson Water Heater has its 
own Warranty — protecting you and your 


customers! 


6) Progress : Jackson has the latest types of glass- 
lined tanks and other up-to-the-minute 
features! 


Wire, write or phone NOW for complete details 
on Jackson Gas and Electric Water Heaters. Your 
inquiry does not obligate you in any way. 


SALES REPRESENTATIVES 


W. L. JACKSON MANUFACTURING COMPANY 1... Aord, Foctory Sales Agent 


375 Whiteholl Street, 5. W 


1222 EAST 40° STREET CHATTANOOGA 7, TENN Atlanta, Georgie 


Telephone, LAmer 1977 


J. ®. Schoenfeld Carl A. Scholle Ralph Jones Compony 

3434 Howard Rood 3517 Hanover P. O. Box 190 311 Chickamouge Avenve 204 Nerth Delten Avenve 

Richmond 23, Virginia University Pork Siloam Springs, Arkonsas Rossville, Georgia Cheriotte, North Caroline 

Telephone: 2-6197 Dallas 25, Texas Telephone; 627 Telephone, 89-5554 Telephone: FRankiin 5-6258 
Telephone; EMerson 4228 


L. O. Ledford, Seles Agency J. A. Uleyd, Factory Seles Agent 
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First step in the special “overtime 
delivery” service is the taking of the 
order by a special telephone clerk. 


Orders are copied in triplicate from the telephoned order. Each is checked 
as it is loaded, one copy going with the order, one being used in assembling 
the order, and the other being sent to the office for immediate invoicing. 


Special rush delivery--unique aid to 


@ CONSOLIDATED ELEctrIc Supply 
Co., of Miami, has increased gross 
sales 15 per cent in the past six 
months, and has secured about 50 
new  contractor-customers by 
establishing a new “overtime” 
early-morning delivery service of 
orders which are phoned in from 
four to six o’clock the afternoon 
before. 

All local contractors were in- 
formed of this special “rush” 
service recently by a direct mail 
letter, and were told that a special 
clerk would be on duty till six 
o'clock every evening to take 
emergency orders. Shipping clerks 
and truck drivers, the latter also 
being trained to put up orders, 
work one hour extra each night in 
order to assemble every one of 
these special orders and load them 
on the trucks before quitting time. 
Then the boys come to work an 
hour earlier than usual, at seven 
in the morning, to get the trucks 
1olling immediately to reach the 


by Hal Newsome 


jobs before material is needed. 

This two hours overtime daily, 
at time-and-a-half pay, not only 
makes a neat little incentive-pay 
bonus for employees—a sort of 
profit-sharing plan—but has won 
instant and continuous goodwill 
from the contractors, and all this 
was accomplished at very small 
cost. 

“The gain in business and 
friendly customer feeling has been 
amazing,’ says Consolidated’s 
president Fred Braverman. “Con- 
tractors tell us over and over that 
one of their chief cause of loss in 
time and money on a contract is 
their failure to provide all the 
varied and detailed items of sup- 
ply on the job in plenty of time 
to give them working leeway. This 
hurts, not only by wasting in- 
dividual labor time and preventing 
flexible planning and work lay- 
out, but often the lack of a few 
items can hold up or scramble the 
whole job for a while. Several 


small foul-ups of this nature can 
take a deep bite out of net profits. 

“It’s usually around the end of 
the day that a contractor will be 
gin to realize that he is running 
short of, or has overlooked, some 
items needed for the next morn- 
ing. Under ordinary circumstances, 
by the time he’s through work and 
gets to a phone, the wholesaler 
may be closed. Or, even if the 
order is “taken,” the clerks may 
have gone. In any case if he calls 
late, the order still has to be filled 
along with many others at eight or 
nine o'clock the next morning. So 
maybe the contractor has to stay 
off the job in the morning or tie 
up his own truck to come and get 
supplies. Even then he has to wait 
at the warehouse till the orders are 
checked, written up and put up. 

“With our new system, the con- 
tractor can phone us any time up 
to six o’clock and be sure that the 
merchandise will be put up in ad- 
vance and delivered where and 
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Using rolling grocery baskets, ship- 
ping clerks shop" for. and assemble 
orders from the warehouse bins. 


contractors 


when he needs it. This also gives us 
more time to ‘scout’ for material 
that might have to be back 
ordered, and to get it locally if 
possible.” 

This “live wire” service has not 
only produced new customers, but 
has also increased orders by old 
accounts and broadened sales, large 
and small, right across the board of 
all lines. It has “opened the door”’ 
to contacts that have resulted in 
supplying complete jobs and 
other repeat business. 

The cost of direct mailing to 600 
contractors was only about $15. 
The increased labor cost of doing 
business is about what it would 
have been to put on the extra man 
who would have been needed to do 
that amount of increased business 
from any source. In addition, the 
efficiency is much greater. The 
plan also provides flexibility of 
personnel operation; because in 
case of general decreased business, 
costs could be cut by simply de- 


Ae 


oe % rr a> 2 


A power lift is used to load orders into trucks immediately after they are 
assembled. Trucks are driven into the warehouse, kept there overnight so they 
will be ready for delivery before regular working hours the next morning. 


CONSOL 


‘SUPER SERVICE WAGON 
te See hte ln 
Phone 95623 


President Fred Braverman 


in the Super Service Wagon, 


creasing the overtime, instead of 
laying off trained help 

The system has the further ad- 
vantage of speeding up delivery 
on routine orders, phoned in at 
any time of day, for the staff 
starts every day with a 
slate and no backlog of orders 
from the day before to interfere 
with subsequent business 

Part of the deal is the stream 
lining of paper work, including in 
voices for immediate pricing and 
the arrangement and coordination 
of stock for quick selection. The 
latter is all departmentalized with 


clean 
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takes out 
another 


often 


ll 


orders 
service. 


small emergency 


Consolidated 


unique 


items which are commonly used 


together be ing { 
the stock 


rouped together in 
There are 


running between bins and 


ample aisle 
helve 
both lengthwise and crosswise 

Clerks and driver ise 
grocery baskets to ‘ 
assemble orders quickly, and can 
thus handle many 
time and keep them separates 

First the orders are copied from 
the memo list, made by the 
telephone clerk regula! 
triplicate order pad. One copy ij 
ised by the shipping department, 

(Continued on page 110) 
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City sales counter for quick pickup of small items, dis- 

lays of fixtures and other products for perusal, ware- 
oe stocks for quick checking of purchase requests, and 
office for answers to questions about payments and in- 





voicing—all these departments are within 40 feet of the 
contractor when he enters the New Orleans building of 
Eaco, Inc. Thomas B. Favrot, president of the firm, stands 
by one of the accounting department desks. 


Sales, displays, warehouse, office 
quickly accessible to contractors 


@ A LARGE ELECTRICAL wholesale 
house so well planned that all five 
selling departments are within 40 
feet of the electrical contractor the 
minute he comes through the 
front door — that’s Eaco, pro- 
nounced E-ay-co, of New Orleans. 


by W. W. Westbrook 


Every bit of Eaco, Inc., its 24- 
member staff, and all selling ef- 
forts are aimed at persuading any 
member of the electrical trade to 


walk through their front door for 
that all-important first time and 
marvel at the step-saving ef- 
ficiency of having all five depart- 
ments wait on his every need. 
Many electrical contractors are dis- 
(Continued on page 110) 
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Come to Crouse-Hinds 














for Complete Protection against 





f 
LET® Explosion-Proo 
al Equipment 


d by the N 
tobe as hazer 





CROUSE-HINDS 








Electrically-Ignited Explosions... 


oy « No chain of explosion-proof electrical devices is stronger than 
its weakest link. 





Crouse-Hinds — and only Crouse-Hinds — can provide positive 
protection wherever the merest spark can possibly occur in ex- 
plosive atmospheres . . . from size 5 motor starters to sound-pow- 
ered telephones. There are over 15,000 conventional and explosion- 
proof products in the Condulet line! They are available through 
your Crouse-Hinds distributor. 


For further assistance on your explosion-proofing problem, 
just call the nearest Crouse-Hinds office listed below. Our field 
engineers are electrical engineers, fully qualified to make specific 
recommendations for your plant. 





COMPANY 


SYRACUSE 1 N Y 


TS ® FLOOOLIGHTS e TRAFFIC SIGNALS © AIRPORT LIGHTING 


Rapid service earns 


contractor approval 


by Ed London 


@ WITH Over a quarter century of 
electrical distributor experience, 
Stuart C. Irby Co., of Jackson, 
Mississippi, has earned a reputa- 


tion for fast service to their utility 
and electrical contractor custom- 
ers. Aside from the fact that every 
item sold by this firm carries the 


There are always four countermen on duty at the Stuart C. Irby Company 
sales counter. All are trained to render rapid service. 


Reeling and measuring wire is done on one of the many time-saving machines 


used by Irby warehouse personnel. 
52 


Stuart C. Irby guarantee to sup- 
plement the usual factory guaran- 
tee, the big story here is the han- 
dling of orders on a time-saving 
basis that continues to make 
friends for this popular firm. 


Trained staff 


Whether the order placed is for 
a motor starter, a group of power 
transformers, a switchboard for a 
large office building, or simply a 
lamp for a lady’s boudoir, the con- 
tractor or utility buyer knows that 
Irby will get the items rolling as 
soon as it is humanly possible. 

Competent, courteous, and 
thoroughly trained in all phases of. 
the electrical business, the staff of 
this Mississippi supply house will 
go to any length to secure, rapid- 
ly and with a minimum of red- 
tape, the supplies and equipment 
needed by it 

However, both management and 
staff are careful not to make 
promises which cannot be kept—a 
feature that contractors like, and 
this is no doubt one of the reasons 
for the excellent business relations 
enjoyed by this supply house and 
its customers 


customers 


Quick service 


Electrical contractors who drop 
in to make purchases are served 
by four countermen from 7:30 a.m 
to 5:00 p.m. daily and until noon 
Saturdays. As soon as the order is 
placed, the counterman checks im- 
mediately through the inter-com 
system, with the warehouseman or 
his assistant to make sure that the 
equipment is available, This takes 
very little time, Irby’s 
warehouse manager, Chester 
Krieger, can place his hands on any 
one of the thousands of items in 


because 


the huge warehouse at once 

If the item is out of stock, the 
customer is informed at once. If he 
can wait without inconvenience, a 
long-distance call is placed to the 
manufacturer to learn when the 
material can be expected. Thus, the 
contractor knows where he stands 
without worrying about it. If the 
contracto! wait, the ex- 
perienced counterman has the 
necessary knowledge to 


cannot 


uggest a 
substitute item which may save the 
day for the contractcat 


Inventory discarded 


According to Irby, this direct 
and simplified manner of handling 
orders is faster and less expensive 
than maintaining a perpetual in 
ventory, a system which the firm 

(Continued on page 108) 
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90° IENCY 
ON LOUVER INSTALLATION 
EXC E "VIBRA-LOK" END SECTION 
SIMPLE LOW COST MAINTENANCE 
AVAILABLE IN 3 CUTOFFS 

35° — 25° 35°— 45° 45 “— 45° 
FLUORESCENT OR SLIMLINE, 
4,6 & 8 FOOT UNITS 





LOW BRIGHTNESS — HIGH EFFICIENCY 
EXCLUSIVE "VIBRA-LOK” END SECTION 
PRE-TENSIONED, TEMPERED STEEL SPRING & LOCKING CLIP HOLD 
PLASTIC OR METAL SIDES IN POSITION 
TWO SECTION LOUVER FOR EASE OF HANDLING & MAINTENANCE 
— PERMITS RELAMPING OF 2 UNITS FROM ONE LADDER POSITION 
FLUORESCENT & SLIMLINE, 4, 6 and 8 FOOT UNITS 

WRITE FOR YOUR COPY OF EASTERN’S NEW CATALOG 

SHEET WITH COMPLETE DETAILS ABOUT THE “N”’ SERIES 


EASTERN FIXTURE COMPANY 


170 VERNON STREET, BOSTON 20, MASS. 
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Rapid invoicing and delivery 


please contractor-customers 


by L. H. Houck AL OF 


: E.& H. ELE 
@ ALTHOUGH USUALLY considered eh. a lie » eae han tc ee 


as purely merchandising, electrical 
wholesaling is a service operation, 
and there are four principal ways 
a wholesaler can best serve his 
contractor-customers, and each 
method must be progressively im- 
proved and expanded, according to 
Edward J. Theobald, Jr., president 
of E. and H. Electric Supply Co., 
626 S. 12th St., Louisville, Ky. 

How and what these methods 
are was outlined by Mr. Theobald 
in this manner: 


Four service methods 


“Wholesalers can better their 
service and increase their useful- 
ress to the contractor,” he said, 
“by (1) providing means for in- 
creasing product knowledge; (2) by 
spay dle y emt Make Edward J. Theobald, president of E. and H. Electric Supply Co., third from 
instant inventory report; (4) by right, was especially pleased with the acceptance of his Electrical Apparatus 
furnishing daily delivery and im- Carnival, two years ago. The carnival featured displays by manufacturers, 
mediate emergency delivery. whose representatives were on hand to explain their products. 

“Extra good service in these im- 
portant departments,” Mr. Theo- 
bald continued, ‘can increase the product knowledge, when E, and H. a bill for over $800 for refresh- 
profits for the contractor-customer. put on a “Carnival of Electrical ments alone on the first night. 
Differences in price for standard Apparatus” in the grand ballroom On the theory that all work 
equipment and materials are not of the Henry Clay Hotel in Louis- makes Jack a dull boy, E. and H. 
worth shopping around for, so if ville. The two-day run of this ex- supplied a local musical trio, well 
you can help your customer make pensive event has since proved a known on radio and television, in 
a little more money by saving his valuable business builder and addition to refreshments. They 
time with a better everyday serv- goodwill generator and it will be kept the party entertained for 
ice, then the wholesaler has a repeated at one- or two-year in- several hours each evening. 
nucleus for building goodwill and tervals in the future. The carnival drew from a 100- 
creating a desire on the part of the mile radius and brought in cus- 
customer to use this service above Success evidence tomers and potential customers 
others and to tell his friends who Thirty-nine booths were fitted Mr. Theobald believes that the in- 
are in the same business. The real with displays and manned by fac- gredients of refreshments, enter- 
relationship between wholesaler tory experts and representatives, tainment and serious displays 
and contractor is one of service and and the event was attended by were apparently dished up in just 
the difference between whole- more than 2,000 contractors, engi- about the right proportions since 
salers is one of degree of service neers and inspectors. The public they are still getting benefits from 
and methods.” was not admitted. Mr. Theobald the show. 

Two years ago this company said he was surprised at the in- Mr. Theobald had been particu- 
carried out a bold experiment with terest and attendance, especially larly concerned about whether or 
outstanding success in the realm of when the hotel presented him with not those in attendance would re- 
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125 AMPERE MAIN LUGS 


SIX 30 or 60 Amp. two fuse pullouts act 

as individual “means of disconnect’ for 

console ranges, washer-dryers, dryers, 

water-heaters, air conditioners, and “‘buyilt- 

in-kitchen" appliances as wall ovens, table 

top griddies, surface cooking units, etc., 

and as a “Lighting Main” for TWELVE 30 Pe ie 

Amp. plug fuse branch circuits, sufficient in CAT. NO. 1041-12 
number for all 110 V lighting and appli- 


ance circuits. 
FEATURES: 
oa. One 60 Amp. pullout functions as "Main 
Switch"’ for all plug fuse branch circuits. 
b. One 60 Amp. appliance pullout in parallel. 
c. Three 30 Amp. appliance pullouts in paral- 


lel. 
d. One 30 or 60 Amp. appliance pullout is 
unconnected to serve as a separate and 


independent water heater control 
Other combinations may be ordered. 


Write for 
catalog 


45 ROEBLING ST. + BROOKLYN 11, W. Y. 


ENCLOSED SAFETY SWITCHES « SERVICE ENTRANCE EQUIPMENT « BRANCH CIRCUIT PANELS 


SALES OFFICE AND WAREHOUSE: J. A. LLOYD CO., 375 WHITEHALL ST., ATLANTA 32, GA. 
Telephone: LAMAR 1977 
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member the events for any time 
after it was over, Recently he re- 
ceived a card from a customer at- 
tending the NECA convention in 
New Yerk, which said that the 
New York displays were no better 
than those at the E. and H. Carni- 
val, So at least one customer has 
remembered it for two years, 


Card system purchased 


Next year E. and H. will put in 
an IBM system with punch cards 
to facilitate invoicing and pricing, 
bearing out Mr. Theobald’s second 
principle for good customer serv- 
ice, 

When this punch card system is 
in, invoices will probably go out 
the same day on which the order is 
placed, The system will give in- 
stant inventory information and 
eliminate mistakes with “out” 
when the merchandise is supposed 
to be “in;” It will also handle ac- 
counts receivable and payable and 
cost figures, delivery tickets and 
several other accounting pro- 
cedures. 

Mr, Theobald points out that 
contractors need quick service on 
invoices for a variety of reasons. 
For instance, pricing by telephone 
must be a fast service, and quite 
often mistaken figures are given 
the contractor because of the haste. 
But the quick arrival of the in- 
voice gives the contractor a solid 
base on which to start the job and 
bill his customer. 


Importance of speed 


Invoicing in the industry ordi- 
narily runs as much as a week 
after the order and in most places 
never gets out faster than two 
days after the order. When busi- 
ness is heavy, the chore of pricing 
the items in the invoice before it 
can be mailed, becomes even great- 
er and increases the delay. So it is 
a distinct service to the contractor 
to get his invoices the same day he 
orders, which is the goal at E. 
and H. 

Adequate inventory and instant 
inventory report are the third E. 
and H. service objective. Inventory 
can mean a lot of things to a lot of 
people, Even the tax collector is 
interested in inventory. But to the 
contractor who has_ inventory 
troubles of his own, it means what 
you have in stock for immediate 
delivery. To him it may mean the 
difference of whether a job can be 
started today or next week, wheth- 
er he will have to look for the 
items at half a dozen other whole- 

(Continued on page 74) 
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About 2,000 contractors and other visitors availed themselves of the oppor- 
tunity to hear manufacturers explain the products carried by E and H Supply. 
Displays were open throughout the Carnival, manned by these representatives. 
Success of the carnival has prompted Mr. Theobald to make it a regular 
event. 


ELECTRICAL SOUTH for JANUARY, 1956 





Light distribution elim 
inates severe brightness 
contrast and tunnel! 


lighting conditions 


Louvers available where greater 


lengthwise shielding is desired 


” Curtis Tong Hangers* facili 
tate and cut installation cost as 
they allow flexibility, in place 
ment of hangers and permit by 
passing of building constructior 
obstacles such as bear sprir 


klier heads, etc 
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Side Reflectors hinge downward 
and may be completely removed 


for ease of maintenance 


6000 SERIES 


The New Curtis ''Six Thousand” series is 
designed for Eye-Comfort® in industrial 
locations. The Luminaires illuminate the 
ceiling with an indirect component of 
25% of the light output. Crosswise shield- 
ing of 35° is provided for the 75% 
direct component. The lighting units in 
this versatile line are available with Alzak 
Aluminum, Porcelain Enamel, or baked 
white ‘‘Fluracite’’ enameled steel remov- 
able side reflectors. Low cost efficient 
maintenance is provided by having side 
panels readily removable for cleaning. In 
addition there are no horizontal diffusing 
or reflecting surfaces to collect dust, 
There is a unit in this versatile line to 
accommodate all 4’, 5’ and 8’ fluorescent 
lamps. The Curtis ‘Six-Thousand"” series 
brings Appropriate Brightness Control 
Lighting to industrial areas. Mail coupon 
for FREE descriptive literature. 


CURTIS LIGHTING, INC. 
Dept. A15-20 6135 West 65th Street 
Chicago 38, illinois 


Name 

Compony 

Address__.. 

iciapecens + State 


In Canada: Curtis Lighting of Canada, Led. 
195 Wickstead Ave., Leaside, Toronto 17, Ont., Canada 





by W. M. Massey 


Contractor service at London's, in 
Huntsville, Ala., includes one of the 
most complete displays in the state 
so that contractors can show their 
customers all supplies to be used. 


Four-point program helps 


contractors to sell 


@ THE ELECTRICAL WHOLESALER’S 
best salesmen are his contractor- 
customers, provided, of course, 
these contractors can sell and sell 
at a profit to themselves. 

How to help the electrical con- 
tractor who can’t sell or who 
doesn’t sell for one reason or an- 
other has been given considerable 
attention at London's, Inc., Hunts- 
ville, Ala., by David C. and Harry 
London. Their program of con- 
tractor selling aids started with 
the belief that contractors are 
mechanics first and salesmen last 


and that they have little time and 
opportunity to keep abreast of the 
many developments in the field. 

David London cited as an ex- 
ample the recent progress and de- 
velopments in electrical heating in 
the territory of some 75-mile 
radius served by his firm. In 
Huntsville, as in other cities of the 
Tennessee Valley, electric heating 
has reached as high as ninety per 
cent of all heating installed in 
residences and small commercial 
construction. 


To help contractor-customers 


sell and stay abreast of latest 
methods, such as heat, 
London’s, Inc., provides contractors 
with help in the following ways: 

1. With all-electric houses and 
other jobs coming along the elec- 
tric contractor’s estimating as- 
sumes a larger and more difficult 
role, Some don’t have the ability 
to take a set of blue prints and 
figure a job. The London brothers 
help them do it, but always with 
the provision that they assume no 
responsibility for mistakes. 

2. One of the display rooms at 
London’s is easily converted into 
an auditorium for showing motion 
pictures on the equipment owned 
by the firm. Several times a year 
manufacturers’ films on selling 
methods are shown to contractors’ 
meetings. The firm sends out as 
many as 250 invitations to con- 
tractors in the area to attend the 
meetings which are held at night 
Sometimes the films are supple- 
mented with demonstrations and 
talks by the London brothers or a 
factory representative. 

3. At the main store in down- 

(Continued on page 108) 
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SKK KE woke aceseys Seales atatotet 


py SLIDE cover 


METER SOCKETS 


W FOR ALL TYPES OF METERS! 

% LARGER WIRE CAPACITY! 

% LONG-LIFE ALUMINUM CONSTRUCTION! 
% INTERCHANGEABLE CONDUIT HUBS! 

% STRAIGHT-IN FEED! 


Available in LIGHT, MEDIUM and 
HEAVY duty units! 


. ™~ 2 ‘” ng 


Ne xX eteteleteren 


, 


Ample concentric knockouts. Unique design of terminal 
block permits all conductors to feed straight-in on both 
the Line Side and Load Side. All copper terminals pro- 
vided with an extra heavy cadmium protective coating 
to reduce electrolytic deposits to absolute minimum. 

Hard, baked-on Hammer-Tone enamel finish applied 
over special bonding preparation gives super-excellent 
corrosion protection. 


Interchangeable Conduit Hub Sizes 








fi 4, 
oor | 
ae | 


Ad Abs 


REQUIRED! zs , - 


WVP Series, Light Duty 100 Amp. capacity — For oll single phose and 
For indoor and polyphase meters 
outdoor metering. WVPB Series, var ate 150 Lay capacity — For all single phase 


_WHD Series, Heavy Duty 200 hn. opoty— For all single phase 
and polyphase meters 


Write for complete catalog . . . which includes installation data, range of 
capacities and prices. 


METAL STAMPING COMPANY 


590 MEANS ST., Rf W. © ATLANTA, GEORGIA 
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They point with pride 
to service ‘round the clock 


@ GIVING service day or night is 
something of which Jones and Lee 
Supply Co., Inc., 1104 McCalla 
Avenue, Knoxville, Tenn., is very, 
very proud, 

“We consider the service we 
render one of the best things we 
do,” Freeman L. Lee, Sr., says. 
“We are subject to call at any 
time an electrical contractor or an 
industrial may need us. 


Off-time schedule 


“We are open on Saturday 
afternoons, when some other job- 
bers close, and we are able to offer 
service to many who couldn’t get 
it otherwise then. We furnish a 
card listing all the manufacturers 
we represent and our phone num- 
bers on the front. 

“We are called on for service 
Saturday afternoons and at nights 
by customers who have our phone 
numbers. 

“For weekends we try to alter- 
nate so that one man is available 
all the time. The schedule runs on 
a cycle until we get back to the 
first man. If something turns up 


60 


that a man scheduled to be ready 
for weekend calls wants to be off, 
then we work it out. 


Trucks available 


“We have our own trucks and 
teil customers we are available at 
any time. We often make a de- 
livery at night or on holidays or 
Sundays, in trying to be of service 
all the time.” 

Jones and Lee find that in big 
plants, where there are mainte- 
nance crews to take care of elec- 
trical equipment, there is the 
possibility of an unexpected break- 
down at any time. And it is for 
such emergencies that the numbers 
of several different persons are 
furnished for calls or needed sup- 
plies. 

Several electrical contractors 
work on Saturday afternoons too, 
but contractors are better able to 
anticipate needs than can indus- 
trials. Prices are in line with 
others, 

But members of the staff do not 
wait for emergency calls, of 
course. They themselves go to see 


by Warner Ogden 


Freeman L. Lee, of Jones and Lee 
Supply Co., Knoxville, discusses an 
order with a customer. Contractor- 
customers of the firm are furnished 
cards with the Jones and Lee tele- 
phone number and a list of products 
they sell. Staff members take turns 
on weekends taking emergency calls 
for supplies. 


Freeman L. Lee, of Jones and Lee 
Supply, will become SEWA governor 
for Tennessee at Industry Day meet- 
ing. 


contractors and industrials in 
selling supplies. All are experi- 
enced and can give service on 
problems. 

This wholesaler even ware- 
houses five-inch pipe and calls for 
it come in from over a wide area. 
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SOLID CONDUIT 
LOCKNUTS 


CLOSE-UP PLUGS 


as more TOMIC 


QUALITY PRODUCTS 


For Contractors, Engineers 
and Electricians Who 


Uy i 
oN WANT THE BEST! 


TAP-ON THINWALL 
CONNECTORS 


3-PIECE 4 every fitting designed for easier, neater, faster, 


TAP-ON safer installation. 
THINWALL COUPLINGS 


every fitting precision manufactured of ma- 
chined steel (except close-up plugs). 


every fitting meticulously inspected to main- 


CABLE tain the standards for which Tomic is famous. 


CONNECTORS 


every type of Tomic fitting is constantly job- 
tested to assure superior performance under 


the most exacting conditions. 
} 
a. 
ania Conemen atin WRITE FOR FREE SAMPLE AND CATALOG 


TOMIC SALES « ENGINEERING CO. 


Manufacturers of Famous TAP-ON Fittings 
20,000 Sherwood Ave. + Detroit 34, Michigan 
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Eight men in the shipping department, supplied with adequate equipment, 
serve customers rapidly at the loading dock in the rear of the new O'Bannon 
building. The dock is located in large parking area. 


S. P. O'Bannon, senior partner, keeps closely in touch by opening his own 
mail and handling any complaints personally. 


New building 


@ LONG EXPERIENCE in serving 
large and small contractors was 
the guide that led to several time- 
saving devices when O’Bannon 
Brothers constructed a sprawling 
new building at 409 Shall St., 
Little Rock, Ark 

“We knew we had to impress 
electrical contractors with our 
ability to get supplies to the job 
without wasting time,” says S. P 
O’Bannon, senior partner. “Com- 
petition has increased so fast dur- 
ing the iast five years that we in- 
dependent wholesale suppliers 
must find ways to attract and hold 
profitable volume Time-saving 
services are the answer for us.” 


Increased parking area 

Two expensive parking areas 
that let the contractors’ pickup 
trucks slide into available spaces 
right by the rear loading dock or 
the front entrance save valuable 
time for customers. These two 
areas, the front parking lot that 
extends the full length of the long 
building, and the rear parking lot 
that offers 140 feet of dock space 
and a wide expanse of paved 
space beyond that, provide even 
more parking facilities than are 
needed now 

“In our former location, con- 
tractors needing a roll or two of 
wire or a few switches to complete 
a job had to park two or three 
blocks away from our building, 
and then walk back to our city 
counter. Now these customers just 
swing around to the loading dock, 
signal to one of the eight employ- 


Parking space at the front of the 
O'Bannon building is reserved ex- 
clusively for customers. 
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emphasizes time-saving services 


ees available here, and get going 
in a few minutes, When the cus- 
tomer does not need the help of a 
shipping clerk, he finds it easy to 
enter at the rear and walk through 
the building to the counter near 
the front.” 


ideal location 


The location is removed from 
the retail business section of Little 
Rock, but close enough to be 
reached in a few minutes of driv- 
ing. Customers prefer driving an 
extra five minutes when they can 
find parking space at the loading 
dock. 

To make sure that the entire 
loading dock and the front park- 
ing area will be available to cus- 
tomers, employees are required to 
park their own vehicles in the 
back end of the rear parking lot. 


Emphasis on speed 

Management practices also have 
been gauged to time-saving. An 
automatic follow-up system for 
special orders has gained the con- 
fidence of contractors who use 
heavy or unusual equipment that 
cannot be carried in stock. On all 
special orders the customer is kept 
informed regarding delivery, with- 
out having to check. The filing 
system provides a separate folder 
for each order, with letters regard- 
ing the order and all other data 
arranged for easy reference, Once 
a week or oftener the office worker 
in charge checks the order and in- 
forms the customer. Customers are 
told each time that the office gets 
in touch with the factory regarding 
the order. 

Emergency orders receive spe- 
cial treatment. These are kept in 
the desk of Department Manager 
J. W. Butler, who keeps close tab 


by S. W. Ellis 


on them, and these are handled 
in much the same way as special 
orders, 


Industrial accounts 


To speed service all along the 
line, the industrial accounts have 
a special manager, O’Dell Dorsey. 
Supplies for some of the largest in- 
dustrial jobs in the area have been 
sold recently because contractors 
know that they can expect this ex- 
cellent, fast service 

The very large inventory pro- 
tects the customer who relies upon 
his supply dealer to keep the job 
without delays, and the 
O’Bannon automatic follow-up sys- 
tem in the department 
rounds out the streamlined de- 
livery system that is the heart of 
this organization 

Although the long rear dock is 
often packed with trucks seeking 
fast pick-up service, the company’s 
delivery service also is fast. Twice- 
a-day deliveries keep materials 
moving among the contractors. 


going 


order 


The personal touch 


Although Mr O’Bannon has 
plenty of clerks and department 
managers to assist him, he opens 
his own mail each morning and 
reads every letter. 

“I do this to watch for com- 
plaints. When one bobs up in my 
mail, I want the customer satis- 
fied immediately, and often call 
him personally.” 

Another time-saving service is 
the aid given contractors who need 
extensive credit for a large job. 
When the job is too large for 
O’Bannon to carry entirely, he 
works through the general con- 
tractor who pays the dealer as the 
job progresses. It saves time and 
worry for the contractor, and 


ELECTRICAL SOUTH for JANUARY, 1956 


helps O'Bannon to live up to his 
slogan—“*We Get Shipments Out 
When Needed 

One of the most attractive and 
interesting spots in the handsome 
new fireproof building is the 
auditorium, a chair-filled 
regularly for 
meetings, efficiency 
meetings, and group meetings for 
contracto1 Time-saving always 
bobs up in these efficiency meet 


large 
room used sales 


employee 


ings, for every employee must be 
kept conscious of the never-end 


ing efforts in this direction 


Warehouse staff 


The warehouse, under the main 
roof, is manned with stock clerks 
well-schooled in handling complete 
wire stocks and carload lots of the 
myriads of items needed for the 
average job. They work with the 
men at the counter who serve cus 
tomers for pick-up. items. The 
automatic follow-up system for 
special orders warehouse 
space needed for the more com 
monly used supplies—those small 
er items that have to be stocked 
in adequate numbers to serve the 
pick-up trade 


Saves 


“We regard as our biggest asset 
the fact that any electrical con 
tractor can rely on us to get his 
shipment out,” Mr. O'Bannon 
says. “Experience has led us to be 
lieve that most contractors prefe1 
to deal with the supply dealer 
who can supply—without delay 
any equipment, from big circuit 
breakers and large switch equip 
ment to small fittings that can be 
picked up at the counter. Con- 
tractors have learned that we want 
to hold their business with service 
and we make them aware of it 
each time we can.” 
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THE ANSWER IS 


BRYANT ; 


at the 

Fulton National 
Bank Building, 
Atlanta, Ga. 


ARCHITECT 
~—Wyatt C. Hedrick, Dallas, Tex. 
ASSOCIATE ARCHITECT 
—Willner & Milkey, Atlanta, Ga. 
GENERAL CONTRACTOR 
—Henry C, Beck Co., Dallas, Texas, 
Atlanta, Ga. 
ELECTRICAL CONTRACTORS 
~A-Bright-Whitehead Electric Co., 
Atlanta, Ga. 
A-Bright Electric Co., Dallas, Texas 


#& oes eat 
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NEW 525,000 sq. FY. straucture— The 25 story Fulton National 
Bank Building is the newest landmark on Atlanta’s skyline. Built 
on a historic site once occupied by City Hall, the new edifice is 
the last word in office building design — giving space to many large 
commercial and industrial companies. 

BRYANT DEVICES CHOSEN — The building’s designers wanted elec- 
trical equipment to match its functional design — so the choice of 
wiring devices was Bryant. For example, the 5262-1 grounding 
receptacle provides for the safe connection of portable equipment. 
Switches are the Bryant 4801-1 A.C, — tough, long lasting, quiet 


in operation—and offering more wiring room than any — 


switch available. 

BRYANT FOR HOME, OFFICE, INDUSTRY — There's a full line of Bryant 
quality wiring devices — whatever the requirement, for residential, 
commercial and industrial applications. 


THE BRYANT ELECTRIC COMPANY 
Bridgeport 2, Connecticut + Chicago + Los Angeles 


No. 5262-1 

Duplex Outlet 
Grounding 

15 Amps. 125 Volts 


( { mo 


No. 4801-1! 
A.C. Switch 
15 Amps. 277 Volts 


IAN 
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ELECTRICAL ASSOCIATION DIRECTORY FOR THE SOUTH AND SOUTHWEST 


Electric institute of Washi William 6G. 

Hills, Managin Director, 10th and E Sts., 

Washington, é g. 

eee — | House of Louisville, Inc. 
Roach ecretary-Treasurer, 73) W 

Se Ave., Louisville 3, Ky. 

Electrical Association of New Orleans. E. H. 

peoen, Secretary, 921 Union St.. New Orleans, 

4 

Peninsula Electrical Association. J. Russell Hop- 

kins, Secretary, c/o Central Electrical Supply 

Co., Salisbury, Md. 

The Electric Association of Kansas City. John 

S. McDermott, Executive Manager, Merchandise 

Mart Bidg., Kansas City 8, Mo, 

St. Louis Electrical Board of Trade. Carl H. 

Christine, et -Manager, 1221 Locust St., 

St. Louis 3, 

Electric fal of Chotta 

Millian, Secretary, Sixth and 

Chattanooga 2, Tenn. 

Electrical League of Norfolk. C. R. Hegamyer, 

Serene -Treasurer, P. O. Box 605, Norfolk |, 

a 

Electrical A lation of Rich d. C. F. Ben- 

nett, Executivo eereteny, 205 West Grace 

St., Richmond 20, 

The Electric Rath of Cherieston. Guilford C 

Smith Secretary-Treasurer, c/o Appalachian 

Electric Power Co., P. O. Box 1986, Charleston 

27, W. Va 

Central West Virginia Electrical L » Inc. 

J. R. Waters, Secretary, P. O, Box 1392, Fair- 

mont, W. Va 


+ Paul J. Mc- 
Market Sts., 





UTILITIES 


Southeastern Electric Exchange. John W. Talley, 
Managing Director, 303 Haas-Howell Bidg., 
Atlanta, Ga. 
The Maryland Utilities Association. Robert L. 
Smith, Secretary, Frederick, Md 

Oklahoma Utilities Association. "Kate A. Nib- 
lack, Secretary, Suite 2415, Oklahoma Biltmore 
Hotel, Oklahoma City 2, Okla. 

Public Utilities Association of the Virginias. 
R. W. McKinnon, Executive Secretary, 5 Frank- 
lin Rd. SW, Roanoke Ii, Va. 


WHOLESALERS 


Southeastern Electrical Wholesalers Associa- 
tion. M. L. Tice, Executive Vice-President, P. O 
Box 176, Ben Hill, Ga 


National Association of Electrical Distributors. 


Arthur W. Hooper, 


Executive Director, 290 
Madison Ave., 


New York 17, N 


REPRESENTATIVES 


Southeastern Electrical Manufacturers Repre- 
sentatives Club. Frank P. Bell, Secretary-Treas- 
urer, 806 Peachtree St., NW., Atlanta 3, Ge 
Electrical Manufacturers Representatives Asso- 
ciation, Inc. Alfred L. Daniels, Secretary, 1622 
Mathieson Bidg., Baltimore 2, d. 

Electrical Manufacturers’ Representatives of 
Virginia, inc. C. F. Bennett, Secretary, 205 West 
Grace St., Richmond 20, Va 


CONTRACTORS 


Florida Association of Electrical Contractors. 
L. L. Dick, State Manager, 620 Stovali Profes- 
sional Bidg., Tampa 2, Fila, 

A lation of Independent Electrical Contrac- 
tors. R. E. Neumann, Secretary, 704 Frenchmen 
St.. New Orleans 1/6, La. 

Electrical Contractors Association of Mary- 
lend. Charlies L. Greer, Secretayr-Treasurer, 
404 North High St., Baltimore 
Netional Electrical } were Association. 
Clint J. Harder, Secretary-Treasurer, 1200 \8th 
St., NW, Washington 6, D0. C. 





NECA, Birmingham Chapter. Ernest W. Weir, 
Manager, P Box 1781, Birmingham, Ala 


NECA, Gulf Coast Chapter. Ernest E. Smith, 
Manager, 402 St. Michael St., Box 1003, Mo- 
bile, Ala 

NECA, Central Alabame Chapter. C. A. Dart, 
Manager, 2/2 Hunter Lane, Montgomery, Ale 
NECA, Arkonses Chapter. Ear! G. Fisk, Man- 
ager, 8090 W. 3rd St., Little Rock, Ark 
NECA, Washington, D. C. Chapter. Harry W 
Kelloms, Manager, 97/0 [7th St.. NW, Washing. 
ton 6, D. C. 

NECA, Atlante Chapter.George |. Peterson, 
Manager, 4234--5 Atlanta National Bidg., At- 
lanta, Ga. 


NECA, Southeastern industrial Chapter. K. D 
White, 946 W. Peachtree St., NW, Atlanta, Ga 
NECA, South Georgia Chapter. R. A. Kobs, 
Manager, 3208 Hamilton Rd., Columbus, Ga 
NECA, North Foirida Chapter. W. S. Binckley, 
Manager, P. O. Bex 3172, Jacksonville, Fie 
NECA, South Florida Chapter. Charies J. Powers, 
Manager, 2607 Flagler St.. Miami 3%, Fla 
NECA, Kanses Chapter. Charles W. Paige, Man 
ager, 416 Central Bidg., Topeka, Kan 

NECA, Central Kentucky Chapter, Clair W 
Stille, Manager, 137 Bassett Ave. Lexington 
27, Ky. 

NECA, Louisville Chapter. J. C. Snyder, Man 
ager, 120 East Brandies St., Louisville 8, Ky 
NECA, Louisiana Chapter. George A. Seaman, 
Acting Manager, '642 Convention St., Baton 
Rouge, La. 

NECA, South tLovwisiaena Chapter. Rudolph 
Vierner, Jr.. Manage, 83! St eter St.. New 
Orleans 16, La 

NECA, North Louisiana Chapter. F. J. Evans 
Manager, 753 Dalzell St.. P. O. Box 1210, 
Shreveport, La 


NECA, Maryland Chapter. Robert L. Higgins, 
Manager, American National Blig., Room 305, 
204 North Liberty St., Baltimore |, Md 
NECA, North Mississippi Chapter. Woodrow C 
Bryan, Manager, 4634 Cedarhurst Drive, Jack 
son, Miss. 

NECA, Greater Kanses City Chapter. J. A 
Scheffer, Manager, 220i Grand Ave., Kansas 
City 8, Mo 

NECA, St. Louis Chapter. R. E. Vierheller, Man- 
ager, 6/1! Olive St., St. Louls |, Mo 

NECA, Carolinas Chapter. D. L. Casey, Man- 
ager, P. O. Box 4056, Charlotte 4, N. C 


NECA, Western Oklahoma Shapter. Tom M 
Rushing, Manager, 704/, North Broadway Okle 
homa City 2, Okla 

NECA, East Oklahoma Chapter 
Strader, Manager, |!!! South 
Okla 


NECA, Chattanooga Chapter. W. C. Harris, 
Manager, 402 Chattanooga Bank Bidg., Chat 
tanooga 2, Tenn 


NECA, Knoxville Chapter.W. G. Hoffman, 312 
West Jackson Ave., Knoxville 24, Tenn 


NECA, Memphis Chapter. Raymond Calhoun 
Manager, 2/5 Madison Ave., Memphis 3, Tenn 
NECA, ahette Chapter. G. Paul Crowder 
Manager, 115 6th Ave North, Nashville 
Tenn 


NECA, Panhandle Chapter. John H. Burt, Man 
ager, P. O. Box 2283, Amarillo, Tex. 


NECA, Central Texes Chapter. Tom Clawson 
Maneger, P. O. Box 861, Austin, Tex 


NECA, Texas Gulf Coast Che ter. 
Hayes, Manager, P. O. Box 2049, Corpus Mab iett 
Tex 


NECA, Northeast Texes Chapter. L. E. Martin, 
Manager, 1923 McKinney Ave., Dallas |, Tex 
NECA, El Paso Chapter. gore, E. Blaine, Man- 
ager, 310 San Francisco St., El Paso, Tex 
NECA, North Texas Chapter. C. E. Wann, Man 
ager, Westchester House, Apt. 102, 554 South 
Summit, Fort Worth, Tex 

NECA, Southeast Texas Chapter.Charies Scho- 
libo, Manager, 1100 Richmond Ave., Houston 
6, Tex 


NECA, East Texos Chapter. Harry L. Wren, 
Manager, P. O. Box 1226, Kilgore, Tex. 


. Horace Y 
orfolk St., Tulsa, 


NECA, West Texas-New Mexico Chapter. Ed- 
ward Strout, Manager, 105 College Ave. P. O 
Box 121, Lubbock, Tex 

NECA, South Texas Chapter. Frank R. Stewart, 
Manager, 774 East Locust St., San Antonio 12 


Tex 

NECA, Rico Grande Valley Chapter. R. N. Cum 
mings, Manager, 607 West 4th St. Weslaco, 
Tex 

NECA, Virginia Chapter. Richard R. Smouse 
Manager 6916 Horsepen Rd. Richmond 26 
Vea 

NECA, West Virginie-Obic od Be 
James E. Swan anager, 5/0 uth 
Charleston, W. Va 


INSPECTORS 


1AEi, Alabame Chapter. Hugh Roberts, Secre- 
tary-Treasurer, Alabama Power Co., 600 North 
18th St., Birmingham, Ala 

1AEl, Florida Chapter. R. H. Wellwood, Secre 
tary-Treasurer, 2605 Iith Ave NW, 6bBraeden- 
ton, Fla 

1AEl, Georgia Chapter. W. 5. Smith, Jr, Secre 
tary, 713 Broad St., Augusta, Ga 

1AEl, Kentucky Chapter. E. H. Rueppe!, Secre 
ery treasures 201 Citizens Bidg Louisville 
2, Ky 

1AEl, George Welmen Cwepter. J. Clifton 
Young, Secretary-Treasurer, 31? Baronne St., New 
Orleans 9, La 

1AEl, North Loulsiane-Eost Texas Chapter. 
Kenneth D. Hightower, 17/8 Centenary Bivd., 
Shreveport, Le 

1AEl, Mississippi Shevter. C. 8. Graver, Secre 
tary Treasurer P Box 1790. Jackson, Miss 
1AEl, ~ eR Rl Chapter. 1. McGinnis 
Secretary-Treasurer, City Hall, Topeke, Kan 
1AEI, St. Lowis Chapter. Neil W. Butteiger, Sec 
retary-Treasurer, 7427 Canton Ave University 
City 14, Mo 

1AEl, North Caroline Chapter. C. 5. Whitaker, 
Secretary-Treasurer, City Hall, Durham, N. C 
1AEl, Okichome Chapter. T. C. Wier, 1907 W 
4ist St., Tulsa, Okle 

1AEi, South Ceroline Chapter. N. R. Darling, 
Secretary-Treasurer, P. O. Box 390, Columbla, 
$. Cc 


1AEl, Tennessee Chapter, R. E. Ward, Div. of 
Fire Prevention, 102 State Office Bidg Nash- 
ville 3, Tenn 

1AEi, Texos Chapter. ®. L. Payne 

Treasurer, 3303 Schley St., Dallas, Tex 
1AEl, Texes Guif Coast Chapter. MW. Me- 
Raven Secretary-Treasurer ’ ©. Bex 1700, 
Houston |, Tex 

1AEl, Southern Section. A. M. Miller 
910 West 30th St Richmond 25, Va 
1AEl, Virginia Chapter. A. M. Miller, Secretary 
Treasurer, 910 West 30th S$ Richmond 25, 
Va 

1AEl, West Virginia Chapter. 1. L. Parks, Sec 
retary-Treasurer, P. O. Box 626, Charleston, W. 
Ve 


Secretary 


Secretary, 


MOTOR REPAIR SHOPS 


Notional industrial Service Association, Inc. 
Fred 86. Wipperman, Executive Secretary, 618 
Olive S$ St. Louwls |, Mo 

NISA, Southeastern Chapter. M. E. Assalone, 
Secretary, 7235 NW Ind Ave Miami 3, Fla 
NISA, Electric Motor Service Associetion of 
the District of Columbia. John W. Lainheart, 
Secretary, 913 E. $t., NW, Washington 4, 0. C 
NISA, Lewisville Chapter. W. C. Krauth, Sec- 
retary, 118 S. tet St., Louleville, Ky 

NISA, New Orleons Chapter William Dreis, 
Secretary, S17 Calliope S1., New Orleans, Le, 
NISA, Mid-South Chapter. Murphy G. Miller, 
Secretary, 109 Jennings Ave Knoxville 17, 
Tenn 

NISA, Southwestern Chapter. George Foshee, 
Secretory, 203 S$. Main, Fort Worth 4, Tex 
NISA, Electric Club of West Virginie. O. E 
Jenkins, Secretary, c/o Guyan Mechine Co 
Logen, W. Va 
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TWO ANSWERS TO THE DEMAND 
FOR EASILY INSTALLED 
LOW-COST SWITCHING 


When easy, low-cost installation is the first requirement for 
disconnecting switches, Southern States offers you not one 
but two complete lines from which to choose. 

The Type TR-1A is a high-quality rocker-type disconnect 
that meets NEMA standards in every respect. It is available 
in voltage ratings from 7.5 kv through 69 kv and continuous 
TENNESSEE — Typical of the installations by current ratings of 200, 400, and 600 amps. 
utilities from coast to coast is this one of South- The Type RU-1A is a distribution level rocker-type switch 
erm States Type TR-1A Disconnect Switches. specifically designed for pole-top mounting. Its dielectric 
strength is the same as standard levels for other distribution 
equipment, but it is below NEMA standards for power 
switching equipment. It is available in voltage ratings of 
TYPE RU-1A 7.5 and 15 kv and continuous current ratings of 200 and 
400 amps. 

Both types are ruggedly constructed, and will provide 





reliable switching under all service conditions. Many utili- 
ties throughout the nation have found in these switches the 
answer to their needs for low-cost, easily installed rocker- 
type, vertical break disconnecting switches. So can you. 
Get full details in our Bulletins 54RU and 3050. 


5 © 


TYPE TR-1A 
EASY INSTALLATION —One reason utilities find the instal- 
lation of these switches so easy is the method for affixing 
the interphase shaft to the rocking insulator. (See photo) 
The shaft is laid in its proper position across all three phases 
and then only one bolt per phase is tightened to complete 
the installation, saving valuable installation time in the field. 


SOUTHERN STATES 


EQUIPMENT CORP. 


® HAMPTON, GEORGIA 
IN CANADA: Dominion Cutout Co., Ltd., Toronto 
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Fundamentals of 


@ WITH THE CONSTANT improve- 
ment of equipment, there is a defi- 
nite trend toward the simplifica- 
tion of bus arrangement which re- 
quires less equipment. 

So far we have reviewed only 
the different possibilities of bus ar- 
rangement. The next step is the 
physical layout of the substation. 
No attempt has been made so far 
to consider the physical arrange- 
ment of the equipment, and on 
high voitage substations, a return 
bus or a crossover which may ap- 


“Mr. de Bonneval is associated 
with the J. G. White Engineering 
Corp., New York City, N. Y. 


Table 1—Basic impulse insulation level 


substation design 


Part 2 


by Henri A de Bonneval" 


pear simple on the single line 
Ciagram, may not be so simple to 
design without complicated and ex 
pensive structural arrangements 
Substations may be divided into 
two groups: the 
primary substation and the distri 
bution substation. This article will 
attempt to establish some funda 
mentals of construction for trans 
substations, There is a 
tendency for distribution substa 
tions to be of package design, that 
is, factory assembled in metalclad 
witching equipment with throat 


transmission of! 


mission 


for power equipment 


transformers. The ex 
posed part, or the high side, of the 
distribution substation follows the 
ceneral practice of the 
transmission substation 


How BIL affects design 


One of the 
ment to make 


connected 


design 


important develop 
ubstation design 
establishment of 
insulation level (BIL) for all 
voltage classes of equipment: see 


Table 1. In the past 
of opinion 


easier was the 


ba i¢ 


the difference 


among designer con 


cerning operaving requirement 


Table 2—Minimum clearance rigid 


bus-outdoor 





Reference Nominal 

class, system voltage, 
Kv. voltage Kv. 

Kv. 


5.0 4.3 4.76 
8.7 6.9 7.2 
15.0 13.2 14.4 
23.0 22.0 23.0 
34.5 33.0 34.5 
46.0 44.0 46.0 
69.0 66.0 69.0 
115 110 115 
138 132 138 
161 154 161 
230 220 230 











Apparatus 





Standard basic 
impulse level, 
Ky. (BIL) 


Voltage class 


Up to 7,500 
15,000 
25,000 
37,000 
50,000 
73,000 
83,000 

110,000 
132,000 
154,000 
187,000 
220,000 

















Phase-to-phase, 
inches 


Phase-to-ground, 
inches 
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often resulted in considerable vari- 
ation in the insulation strength be- 
tween different types of equipment 
as well as bus insulation. The 
establishment of “BIL” now allows 
the proper coordination of the 
equipment in respect to the surge 
protective devices, with a corre- 
sponding gain in reliability and 
more economical use for the ma- 
terials. 


the type of bus. For high voltages, 
69 kv and over, very likely the 
strain bus with suspension in- 
sulators for the horizontal position, 
may offer certain economic ad- 
vantages concerning steel and 
copper poundage. 

Tables 2, 3, and 4 are given to 
indicate the requirements of bus 
clearance, current rating of tubular 


selection of a type of construction. 
Many designers select a spacing 
somewhat greater than the mini- 
mum requirements. 





Part 1 in this series ap- 
peared in Dec. 1955 issue of 
ELECTRICAL SOUTH; Part 3 
will be published next month. 





bus and bare cable, to guide in the 





A further guide to design is the 
National Electrical Code, which 
tabulates the minimum isolation by 
elevation requirements, and the 
National Electrical Safety Code, 
published by the U. S. Department 
of Commerce, which establishes 
rules to cover minimum clearance 
in respect to property and safety 
requirements. 

The ideal physical arrangement 
is the “straight line design” where 
the progressive form of energy fol- 
lows a straight line. Unfortunately 


Table 3—Tubular bus current rating 30°C (86°F) rise 
outdoor—40°C (104°F) ambient 





Size of tube Copper-amps Aluminum-amps 

1.P.S. Standard Extra heavy Standard Extra heavy 

yy” 550 620 420 470 

34” 680 770 530 620 

: 860 1010 700 840 

1%” 1130 1270 890 1060 

144” 1285 1460 1010 1200 
this cannot always be followed be- 2” 1585 1850 1320 1460 
cause of physical limitations. The 214” 2010 2390 1790 1930 
first step in the physical design is 3” 2560 3000 2120 2450 
a plan view of the arrangement of cian : Ant 979 
the equipment—circuit breakers, 3%” 3040 $410 2400 pied 
transformers, etc., allowing suf- 4” 3400 3880 2720 3130 
ficient space for maintenance and 4%” 3700 4300 3220 3760 
removal of the equipment without 5” 4100 4700 3660 4300 
disturbing the adjacent equipment. 6” 4750 5400 4560 5400 
The configuration of the terrain 
should be considered to reduce the 
grading to a minimum. Sometimes 
a steep hill, which on first sight 
might appear difficult to use may 
offer certain advantages in the bus 
arrangement after the plot is 
properly terraced. Size 
A.W.G. 

Selecting bus design or MCM 

Next to be considered is the 4 
physical bus arrangement. The fol- 2 
lowing steps must be considered 
for good bus design: 

1, Current carrying capacity: 
(a) power loss, (b) voltage drop, 
and (c) temperature rise 

2. Short circuit stresses 

3. Methods of making connec- 
tions 

4. Climatic conditions: (a) tem- 
perature, (b) elevation (concerns 
corona loss), and (c) wind and ice 
loads 

No particular over-all pattern of 
bus arrangement can be favored. 
The design of an outdoor substation 
centers around the arrangement of 
the high voltage bus and the space 
available for the _ substation. 
Whether strain buses are used with 
strain insulators, or rigid tubular 
construction is adopted, will have 
to be determined on the particular 
requirements of each substation. 

The next step is the selection of 























Table 4—Weight and current rating for 30°C rise, 
bare cable outdoor 





Pounds per foot Current rating amps 


Copper Aluminum Aluminum 


0.13 
0.20 
0.33 
0.41 
0.52 
0.65 
0.77 
0.93 
1.08 
1.24 
1.39 
1,54 
1.85 
2.16 
2.32 
2.47 


2.78 


Copper 


0.04 135 114 
0.06 185 155 
0.10 2 185 
0.12 286 225 
0.16 335 260 
0.20 305 
0.23 434 360 
0.28 484 375 
0.33 528 410 
0.38 583 451 
0.42 624 482 
0.47 670 520 
0.56 756 590 
0.66 820 645 
0.70 868 675 
0.75 890 690 
0.85 946 750 
3.09 0.94 1,038 815 
3.86 1.17 1,157 900 
4.63 1.41 1,280 1,000 
5.40 1.64 1,383 1,090 
6.18 1.89 1,500 1,175 
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THis Is Brano New! 





Now, for the first time, 
a special Directory for the 
use of the Southern and 


PLE rRICAL SOUTH Southwestern electri- 


cal trade has been pub- 


lished by ELECTRICAL 
DIRECTORY = 


In compiling this Direc- 





tory, we have endeavored 
to furnish the most com- 
plete listing possible of all 
electrical manufacturers in 
alphabetical order togeth- 
er with their Southern and 
Southwestern representa- 


tives. 


For convenience, a num- 
ber of manufacturers have 
included cross - reference 
advertising on their prod- 
ucts. This extra service will 
help locate special facts 
and specifications and oth- 
er pertinent product data. 
So far as we know, this is 
the first Directory of its 
kind ever published for the 


Southern electrical trade. 








Enthusiastic letters from Directory Please send me the new ELECTRICAL SOUTH Directory; my check 


users confirm earlier survey re- wor S70 be enclosed. 
oe ’ N 

ports stressing need for this type ia 

. — Company 

of information. The supply is lim- 

Street & Number 


ited . . . order your copy now. City & Zone 
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You can sponsor a minute of truth for 
Europe’s captive people. And this is why 
you should: 

Suppose for a moment that you are a 
Czechoslovakian, a Pole, a Hungarian, Bul- 
gar or Romanian—trapped in your Satellite 
homeland. Now suppose that you hear on 
the official state radio that the U.S. threatens 
war! Could it be true? How can you know 
where truth stops...and propaganda begins? 

Fortunately there is a source—the honest 


opposition voice of Radio Free Europe! Its 
programs deal with life inside as well as 
outside the Iron Curtain. The truth they 
spread up to 20 hours a day nourishes the 
spirit of freedom and the will to resist. 


Continued effectiveness of Radio Free 
Europe depends on private support from 
millions of Americans who believe freedom 
can become a reality everywhere. Each 
dollar sponsors a minute of truth behind the 
Iron Curtain. How many will you give? 


Support Radio Free Europe @ send your truth dollars to CRUSADE 


for 


FREEDOM 


c/o Local Postmaster 


ELECTRICAL SOUTH 


70 million people who once knew freedom wait for words you send 


“,--and the truth shall make them free ig 


¢ 
onelhot 
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This photo might better be captioned, ‘How to ruin a good cable quickly.” 
The scene is a slag dump, the cable is TIREX, the conditions are awful. 
Yet this TIREX Cable is nearly five years old. 

Each time the shovel moves, it drags the cable over hot, razor-sharp 
chunks of slag. An ordinary cable would have given up the ghost long 
before, but not TIREX. It keeps working despite cuts, despite heat, 
despite brutal abrasive conditions. 

It’s the extra toughness of the cured-in-lead Selenium-Neoprene 

‘Armor that makes TIREX the preferred cable on a job like this. 

If you have a job that requires the operation of portable or mobile 
equipment under difficult operating conditions, you should use Sim- 
plex-TIREX. You can get most sizes and styles from your local 
electrical wholesaler. 


Why not get a length of TIREX for testing? 
You'll be glad you did. 


ae 
a 


SIMPLEX WIRE & CABLE CO., 79 Sidney Street, Cambridge 39, Mass. 
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Improved service continuity 
for radial power systems 


@ ECONOMICAL improvement of 
service continuity and fulfillment 
of preferred load demands are 
current problems of electric utili- 
ties, These problems manifest the 
dominant role of electric power 
in the daily lives of Americans. 
Rapid load growth in rural, su- 
burban, and urban areas has 
necessitated the construction of 
new or extended distribution sys- 
tems, 

Domestic, commercial, and in- 
Gustrial consumers expect con- 
tinuous service, Some consumers, 
such as hospitals, communication 
centers, or continuous - process 
manufacturers require it. Service 
continuity, therefore, is an im- 
portant factor in maintaining good 
public relations. Like load growth, 
it also produces revenue. 

In analyzing these problems to 
arrive at an economical means of 
achieving service continuity and 
of meeting load demands, utilities 
have considered the use of dif- 
ferent protective devices, They 
have studied circuit breakers, oil 
circuit reclosers, and repeater fuse 
cutouts. They have selected oil 
cireuit reclosers because these de- 
vices satisfied systems require- 
ments at a small fraction of the 
installed cost of oil circuit breakers 
suitable for the same application. 
In addition, reclosers contribute 
materially to lower operating costs, 
as compared with repeater cutouts. 
They also provide an economical 
solution to the problem of con- 
ductor burndown. 

One utility, employing 419 re- 
closers, experienced 21 lockouts 
during a year. When 1100 re- 
closers were being used the follow- 
ing year, 47 lockouts occurred. 
The utility estimated that had re- 
peater fuse cutouts been used, 171 
outages would have occurred in- 
stead of the 21 lockouts; and 438 
outages, instead of the 47 lock- 
outs. 

Thus the utility achieved better 
service continuity with reclosers, 


72 


by F. W. McStay 


Product Manager, Kyle Products 
Line Material Company 


and it did so at lower operating 
costs. Fewer service calls were 
necessary to restore outages or to 
check repeater cutouts; so crews 
were available for other tasks. The 
utility also figured an _ indirect 
savings in vehicle investment and 
operating charges. 

Conductor burndown, of course, 
effects service continuity. Studies 
have indicated that on large fault 
currents, a totai clearing time of 
four or five cycles is inadequate to 
protect covered conductor from 
burndown., Four or five cycles al- 
so is often inadequate to protect 
bare conductor from loss of cur- 
rent-carrying capacity and me- 
chanical strength. 

To prevent burndown or conduc- 
tor damage as substation size in- 
creases, utilities frequently have to 


choose one of the following courses 
of action: (1) Install larger con- 
ductor that can withstand the in- 
creased fault current. (2) Install 
reactors to reduce the fault cur- 
rents. (3) Use circuit interrupting 
devices that have clearing times 
faster than those of most present 
distribution circuit breakers. 

The first two courses are usually 
quite expensive, but the use of re- 
closers coincides with the third 
course, 

Reclosers today are available to 
interrupt currents from 10 to 6000 
amperes, and they may be used on 
systems having nominal voltages 
from 2,400 to 23,000 volts, inclu- 
sive, They interrupt a considerable 
percentage of fault currents in two 
cycles or less. They pur- 
chased for eithe: three- 


may be 


ingle- or 





CONTACTS 


CLOSING 
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CLOSING 
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Figure |—Reclosers are adaptable to various applications. Here, three-phase 
current transformer and ground-trip solenoid are connected so as to make 
the recloser suitable for ground-fault relaying applications. 
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phase operation and applied in a Table 1—Ratings of the Kyle Type R 


co-ordinated protective scheme 

with other reclosers, sectionalizers, Nominal Maximum Maximum Maximum symmetrical 

and fuses. phase-to-phase protected load symmetrical fault interrupting capacity 
An indication of the application veltege KVA current-amperes KVA® 

range of the heavy-duty, three- 2400 1200 6000 25000 

rhase, Kyle Type R recloser is con- 4160 2000 6000 43300 

tained in Table I. This recloser has 4800 2400 6000 50000 

numerous accessories that make it 7200 3500 4000 50000 

adaptable to various applications. ‘ oe 

For example, it is available with a 8320 4000 4000 57600 

ground trip solenoid and three- 12470 6000 4000 86400 

phase CT; so the Type R is suitable 13200 6400 4000 91500 

for a ground-fault relaying appli- 14400 7000 4000 100000 

cation. The circuit diagram for this 

application is shown in Figure 1. 110 kv BIL, 280 amps continuous, 2.4 to 14.4 kv nominal voltage. 

When other accessories are used, * Interrupting ratings are based on a maximum circuit X/R ratio of 8 and the 

the Type R may also be remotely asymmetrical ratings are 1.4 times those shown in the table; thus at 1.4 kv, 

controlled. the type R can interrupt a maximum of 1.4 times 100,000 or 140,000 kva. 
Load growth, in part, engenders 

the problem of service continuity. 

Network systems provide a high ee a 

degree of service continuity, but R CONTROLS CONNECTED CONTROLS CONNECTED « 

the cost involved is very high (PREFERRED ~ <—e ee (AUXILIARY 

Radial power systems remain low- a — Ce | >—FEEOER) 

est in the first cost, simplest to op- | | 

erate, and easiest to protect. They ® | (# | y 

require a minimum of engineering c } t (wm 

to develop or put into service. This . 

last point is more significant than 

ever before. 
The disadvantages of a radial | | TRANSFER 

system lies in its somewhat lower tomes 2 Vlk CONTROL | | SE 

level of service continuity to the i20V8E0 — — 6 woten 

entire group of consumers it 

serves. With the use of reclosers : 

and sectionalizers becoming more : 

wide spread, this service has in- Soll ss 

creased materially, but system de- 

signers have looked toward net- 

works for serving concentrated THREE PHASE SIGWAL 

important loads, 





z 


NEUTRAL } NEUTRAL 












































from £A0n SOURCE 


Figure 2—Load transfer schemes have been used agen op to give a 


Improving radial systems high degree of service continuity on radial systems. The control scheme shown 
Historically, radial systems be- here employs NR oil switches. When power goes off on preferred source the 
ents af thule low eect end cane of load is automatically switched to the auxiliary feeder. 
application have been chosen for 
suburban or rural areas, areas SUBSTATION 
which were considered “low den- 
sity” until recently. Rarely could 4 Pe 
these areas justify the expense of —2 DISTRIBUTION 2.4 TO 144 KV 
an elaborate relay scheme to pro- 
vide continuous power. Yet, be- ah 
cause of industry decentralization TYPE L 
and the increasing dependence on RECLOSERS i 
electric power, many important 
preference loads are finding their TYPE NR OR VR 
way into radial system areas. OlL SWITCHES 
Using two separate radial feed- 
ers with a load transfer scheme is TYPE S 
an economical solution to better CONTROL 
service continuity for important 
preference loads in suburban and 
rural areas, as well as in some Rares igi Md 
small and medium sized munici- HOSPITAL 
pals. The probability of coincident FACTORY 
outages on two separate radial 
feeders is quite small. Figure 3—Another method of obtaining service continuity from a radial sys- 
A control equipment, called tem is illustrated here. The feeders are protected by reclosers while the 
Type S Automatic Control, has important load is protected by transfer type control and NR oil switches. 
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been employed in load transfer 
schemes for radial systems. It is 
suited to radial system operation, 
simple to install, and low in cost. 
This equipment has been used in 
conjunction with motor-actuated 
Type VR or NR oil switches, Type 
R reclosers, automatic reclosing 
circuit breakers, or other remotely 
controlled switchgear. A Type S 
Control may be used in a single- 
phase or three-phase load transfer 
echeme. 

As an example of three-phase 
control, Figure 2 shows a typical 
scheme’ that employs NR oil 
switches. Source I is designated as 
the preferred source, while Source 
II is the auxiliary source. Loss of 
potential on any or all phases A, 
B, or C will be detected by the 
Type S control, After a time de- 
lay, the control will signal the oil 
switches in Source I to open, pro- 
viding phases X, Y, and Z are 
energized. When the switches of 
Source I have opened, the switches 
of Source II close. 

The control automatically will 
initiate transfer back to the pre- 
ferred source when this source is 
re-energized, Manual operation of 
the control is aiso possible, and for 
either manual or automatic opera- 
tion an interlock circuit assures 
the opening of one bank of switches 
before the second bank can close. 


In either single- or three-phase 
sensing schemes, a Type S control 
can preclude transfer due to: (1) 
Momentary voltage loss because of 
switching or transient faults. (2) 
Reclosers or reclosing circuit 
breakers on supply feeders not 
having sufficient time to dis- 
tinguish between permanent and 
transient faults. (3) Operation of 
backup protection because of a 
permanent fault on the load side 
of the transfer switches. 

Adjustment of the time delay 
will take care of the first two con- 
ditions, while short-circuit protec- 
tion on the load side of the trans- 
fer switches and the control elimi- 
nates the third condition. In the 
circuit of Figure 3, the time de- 
lay of the Type S control would al- 
low the reclosers to lock out 
permanent faults on the main 
feeders. The fuse in the load cir- 
cuit provides short-circuit protec- 
tion that is co-ordinated with the 
reclosers. 

Thus, self-contained circuit in- 
terrupters, and their accessories, 
provide an economical solution to 
better service continuity. New 
load transfer controls assure con- 
tinuity to preference loads, while 
at the same time they permit the 
use of radial systems which in 
themselves provide eConomies, 





Rich's wiring 


(Continued from page 20) 


packages on the conveyor system. 

Abe Feder, lighting engineering 
consultant, commented, “It is in- 
deed an unusual step forward 
when a downtown store, occupying 
high-priced footage, depletes its 
potential selling space to provide 
a community park for non-profit 
cultural events. Most people will 
relax and enjoy this modern 
version of the Village Square after 
working hours. Therefore, proper 
lighting is a necessity, lighting 
that is decorative—conceived as 
part of the basic building design- 
and at the same time providing 
comfortable, dramatic viewing 
conditions for night-time commun- 
ity events.” 

E. W. McCall is president of As- 
sociated Electrical Contractors, and 
Charles Whitehead is president of 
Whitehead Electric Co. 

W. G. Hoffman, president of 
Tennessee Armature and Electric 
Co., is also a director of Associated 
Electrical Contractors. He is dis- 


trict governor of the National 
Electrical Contractors Association. 

“I believe this is a record job,” 
says Mr. Hoffman. “I do not know 
of one the size of this Rich’s job 
which was done in that short a 
time.” 


o . . . 
Rapid invoicing 
(Continued from page 56) 


salers or let one put in a factory 
order and wait for it to arrive 


Changes in inventory 


But inventory systems, pe! 
petual and otherwise, need to be 
arranged so that items in stock 
are always there when the card 
says they are. The new card sys- 
tem is expected to develop much 
improvement in speeding informa 
tion to pricers or desk salesmen 

When the IBM system goes in, 
E. and H. is also changing its in- 
ventory to eliminate duplicate 
brands to some extent. For in- 
stance, according to Mr. Theobald 
E. and H. handies four brands of 


safety switches and in the future 
they will handle one brand and 
stock four times as many, since the 
items are nearly identical. In the 
long run this will mean large! 
stocks, a savings in quantity pur- 
chase discounts both providing 
better service to the contractor. 

Furnishing daily delivery and 
immediate emergency delivery is 
of utmost importance to all con- 
tractors. With all due respect to 
the economics of delivery, 
the need of a contractor for sup- 
plies in a zone rating delivery 
three days hence, does not do much 
for his morale or impress him with 
the service. For these and other 
reasons, E. and H. delivers through- 
out their territory every day 


zone 


Delivery plan 


Daily delivery is a routine pro- 
cedure. If a contractor calls and 
immediately it is 
taxicab 


needs an item 
sent to him at once by 
While it may be exasperating at 
times to have a contractor call for 
emergency delivery on a day 
when he may have just left the 
city sales department, it must be 
remembered that the wiring, 
motors, switches and other items 
that require the immediate atten- 
tion of the contractor do not have 
any stated time to break down and 
do not respect zones or times. So 
without question, it is company 
policy to dispatch the items to the 
customer via taxicab within min- 
utes after the order is placed 

Anothe! 
rule requiring 
with the receptionist and telephone 
they leave the office to 
Mr. Theobald 
urprising the number of 


extra service is the 


salesmen to check 


operator as 
make 
said it is 
calls intercepted just as the sale 
man is leaving 


their call 


Company staff 


E. and H. Electric Supply Co 
was established in 1947 at it 
present addre by Edward J 
Theobald, Jr., and his brother, 
Harold Theobald, president and 
ecretary-treasurer, respectively 
Their father, Edward J. Theobald 
Sr., now retired, established a con 
tracting firm, Theobald Electric 
Co., in 1906, which was sold sev 
eral years ago. The two sons got 
their first taste of the electrical 
business with this firm 

E. and H., besides its group of 
supervisory officials, has six out- 
manager, 
salesmen, three counte! 


side salesmen, a sale 
two inside 
men, an office manager 
delivery trucks 


and three 
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How to make faster, neater 
100 AMP installations 


Fully magnetic 100 Amp Circuit Breaker Units carry full 
rated load, protect at all degrees of overload and 
short circuit. 


Right: Murray “PJ” panels have 3 or 4 Power Circuits, 
up to 8 plug fuse branch circuits, sealable compart- 
ment for off-peak water heater metering. 


...N0 matter 
what the “specs” call for! 


Whether you need a safety switch or circuit breaker 
main . . . combination pullout equipment or fuse 
panel and switch— you can find what you need in 
Murray’s complete line of 100 AMP equipment, That 


Murray 100 Amp Type “G” Safety Switches have sol- includes a fuli line of meter mounting devices, too. 


derless lugs throughout, visible knife blade construc- age ' 
tion, generous wiring room and plenty of clean cut This means you can make complete 100 Amp in- 
concentric KO's. stallations using only one-line throughout! 


Contractors find it a lot more practical and profit- 
able to use one line on installations. Uniformity of 
design and styling means they can wire up faster 
and easier—put up better-looking jobs. And with 
Murray, they are assured of consistent high quality. 


Your electrical distributor has these Murray de- 
vices now - next time you order, be sure to specify 
Murray 100 Amp equipment. 


sé 2 > ’ » . ce | Ad 
A complete line of meter mounting equipment includes ; " Quality doesn't cost... it pays: 
round sockets, shallow and standard troughs, medium 
and heavy duty devices. 


Murray Manufacturing Corporation, Dept. ES-5 
FReet This new 12-page il- ; 1250 Atlantic Avenue, Brooklyn 16, N.Y. 
lustrated booklet with help- f Gentlemen: Please send me complete 
ful home wiring information i 100 Amp equipment. 
and complete description of ‘ NAME 
Murray 100 Amp equip- POSITION 
ment. SEND FOR YOUR COPY f 


information on 


COMPANY 
ADDRESS 


wooo Ee er er 
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News of the industry 





Lamp improvements 
boost lumen output 


GENERAL ELECTRIC has an- 
nounced what it calls “the greatest 
single improvement in incandes- 
cent light bulb performance in 42 
years.” Developments now being 
placed in effect will result in in- 
creases in light output ranging 
from 6 per cent for household bulbs 
to 15 per cent for higher wattage 
bulbs used in industrial and com- 
mercial lighting. No more elec- 
tricity is required. 

The light bonus produced by 
each bulb as a result of the im- 
provements is seen as worth the 
entire cost of the bulb to users. 
Ultimately, the benefit to Amer- 
ican consumers in the form of in- 
creased light can amount to more 
than $100,000,000 annually, reports 
the General Electric Co. 

In addition, the better bulbs are 
expected to contribute importantly 
to improved incandescent lighting 
for homes, factories, offices, stores, 
schools, and many other areas. 

Herman L. Weiss, general man- 
ager of G. E.'s Large Lamp Depart- 
ment, has announced the immedi- 
ate availability of the improved 
lamp in the 740- and 1000-watt 
sizes, which offer the greatest 
benefits. The new developments 
will be extended to other sizes 
within the next few years, as 
rapidly as equipment can be built 
and installed to mass produce the 
hundreds of millions of bulbs used 
annually, 

Vernet C, Kauffman, department 
manager of engineering, said the 
increased light output is achieved 
by the following steps: (1) improv- 
ing the tungsten filament by mak- 
ing basic design changes; (2) alter- 
ing the mount structure, so that 
the filament is positioned length- 
wise, or axially, in the bulb; and 
(3) substituting for the first time 
coiled-coil filaments for singly 
coiled ones in lamps of 300 watts 
and larger. 

As a result of these construction 
changes, lamps of 300 watts or 
larger will have an increased light 
output over their lifetime of 15 per 
cent, In the case of household sizes, 
which already have the penefits of 
coiled-coil filaments, the light out- 
put increase will amount to at least 
6 per cent. 

Axial positioning of the im- 
proved filament, the most dramatic 
visual change in the improved 
lamps, does two things to increase 
light output, Kauffman explained. 


76 


edited for Southern readers 


General Electric's Charles W. 
Pearson here points to the im- 
proved filament, which is posi- 
tioned lengthwise in the bulb, and 
gives off from 6 to |5 per cent 
more light. At left is the conven- 
tional construction. 


First, it permits the filament to 
burn at higher temperatures with- 
out shortening its operating life 
The hotter a filament burns, the 


more light it produces, Secondly, 
it causes bulb blackening to con- 
centrate in a smaller area, and 
thus permits more light to get out 


Allison heads Atlanta 
Contractor Chapter 


R. W. ALLISON is the new presi- 
dent of the Atlanta Chapter, 
National Electrical Contractors As- 
sociation. At a meeting held in 
December, he succeeded Charles 
J. Kunsman, Jr., who became 
chairman of the Board of Direc- 
tors. Other board members are 
Foster Jarrett, Jr., and E. Rembert 
DuBose. O. O. Eckardt was elected 
vice-president, and Charles G. 
Fulton was renamed secretary- 
treasurer. Henry F. Barksdale was 
elected chapter governor, and 
George L. Peterson will continue 
as Chapter manager for the coming 
year. 

Mr. Allison was quite optimistic 
about the future, “The industrial, 
home construction, and moderni- 
zation boom appears to be continu- 
ing with no apparent ceiling.” 

Mr. Allison in discussing the 
chapter’s home and industrial mod- 
ernization program which is ex- 
pected to start in January, pointed 


Robert W. Allison, left, newly elected president of the Atlanta Chapter, 
NECA, receives gavei from retiring president, Charles J. Kunsman, Jr. 
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TELEPHONE 


Do you have a good picture of what 


Bell System communications can do for you? 


Looked at your communications recently? You 
might be surprised at what has happened as your 
business has grown—the wrong type of equipment 


here, not enough of the right kind there. 


To make sure your communications are doing 
a good job for you, why not let the Bell System 
review them? The result can mean substantial sav 
ings in time and money to you, faster and better 
service for your customers. 


BELL 


TELETYPEWRITER MOBILE RADIO 
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Bell System recommendations are “custom-built” 
for your particular communication requirements, 
This is important since no two companies, even in 
the same industry, do business exactly alike. They 
differ in size, territory and methods of operation 

. 

The Bell System will give you a clear picture of 
your communications and recommend services for 
your specific needs. There’s no cost or obligation 
just call your Bell Telephone representative. 


Pe iy 
MG 


, 2 ; % 
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TELEPHONE SYSTEM 


TELEMETERING AND REMOTE CONTROL CHANNELS 
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ONLY 4 BARS ENABLE YOU 

TO INSTALL ANY DEPTH BOX 

WHEREVER YOU WANT IT 

REGARDLESS OF STUDDING SIZE OR SPACING 
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NORMAL SAFETY PRECAUTIONS REQUIRE THAT A BAR MUST WITHSTAND THESE TESTS 
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‘There is sits to spare due to these special formations! 
_ Use Raco’s New Clip or Popular Stud! 
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* Electric 1ans know the various type 5 Growing av are ot the excellence 
of wire and cable, of what they are mad product that this “invisible ingre 

and their proper application But with made possible wholesalers and cor 
Paranite products there is an ‘‘extra’’ that tors coined a phrase decades ago expr 
you cannot see...or feel...for Paranite sing their confidence in Paranite If It 
is a perfectionist. Paranite, It's Right In the course « 


TT ” P ‘ . | ‘ 
Paradoxically, good enough is not tine the cor pany adopted this 


ood enough at Paranite, for since the phrase a 
company was founded 66 years ago, it Truc 
has been motivated by the desireto make The 
a better product each day than the day 
before, if humanly possible. This became 
a habit, then a tradition, and today is the 
invisible ingredient, 


DIVISION ESSEX WIRE CORPORATION 
FACTORY: BIRMINGHAM, ALABAMA 


Warehouses* and Sales Offices 


*Alabama—Birmingham—290!1 35th Avenue, North *Georgia—Atlanta—241 Boulevard 
N.E.; North Carolina—Charlotte—823 Professional Bui ding; Tennessee—Memphis—3692 
Wayne Avenue: Texas—Dallas—i917 Levee Street 
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From POWER CABLE 
to FIXTURE WIRE... 
you'll find Paranite 
outstanding! 





out that in 1935 there were only 
19 appliances that were available 
to the home owner, “Today,” said 
Mr. Allison, “there are over 70 ap- 
pliances on the market according 
to industry reports. It is expected 
that at least 8 new appliances will 
be developed each year until 
1960. Homes built as late as two 
years ago which were considered 
to be adequately wired at that time 
are now actually in need of new 
electrical service to more safely 
and efficiently operate the addi- 
tional appliances used by home- 
owners,” 


Adequate wiring contest 
announced by LOOK 


AS CONTINUED RECOGNITION for 
outstanding jobs done by electrical 
appliance dealers, distributors, 
contractors and utilities in pro- 
moting adequate wiring, LOOK 
Magazine has announced that it 
will make its Adequate Wiring 
Awards—presented for the first 
time early this year—an annual 
event. Contestants are now being 
invited to submit entries. 

The Awards will continue to 
cover the four major categories in 
the electrical field, according to 
Quentin Orza, assistant appliance 
merchandising manager of the 
magazine, Trophies for 1956 will be 
presented at the 13th annual con- 
ference of the National Adequate 
Wiring Bureau, to be held in 
Chicago February 23 and 24. 

To be chosen in an industry-wide 
competition, the Award winners 
will be those who, in the opinion 
of the LOOK judges, have con- 
ducted “the best campaigns aimed 
at encouraging improvements in 
home and business electrical cir- 
cuits,” 

The four categories eligible for 
entry in the Award competition 


Merchandise Achievement Award 

to be presented by Look at Ade- 
uate Wirin Pisfectnas in 
hicago in Tear. 


ENGINEERING REORGANIZATION—A new market-division system, at the 
Burndy Engineering Co., Inc., Norwalk, Conn., results in market manager's 
posts for the above. From left to right, Henry P. Dupre, Hytool Division; Fred 
Heller, Utility-Industrial Division; Howard M. Levenson, Quality Control 
Division; and Milt Leland, O.E£.M.-Military Products Division. 


are: appliance dealers who have 
promoted adequate wiring in sell- 


ing to the multi-appliance home 
utility companies who have de 
veloped consumer acceptance of 
the need for adequate wiring; elec 
trical contractors who have pro 
moted adequate wiring to custom- 
ers needing new wiring or re- 
wiring; and appliance distributors 
who have promoted adequate wir- 
ing to dealers, contractors and 
utilities. 


Southerners get awards 


Winners of 1955 trophies in 
cluded the Butcher Electrical Serv 
ice, Dallas, Tex., contractor award 
the Oakes Electrical Supply Co., 
Holyoke, Mass., award for dis 
tributors; the Southwestern Public 
Service Co., Amarillo, Tex., and 
the Connecticut Light and Power 
Co., whose campaigns shared top 
honors in the utility category 

Contestants in each category 
must submit presentations cover- 
ing all facets of their adequate 
wiring campaigns for the year of 
1955. Included should be such ma 
terial as tear-sheets of advertise- 
ments promoting adequate wiring; 
pictures of store and outdoor dis 
plays; descriptions of TV and radio 
campaigns, and evidence of co- 
operation with local electrical in- 
dustry groups, home builders and 
architects 

All entries must be postmarked 
not later than February 1, 1956, 
and should be mailed to Adequate 
Wiring Competition, LOOK Maga- 
zine, 488 Madison Avenue, New 
York 22, N. Y 


New personnel added 
for company expansion 


IN LINE WITH the recently an- 
nounced 80% expansion of manu- 
facturing capacity at Western In- 
sulated Wire Co., and with de- 
mand increasing daily for the com- 
pany’s new Bronco 66 Certified 
portable electrical cords and Ca- 
bles, appointment of new sales and 
engineering personnel has been 
announced by E. H. Lewis, presi- 
dent 

Edwin B. Kanner has been ap- 
pointed sales manager of Western 
Insulated Wire Co. Before joining 
Western Insulated Wire Co., he 
was sales manager of a national 
distributing retail organization. In 
preparation for assuming the 
duties of Bronco sales manager, 
Mr. Kanne! who ha now been 
with the company two years, made 
several extended tour of the 
country in order to acquaint him- 
self with the regional require- 
ments of sellers and users of elec- 
trical cords and cable 

Murray H. Owen has been ap- 
pointed director of customer rela- 
tions of Western Insulated Wire 
Co. Mr. Owen is a veteran of 
many years in the wire and cable 
business, is known and respected 
by large numbers of people in the 
industry 

The E. F. Lombardi Company, 
Charlotte, N. C., has been ap- 
pointed to represent Bronco prod- 
ucts in North Carolina and South 
Carolina. 

Frank Davis, Bronco representa- 
tive with headquarters in Atlanta, 
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COMPLETE ; 
STOCK : 
a A of V2) 
ATLANTA $ 
BOSTON 
CHARLOTTE 
CHICAGO 
CINCINNATI WHEN you need the finest wire prod- 
DALLAS ucts QUICK, get the CORNISH habit! To 
DENVER back up the superlative quality and performance. 
DETROIT of these nationally famous electrical wires and cord 
LOS ANGELES sets, we have developed a warehousing system that permits 
MINNEAPOLIS 
PHILADELPHIA 
ROCHESTER 


OVERNIGHT SERVICE ANYWHERE IN THE UNITED STATES 
SAINT LOUIS 


SAN FRANCISCO We now stock the most wanted CORNISH products in 
SEATTLE FIFTEEN strategically located spots indicated on the map 
and listed at the left. Result — a brand of service that is 


little short of incredible. Try us and see! 





CORNISH WIRE COMPANY, unc. 
urch Street New York 7, N.Y. 
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————— ~ 
a NS CORDS AND CORD SETS FOR HOME, FARM AND INDUSTRY 














Georgia, has resumed Bronco 
representation in the northern 
half of Florida. 

Reopken & Healy, Miami, will 
continue to service the southern 
half of Florida. 

These sales agencies will all 
maintain warehouse stocks of 
Bronco products for fast delivery 
in their areas. 

James W. Boughton has been ap- 
pointed chief engineer of Western 
Insulated Wire Co. For the last 
fifteen years Mr. Boughton has 
been engaged in wire and cable 
engineering and allied activities. 


Revolutionary features 
in new Duro-Test lamp 


A REVOLUTIONARY new light 
source combining the best features 
of modern incandescent, fluores- 
cent, and mercury vapor lamps has 
been announced by Duro-Test Cor- 
poration, of North Bergen, N. J. 

The new lamp has the copy- 
righted name of “Fluomeric’” and 
bears Duro-Test Patent No. 2,171,- 
580. Its inventor, Mickel Mack- 
soud, demonstrated it recently to 
the press and industry. 

The Fluomeric lamp emits light 
in three ways, Mr. Macksoud ex- 
plained: (1) by gaseous discharge, 
as in a quartz mercury vapor lamp; 
(2) by fluorescing of activated 
phosphor powders, as in a fluores- 
cent lamp; and (3) by tungsten fila- 
ment, as in an incandescent lamp 

Though incorporating the posi- 
tive features of the three modern 
electric light sources, it eliminates 
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Cross-sectional drawing of Duro- 
Test Corporation's new Fluomeric 
lamp shows the three light sources 
contained within it: twin in- 
candescent filaments, the mer- 
cury vapor arc discharge tube, 
and the fluorescent coating. No 
external ballast or transformer is 
required. 


the negative ones, the manufac- 
turer claims. The bulky trans- 
former, heavier and more costly 
than the lamp itself, that is re- 
quired for each mercury vapor or 
fluorescent lamp, is dispensed with 
by the Fluomeric lamp. The new 
light source, described by Mr. 
Macksoud as “the next step for- 
ward in the evolution of light,” 
can be screwed into any ordinary 


socket and will operate on the 
usual house current 

While like incandescent lamps in 
this respect, it is far more durable 
and efficient. Its average efficiency 
is now 25 lumens per watt, com- 
pared to 18 lumens per watt aver- 
age efficiency for an incandescent 
Rated life of the Fluomeric lamp 
is presently 12,000 hours, compared 
to 750 hours for the typical in- 





National Rural Electric Co- 
operative Association, St. Louis, 
Mo., Jan. 23-26, 1956. 


Plant Maintenance and En- 
gineering Show, Convention 
Hall, Philadelphia, Pa. Jan 
23-26, 1956. 


American Institute of Elec- 
trical Engineers, Winter Gen- 
eral Meeting, Hotel Statler, 
New York, N. Y., Jan. 30-Feb 
3, 1956. 


Southeastern Electrical 
Wholesalers Association, Sixth 
Annual Industry Day Meeting, 
Atlanta Biltmore Hotel, At- 
lanta, Ga., Feb. 2-3, 1956. M. L. 
Tice, exec. vice-president, P. O 
Box 176, Ben Hill, Ga. 


Utility Buyers Group, Annual 
Convention, Edgewater Beach 
Hotel, Chicago, Feb. 4-8, 1956. 


Edison Electric Institute, 
Transmission and Distribution 
Committee, Warwick Hotel, 
Philadelphia, Pa. Feb. 7-8, 1956. 


Edison Electric Institute, 
Electrical Equipment Commit- 
tee, Homestead Hotel, Hot 
Springs, Va. Feb. 13-14, 1956 


Edison Electric Institute, 
Meter and Service Committee, 
Hotel Cleveland, Cleveland, 
Ohio. Feb. 20-22, 1956. 


12th Annual National Ade- 
quate Wiring Conference, La- 
Salle Hotel, Chicago, Ill., Feb 
23-24, 1956. 


Mississippi Chapter, IAEI, 
Annual Meeting, Edwards Ho 
tel, Jackson, Miss., Feb. 20-21, 
1956. 


Southern Safety Conference 
and Exposition, Biltmore Hotel, 
Atlanta, Ga., March 4-6, 1956 
W. L. Groth, exec. Dir., P. O 
Box 8927, Richmond 25, Va. 


Southeastern Electric Ex- 
change, Annual Meeting, Boca 





Dates Ahead 


Raton Hotel and Club, Boca 
Raton, Fla. March 12-14, 1956. 


National Electrical Manufac- 
turer Association, Edgewater 
Beach Hotel, Chicago, IIL, 
March 12-16, 1956 


Oklahoma Utilities Associa- 
tion, Annual Convention, Okla- 
homa City, Okla., March 22-23, 
1956. 


American Institute of Elec- 
trical Engineers, Southwest 
District Meeting, Dallas, Texas, 
April 2-4, 1956 


Illuminating Engineering So- 
ciety, Southern Regional Con 
ference, 3irmingham, Ala., 
April 5-7, 1956. 


Illuminating Engineering So- 
ciety, Southwestern Regional 
Conference, Hilton Hotel, Ft 
Worth, Texas, April 8-10, 1956 


Ninth Annual Conference for 
Protective Relay Engineers, 
A & M College of Texas, Col- 
lege Station, Texas, April 23-25, 
1956. 

National Industrial Service 
Association, Inc., Jellevue 
Stratford Hotel, Philadelphia, 
Pa., May 13-17, 1956 


National Association of Elec- 
trical Distributors, 48th Annual 
Convention, Ambassador-Chel 
sea Hotels, Atlantic City, N. J., 
June 10-16, 1956. 


Virginia Chapter, IAEI, An- 
nual Meeting, Hotel Roanoke, 
Roanoke, Va., June 25-26, 1956 


American Institute of Elec- 
trical Engineers, Summer and 
Pacific General Meeting, San 
Francisco, Calif., June 25-29, 
1956. 


American Institute of Elec- 
trical Engineers, Fall General 
Meeting, Morrison Hotel, Chi- 
cago, Ill., Oct. 1-5, 1956 
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NEW! .. . BUILT-IN 
THERMOSTATIC CONTROL 
SECTION. A dramatic new 
Cavalier development that simplifies electrical wold 
Saves wiring and installation costs because it fits 
right into the baseboard lineup. 12” long and same 
height as baseboard. Accurately and automatically 
controls temperature for each room, Like magic, a 
small heater within the control section keeps air mov- 
ing across liquid-filled, sensitive thermostat bulb. 
Assures quick response to temperature changes. A 
real feature you can profitably promote. 

Cavalier also offers two wall-mounted thermostats 
(White- Rodgers, Minneapolis-Honeywell) to satisfy 
the preference of any home-owner. 


NEW! CONVENIENCE OUTLETS 

Built right into the heating system. 

Now, all the outlets your customers want! 

Each outlet section includes a standard 

110 Volt double outlet. Placed between becdiened 
heater sections, they'll fill a need every home-owner 
recognizes. Sections 444” wide fit snugly with base- 
board heaters. No cutting into walls or fishing around 
for wires. A Cavalier first with a real sales potential. 


The only complete heating system 
world that can be installed 
cutting into a single wall! 


valier 


AUTOMATIC ELECTRIC 
BASEBOARD HEAT 


Now, America's luxury heat offers even more features! 
This new, super-efficient electric baseboard is first with 
convenience outlets and newest designed built-in auto- 
matic thermostat! And it is the only baseboard with a 
surface temperature that stays below 125° F. For gentle, 
balanced heat, Cavalier Baseboard is the most efficient 
ever developed. 

Whether it's a new home or old, one room or many, 
Cavalier Baseboard is right for those who want truly 
modern heating. Easily installed—simply replaces part 
of the usual baseboard trim. Put it under low windows, 
apply it to ‘tough’ jobs with less work for you. No 
cutting into walls. Wire for heater sections, thermostatic 
control and outlets at one time! 

Triple your contract with no added overhead. Add 
Cavalier electric heat to your sales and get a bigger 
share of the builder's dollar, And make more money 
with the business-like mark-up on Cavalier equipment. 


Sell Cavalier electric heat—a profitable new business for the electrical contractor! 


SEE YOUR DISTRIBUTOR OR WRITE: ELECTRIC HEATING DIVISION, CAVALIER CORPORATION, CHATTANOOGA 2, TENNESSEE 


NEWEST BATHROOM AND KITCHEN HEATERS! 
Solid, stainless-steel exterior, solid aluminum reflec- 
tors. No plated parts to rust by humidity. Cool-edge 
design for use with plastic tile. Two accurate auto- 
matic, one non-automatic, models. All budget priced. 


NEW BEAUTY, IMPROVED DESIGN for wall insert, 
Surface Mounted and Portable Heaters. Copper-clad, 
curved reflectors roll heat gently into rooms. Color 
blended coils and cones. Efficient floor furnaces too, 
and only 13%” deep for easy cleaning. All automatic. 
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Rain in California is somewhat of a myth — not so with Sunbeam 
engineered lighting. A leader in the development of quality fluorescent 


lighting, Sunbeam also offers a very extensive line of incandescent luminaires. 
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Over 96 recessed variations with Holophane Controlenses* are available to ‘ : 4 

che 3 

fulfill any specific lighting need —from widespread control for low ceiling areas ® 

: : oO 

to concentrating distribution for dramatic accents; from tamper-proofed Hi-Stress | 2 9 

lenses for psychiatric. locations to tinted lenses for complimenting complexions. 

installation is greatly simplified by a choice of shallow or deep, wide or 


narrow enclosures; unwired or prewired; top service or bottom access. The 


ul 


silvertoned, die-formed, seamless trim passes every critical examination for 
quality, Make Sunbeam Lighting your one source of all lighting. 


SUNBEAM | 
LIGHTING COMPANY 
777 EAST 14TH PLACE + LOS ANGELES 21 
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candescent lamp used in the home 
The Fluomeric lamp burns 16 times 
longer than the standard incandes- 
cent lamp. 

Both the efficiency and life of the 
Fluomeric lamp can be expected to 
go much higher next year, after re- 
finement resulting from mass pro- 
duction, Mr. Macksoud said. 

The color spectrum of the 
Fluomeric lamp also is superior to 
anything now in use, he stated. It 
combines the predominately yel- 
low-red tone of the incandescent 
and the chiefly blue-green hue of 
the mercury vapor with the flexi- 
bility of fluorescent phosphors, to 
produce a color range that “rivals 
sunlight in its richness.” This, Mr 
Macksoud said, is the color range 
most pleasing to humans. 

The filament serves a dual func- 


tion. It is both a source of radiation . 
and an internal ballast enabling yee 

the Fluomeric lamp to function Oe 

without a bulky external trans- 4 Be , 5 

former. Such a ballast, in the form AG Ts 


of a transformer, is a necessary 
regulating component of all gase- 
ous discharge lamps. 

Applications of the Fluomeric 
lamp are unlimited, Mr. Macksoud ? : 
said. It can be used in highway and \ Jacketed Cable is unsurpassed for power 
industrial high bay installations in ‘ ar : : 
place of mercury vapor lamps. It’s ; distribution. Available for voltages from 
ideal for department stores and 0 to 8000, in shielded or unshielded 
store windows, office buildings, 
shops, schools, libraries, garages 
in fact, anywhere that good light- 
ing is important. Small, inexpen- cations. Write for samples, recommenda- 
sive and quick-starting sizes will 4 ; , 
bring new brilliance and color tions, and prices. 
richness into the home. : 


Collyer Suprene Type RR Neoprene 


constructions, standard or special specifi- 


Represented in the Southeast by 


CARY CHAPMAN AND CO. 
Contractors recommend 672 Whitehall St. SW 
more data in plans : : Rony Sones 
with offices and warehouses in Atlanta, 
FOR THE BETTERMENT of the con- , Greensboro and New Orleans 
struction industry and for closer 
coordination between contractors 
and architects, the Engineering 
Committee of the Florida Associa- 
tion of Electrical Contractors sug- 
gests that the information covered 
by the following numbered items 
be incorporated in all electrical 
plans and specifications for all 
commercial, institutional, and in- 
dustrial electrical installations. The 
committee believes that pre-deter- 
mined information on these items 
is necessary, and that it is essen- 
tial that it be shown, so that an 
intelligent competitive bid can be 
made and the actual construction 
of the project can be completed 
from the electrical plans and spe- 
cifications with a minimum COLLYER 
amount of correspondence and dis- : 
cussion between the electrical con 5 INSULATED WIRE CO. 
tractor, the general contractor, the ‘ 
owner, and the architect. 245 ROOSEVELT AVE. 
(1) Show the location of the elec- 
tric service entrance, and electric PAWTUCKET, R. I. 
meter(s) and location(s) as deter- 
mined by the electric utility. 


Represented in the Southwest by 


GEORGE E. ANDERSON 
1901 Griffin St. 
Dallas, Texas 
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(2) Show phase and voltage 
characteristics of power supply re- 
quired and name of serving utility 

(3) Show all conduit sizes, num- 
ber of wires in same and size of 
the wire. 

(4) Show the make and type of 
lighting and power panels by 
manufacturer’s name, catalog num- 
ber and specify the number of cir- 

ONDUCT R : cuits and sizes of breakers or fuses. 
c o c (5) Show the type of wiring job, 
such as conduit, steel tubing, 

SECURITY metallic or non-metallic cable or 
——- combinations as may be required 

(6) Show the size of the main 
service, its disconnecting means, 


SSSSSSSSSSSSSSSS'' (1) Specity the type of all wire, 


; such as R, RL, TW, ae 
CONTINUOUS, TIGHT, ALL-AMOUND GRIP FROM END 10 END (8) Where special current con- 
suming devices are to be used, 
such as air conditioning, garbage 
disposal units, water heaters, etc., 
show the circuit number, voltage, 
the : wattage or amperes or other load 
he determining factors, specify the 
manufacturer’s name and catalog 
conductor. number of the device 


(9) All wiring devices to be spe- 
A fy M 0 ie K 0 D S cified as to class, type, and finish, 
isti the ‘ 


ae ae: 


listing manufacturer’s name 
and catalog number desired 

(10) All lighting fixtures should 
be definitely determined and laid 
UNIFORM FULL-LENGTH GRIP out for the proper level of illumi- 
nation. Specify the manufacturer’s 
name, type and catalog number; 
Fanner Superformed armor rods contact conductor perma- number and size of lamps should 
nently and tightly at every point — not just at clamps. be made a part of the electrical 
contract 

(11) All current consuming de- 
COMPLETELY EFFECTIVE ARMORING vices, such as wall heaters, electric 
home heating, kitchen exhaust 
fans, attic fans, etc., to be specified 
Exclusive, precision formed construction provides rugged, by manufacturer’s name and cata- 
lasting protection for conductor. log number and made a part of the 


electrical contract 


DEPENDABLE PERFORMANCE 


Adequate wiring display 
Every installation fits perfectly into place. Fanner precision ‘ ’ 
design eliminates special skill on part of lineman. features hobbyhorse 


ELECTRICAL CONTRACTORS may 

receive upon request to Graybar 
RE-USABILITY Electric Co., Inc., Graybar Build- 
ing, 420 Lexington Avenue, New 
When reconductoring or line relocation demands it, Fanner York 17, N. Y., stickers and posters 
Superformed Rods may be reapplied without rod waste or 
loss of armoring. 


@etectric 


LOW INSTALLED COST 1 


eet a 


Fine Fanner Superformed Rods provide both initial and long 
term economy through low cost, easy application and mul- 
tiple capabilities. 


Licensed for use under Patent No. 2,275,019 


THE FANNER MANUFACTURING CO. : 
Brookside Park © Estoblished 1894 © Cleveland 9, Ohio The ‘hobbyhorse’ sticker and 
poster is available from Graybar 
Electric Co., to contractors for 

eee SE CENSORS CoTme their use in promoting adequate 
OR RODS * TAP ARMOR * LINEGUARDS * PATCH RODS wiring. 
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FOR MORE SALES, MORE PROFITS...SELL 


Explosion-proof electrical equipment is more important 
today than ever before. Manufacturers of material han- 
dling equipment are adding explosion-proof switches and 
connectors to machines to be used in hazardous areas. 
And, an ever increasing number of industrial plants are 
almost entirely equipped with explosion-proof electrical 
equipment. APPLETON ’s full line of explosion-proof 
equipment offers you the opportunity to capture your 
share of this new and lucrative market, You need never 
miss a sale, because APPLETON is... 


TODAY, MORE THAN EVER... 


The Standard for Better Wiring 


Also Manufacturers of Malleable Iron 
Pe 


industrial Lighting * ‘oa Automatic Reelites 


APPLETON ELECTRIC COMPANY 
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boosting adequate wiring and read- 
ing “Consult your electrical con- 
tractor.” 

The poster design features a 
hobbyhorse made up of electrical 
components with the caption “elec- 
trical wiring is not a hobby.” The 
posters are valuable as selling aids 
when used in the contractor’s place 
of business or on his trucks, and 
the stickers are also useful when 
used to promote safe, up-to-date 
wiring installations. 


American Blower opens 
new district offices 


ESTABLISHMENT of new district 
offices in Youngstown, Ohio; 
Wichita, Kansas; San Antonio, 
Texas; Evansville, Indiana; and 
Nashville, Tennessee has been an- 
nounced by E. W. Petersen, sales 
manager of American Blower Cor- 
poration, Detroit 32, Mich. The five 
new locations will expand to 53 the 
number of American Blower dis- 
trict offices for providing assistance 
to users of air handling, heating, 
air conditioning and fluid drive 
power transmission equipment and 
refrigerating machines in the 
United States. 

Named manager of the Youngs- 
town office is J. R. Hopkins who 


moves from American Blower’s 
Cleveland district. The Wichita of- 
fice will have as manager O. J. 
DuPree who was formerly assigned 
to the Kansas City district. W. F. 
Markey heads up the new district 
office at San Antonio. He formerly 
served as sales engineer for the 
Washington, D. C., and Dallas, 
Texas, offices. 

Manager of the Evansville office 
will be J. B. Clayton who has been 
a member of American Blower’s 
sales engineering staff in St. Louis, 
Missouri, since 1947. The Nashville 
office will be managed by B. G. 
Kemp who transfers from the com- 
pany’s Cincinnati office. Kemp has 
been with American Blower since 


1950. 


Crouse-Hinds announces 
two field appointments 


WILLIAM J. KLAuS has been ap- 
pointed manager of the Midwest 
Sales Division of Crouse-Hinds 
Company, Syracuse, New York. 
Succeeding him as regional man- 
ager of the St. Louis Region, Cen- 
tral Division, is F. W. Oberle. 

Klaus, who fills the post left 
vacant by the late E. Nathan 
Jolliff, will make his headquarters 
in Tulsa. His divisional territory 





NEW! HIGH VOLUME 


PACKAGE ROOF VENTILATORS 
tad 


One of 15 “Buffalo” 98,000 
CPM Roof Ventilators 
exhausting from enameling 
and paint ovens. 


STRENGTH — 
IGIDITY —:fan stack is 8-ga. 
welded 


to %” inside gus- 


Dp 

“Budale’ Propeller ton °° 
SIMPLIFIES 
INSTALLATION! —?> 


Rugged 4%” flanged roof 
curbing plate welded to 


stack and to %” 


outside 


gussets. 


VENTILATING 


BUFFALO FORGE COMPANY 
210 MORTIMER STREET 
PUBLISHERS OF "FAN ENGINEERING” 
Canadian Blower & Forge Co., Led., Kitchener, Ont 
Sales Representatives in all Principal Cities 


AIR CLEANING 


FORCED DRAFT COOLING 


AIR TEMPERING 
HEATING 


with # 


STYLE “V” SKY-VENTS 


TROUBLE-FREE 
DAMPERS are counter 


balanced to open when fan starts 
close over V-shaped trough 
at top when fan is shut off 


. 


WRITE FOR PRICES, EASY 
INSTALLATION DETAILS 

on these ‘satisfaction’ packages 
for best results on many of 
your exhaust jobs 


LOW-NOISE 
INLET BELL 


<< reduces inlet turbulence 


BUFFALO, N.Y 
HANDBOOK 


INDUCED DRAFT 
PRESSURE BLOWING 


EXHAUSTING 





includes North Texas, New Mexi- 
co, Colorado, Wyoming and Okla- 
homa, A member of the Illumi- 
nating Engineering Society and of 


W. J. Klaus 


various electrical industry associa 
tions, Klaus joined Crouse-Hinds 
in 1929 as assistant lighting spe- 
cialist, and since 1952 has been 
manager of the St. Louis Region. 

Oberle, who will locate in St 
Louis, joined Crouse-Hinds in 
1935. After service in company 
headquarters at the Syracuse plant, 
he was transferred in 1940 to the 
Field Organization. Since then he 
has been associated with the 
Philadelphia and New York Divi- 
sions of Crouse-Hinds. 

The Syracuse firm manufactures 
condulets, explosion-proof electri- 


+, 


F. W. Oberle 


cal equipment, traffic 
floodlighting, aviation 


signals, 
lighting. 


New southern agents 
named by Feedrail 


THE FEEDRAIL Corp., 125 Barclay 
Street, New York 7, N. Y., manu- 
facturers of trolley busway elec- 
trification systems for cranes and 
hoists, production lines, test lines, 
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“Red Throat | 


B-M 21B, HE NEW INSULATED THROAT 


7 INDENTER 
CONNECTOR 


FOR E.M.T. 





Protruding rounded red plastic lip 
of bushing prevents cutting of 
insulation — eliminates shorts. 


Full thread screws into all conduit 
fittings. Lip of RED THROAT bushing 
protects thread from damage. 


Deep dished eight pronged lock 
nut is easier to drive on screws 
flush to shoulder and digs into 
metal of box for vibration proof 
positive ground. 


Permanent locked-in bushing in- 
sures smooth burr-free raceway 
for easy fishing. No extra work 
and costs no more, 


Briegel, the Original Indenter Fittings are neater 
in appearance, easier and faster to use. Installation 
is simple and less expensive. Two quick squeezes 
sets them forever. Try B-M Indenter Fittings and 
get more profits from each job! 


ALL BRIEGEL FITTINGS ARE U.L. APPROVED AS CONCRETE-TIGHT ™ 


SGN ai vers Wholese) sche 


All B-M indenter hk. METHOD 
Fittings ore U.L. Approved 

as concrete-tight and for general y 

use (File Card £10863). Also comply 

With Federal Specifications W-F-406. 


GALVA * ho 


Immediate Delivery! 





Warehouse Stocks im Principal Cities for 
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Check UNION’S 
BRACKET BOXES 





e 


4060-3 








@ 


7052-2 7050-2 











DESIGNED FOR ON-THE- 
JOB SAVINGS IN — 


BOX MOUNTING 
KNOCKOUT REMOVAL 
PLASTER-FREE THREADS 
LOW UNIT COST 





a & 
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NEW LABORATORY—Norris-Thermador Corporation, manufacturers of an 
expanding line of electrical cooking, heating, and cooling equipment, has 
recently constructed a new building to house research and development pro- 
grams of the company. The building is located in East Los Angeles, Calif. 


cutting and sewing rooms, etc., has 
completed realigning its Southern 
territories. New territorial arrange- 
ment and the representatives are: 

North Carolina, South Carolina 
—Glenn & Larson, 123 Brevard 
Court, Charlotte 2, N. C. 

Georgia, Eastern Tennessee- 
Glenn & Larson, 172 Simpson St., 
S.W., Atlanta 13, Ga. 

Alabama, Central Tennessee, 
Northwest Florida — Robert S. 
Morrison, 1028 ‘7th Ave., So., 
Birmingham, Ala. 

Florida—Glenn & Larson, 918 
Langford Building, Miami 32, Fla 

Louisiana, Mississippi — E. J. 
Hagan, 3820 Louisiana Ave., New 
Orleans 25, La. 

Texas, Oklahoma, Arkansas 
James M. Tuite, 1802 Corona St., 
Dallas 14, Texas. 

Kentucky—Reitze & Company, 
2209 S. Floyd St., Louisville. 


Anderson Brass constructs 
new aluminum division 


CONSTRUCTION of the most mod- 
ern and complete aluminum foun- 
dry of its type in the United States 
began in November when R. E. 
Schuler, president of Anderson 
Brass Works, Inc., and T. H. Fox, 
vice-president, turned the first 
spade of dirt in special ceremonies. 

Anderson’s new Aluminum Divi- 
sion will be at Leeds, Alabama, 14 
miles from Birmingham, on a 20 
acre industrial site. One building 
will be an all steel and concrete 
structure offering approximately 
11,200 sq. ft. of manufacturing, ‘as- 
sembling, and storage area. A sec- 
ond structure of steel and masonry 
of approximately 2,000 sq. ft. will 
house the Pattern Shop 

The Aluminum Division will in- 
clude the aluminum foundry, 


Shown above at ground breaking ceremonies for the new Anderson Brass plant 
at Leeds, Ala., are R. E. Schuler, president, with shovel, and T. H. Fox, vice- 
president, with pick, surrounded by other company officials. 
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cleaning, grinding, and heat-treat- 
ing operations as well as providing 
for assembling, packaging, and 
shipping. The aluminum foundry 
will feature a ten station molding 
system with a completely mechan- 
ized sand handling system. A 
unique feature provides for the in- 
stallation of floor grating with 
chutes and a spillage conveyor 
under the molding stations to re- 
turn all spilled sand automatically 
to the sand system. 

The entire design and layout of 
these new facilities is such to pro- 
vide extreme flexibility to accom- 
modate changes of processes as 
they develop, and to allow for 
growth with the electrical indus- 
try. 

First shipment of Leeds produc- 
tion is anticipated early in March, 
1956. Mr. Schuler, in making his 
announcement, also stated that all 
future expansion of Anderson 
facilities would be at Leeds, Ala- 
bama. 


Burndy appoints 
new representative 


EFFECTIVE JANUARY 1, 1956, 
Charles W. Ashby, of Birmingham, 
Ala., will assume the duties of 
manufacturers representative for 





C. W. Ashby 


Burndy Engineering Co., with 
headquarters in Birmingham. 
Mr. Ashby, for the past ten 
years, has been associated with 
Line Material Company as a field 
engineer. Previous to that time, 
after four years of active duty 
with the U. S. Navy, he was with 
C. B. Rogers and Associates, Atlan- 
ta manufacturers representative. 


Brief news notes 
of manufacturers 


SPECIAL MEETINGS of sharehold- 
ers of Square D Company, of 
Detroit, and Electric Controller 
and Manufacturing Co., Cleveland, 
have been called to vote on merg- 
ing the two companies, it was re- 
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Smooth “Pulley Action” 
Wirewaoy Prevents 
Conductor Chofing 










Extra-Sturdy 
Solid Rivet 
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Heovy Steel 
Cup-Bose and Yoke— 
A Single Steel 
Stomping 














Two Holes In Bose 
Assure Effective 
Drainage 











Assembled Solidly 


Oriving Eosy 


DURAB 


— DEPENDABLE 
in handy 


carrying carton 


PORCELAIN PRODUCTS 


WIREHOLDERS 


AND SECONDARY SERVICE MATERIALS re Ze 


& i" 


Where quality and performance are necessary for con- 
tinuous line service—Porcelain Products wireholders 
and secondary service materials assure reliability. 
They're engineered with strong, sturdy construction— 
metal in tension, porcelain in compression. Steel parts 
are hot-dip galvanized ... screw threads are extra sharp, 
lubricated for ease of installation. Larger, pulley-action 
wire hole, for large wire sizes—prevents chafing, wire 
wear. 


These EXTRA features—plus—Porcelain Products 
“Quality Line’ reputation, make an unbeatable com- 
bination . . . SPECIFY PORCELAIN PRODUCTS 
wireholders and secondary service materials. 


5.2 Products. Inc 


FINDLAY, OHIO 


No. 22 x 2-1/4"' Screw 


Rigidly to Metal Bose 


Extra Sharp Threads and 
Quick-Starting Point Moke 


RUGGED 








and 
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| Another 
FURNAS “FIRST” 


“DUAL SEAL” COILS 


FEATURES 


Moisture and Fungus Resistant 
Excellent Heat Dissipation 
Dimensionally Stable 
Mechanically Stronger 
Non-combustible 


Furnas Electric again leads the field 
——this time with magnetic controls 
with Dual Seal coils for longer con- 
trol life, Dual Seal molded coils are 
moisture and fungus resistant, di- 
mensionally stable, age resistant, 
will not suppost combustion and 
have high dielectric strength. Their 
mechanical properties eliminate the 
damage often caused by vibration 
or impact. 


DUAL VOLTAGE COILS 





Coil changing is virtually elimi- 
nated and stocking of coils simpli- 
fied with the new Dual Seal dual 
voltage coils. For example, on 3, 
7 or 10 hp. starters, one 220-440 
volt Furnas Electric coil is used 
where six are normally required. 


Write todoy for free 140-page 
Catalog 10). Furnas Electric Com- 
pany, 1064 McKee Street, Batavia, 
iMinois. 











cently revealed by officials of the 
Square D organization. 

In a joint statement, presidents 
of both companies stated that di- 
rectors of both companies have ap- 
proved the merger plans, and ap- 
proval of two-thirds of the share- 
holders of both companies would 
make the action final. Square D, 
as the surviving corporation, would 
become one of the largest manu- 
facturers of electric motor controls 
in the country... 


*. * « 


Lee B. Thomas, president of 
Thomas Industries, Inc., of Louis- 
ville, Ky., has announced the 
acquisition by his company of the 
Deslauriers Column Mould Co., of 
Chicago, whose principal product is 
the Ideal bathroom cabinet line. 

Acquisition of the Ideal line fits 
logically into the Thomas method 
of distribution, and, in addition, 
many bathroom cabinets § are 
equipped with lighting fixtures, a 
major product of Thomas Indus- 
tries. Deslauriers also manufac- 
tures and leases steel structural 
forms for concrete supports 


* * > 


F. Gano Chance, president of the 
A. B. Chance Co., Centralia, Mo., 
has announced the purchase of 
51% of the stock of the Porcelain 


Products Co., manufacturers of in- 
sulators and other porcelain parts 
used by the electrical and tele- 
phone industries. The Porcelain 
Products Company has a high volt- 
age insulator plant at Parkers- 
burg, W. Va., and a low voltage in- 
sulator plant at Carey, Ohio. 

G. M. Ruoff will continue as 
president of the porcelain com- 
pany. Newly elected officers in- 
clude N. A. Toalson, executive 
vice-president, C. C. Hough, treas- 
urer, and R. F. Ausmus, secretary. 
The latter three hold similar posi- 
tions with the A. B. Chance Com 
pany. 


National Electric Products Corp., 
Pittsburgh, this year is celebrating 
its 50th year as a manufacturer of 
electrical wiring systems 

Since the founding in 1905 by 
William C. Robinson, now honor- 
ary chairman of the board of di- 
rectors, the company has expanded 
from a labor force of 15 working in 
one small building, into a national 
organization with three plants 
The main plant, like the original 
one, is located at Ambridge, Pa., 
and the branches are in Torrance, 
Calif., and Linden, N. J. The com- 
pany also operates 13 warehouses 
and 37 sales offices throughout the 
nation. 


News about people 





Cutler-Hammer, Inc. has  an- 
nounced the resignation of H. F. Vogt 
as chairman of the board, effective 
Dec. 31, 1955. Mr. Vogt is retiring 
after 56 years of active service with 
the Milwaukee, Wisc., firm. He will 
continue as a member of tne board 
of directors which he has headed as 
chairman since 1949. 

G. 8. Crane has been elected board 
chairman and Philip Ryan is the new 
executive vice-president for Cutler- 
Hammer. 


Two executive changes have been 
announced by the Virginia Electric 
and Power Company. 

A. H. McDowell, Jr., manager of 
the Richmond district, has been ap- 
pointed division manager of the cen- 
tral division with headquarters in 
Richmond. W. J. Matthews of South 
Boston and manager of the Southside 
district, will succeed McDowell in 
Richmond. 

McDowell joined VEPCO in 1928 
and served as executive assistant in 
Richmond, becoming Richmond dis- 
trict manager two years ago. Mat- 


thews joined VEPCO in 1936. In 1950 
he was appointed director of the 
company’s employee information pro 
gram and in 1952 became manager of 
the Southside district 


S. M. Sharp, who has been on leave 
of absence doing special consultant 
work for the past eight months, has 
returned to Southwestern Gas and 
Electric Company in the position of 
vice-president in charge of engi- 
neering. In announcing the appoint- 
ment, J. Robert Welsh, president 
stated that Sharp would also have 
charge of the general engineering, 
transportation, labor relations, REA 
contract relations, and division super- 
intendents departments 

L. T. Williams, who has been serv- 
ing as acting chief engineer, has been 
named chief electrical engineer and 
will direct the work of the general of 
fice engineering staff and have 
charge of substation and transmis- 
sion planning and construction. Both 
Sharp and Williams are veteran em- 
ployees; Sharp with 30 years service 
and Williams 25 years 
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You can't beat SPANGLEAM EMT for bending’! 


You have to see it in action to believe 
the workout that spANGLEAM EMT 
samples get from Spanc’s quality- 
control inspection crew! 

A length pulled from each lot of 
SPANGLEAM is bent like a pretzel to 
assure you that the continuous weld 
and the spANGLEAM finish will stand 
up under the severest bends you would 
ever need on any installation. 

Then, just to make sure, the thin- 
wall conduit is bent double, twisted 
and practically destroyed to see how 
long the weld and the finish will last 
under this 


abuse. Any premature 


breakdown of the finish or weld means 
the whole lot is discarded ... a rare 
occurrence at SPANG! 

SPANG’S inspection team is on your 
side, representing you in the mill to be 
sure you get a top-quality product 
every time. That’s why the sPANGLEAM 
EMT you use on the job is so easy to 
work with. Quality-control 
manufacturing processes 
produce uniform wall thick- 
nesses ... the weld is strong, 
smooth and uniform... the 
finish does not crack, chip, 
blister or peel. 
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GAANG 
CONDUIT TWO GATEWAY CENTER, PITTSBURGH, PA 


You'll find the same care practiced 
on SPANG HD and SPANG Black, too 
So, buy top-quality conduit... buy 
SPANG for easier, faster, better installa 
tions. Your local Spanc Distributor 
carries the complete SPANG line. See 
him for top-quality Spanc Conduit. He 


will give you top-quality service, too 


SPANG-CHALFANT 


n ef The Netienal Supply Compeny 


\ 
GENERAL SALES OFFICE 


District Offices and Seles Representatives 


nm Principe! Cities 








Chris J. Witting, formerly presi- 
dent of the Westinghouse Broadcast- 
ing Company, hus been appointed 
general manager of consumer prod- 
ucts for the Westinghouse Electric 
Corporation, chairman and president 
Gwilym A. Price announced. 

The appointment is effective im- 
mediately. Mr. Witting, who will be 
proposed for election as a vice-presi- 


Chris J. Witting 


dent at the next meeting of the 
Westinghouse directors on November 
30, succeeds John M. McKibbin. Mr. 
McKibbin, vice-president in charge of 
consumer products since 1949, joins 
the staff of John K. Hodnette, as vice- 
president - general manager. Mr. Wit- 
ting’s successor will be named later 
by the Westinghouse Broadcasting 
Company. 


Frank Brady, Atlanta district sales 
manager of National Electric Products 
i asa has been named New York City dis- 
trict manager for the Pittsburgh, Pa., 
LINE GUARDS or ARMOR RODS manufacturer of electrical distribu- 
Line guards, a development from tion systems, according to an an 

TREE ARMOR Rods are used, like nouncement made by Mr. Bennett 
ARMOR Rods, to protect against Mr. Brady, who has been with 


TRIMMING arcover, chafing and mechanical National Electric since leaving the 


wear due to concentrated stresses. 





Reduce maintenance expense . . . improve customer good-will 
by protecting your conductor with Preformed Line Guards. 
Metal or plastic guards available...all are accurately formed to 
fit snugly without loosening. Easy to install—no tools needed. 


These exclusive guards assure positive protection against the 
abrasive rubbing of tree limbs, corners of buildings, poles and 
other damaging objects. Dangers of grounding are eliminated 
. . » insulation life prolonged indefinitely. Conductor mainte- 
nance is nil. 


For longer care-free service—a greater safety factor, specify 
Preformed Line Guards. 


© For complete details of their exclusive advantages, write or 
telephone Cleveland: EXpress 1-3571, Frank Brady 


United States Army in 1946, will di- 
rect sales activities in metropolitan 
New York 


PREFORMED LINE PRODUCTS CO. Mr. Bennett also announced that 


Arthur C. York has been named 
5349 ST. CLAIR AVENUE * CLEVELAND 3, OHIO salesman for NEPCO’s Charlotte, N 


C., sales district 


ELECTRICAL SOUTH for JANUARY, 1956 








The NEW “REDEGE” Benfield Bender 
3 toois do all hand bending jobs 


of both 


Here is a new one-piece hand tool for 
bending Sherarduct, other types of rigid 
steel conduit, and Xduct Junior elec- 
trical metallic tubing. 

It's the first universal portable hand 
bender ever to be developed which can 
be used for both rigid conduit and thin 
wall tubing. A low cost tool, competi- 
tively priced, it eliminates the need for 
bench-mounted bending equipment for 
small size conduits. 


CHECK THESE FEATURES: 


One piece—with solid non-skid hook 


Extended foot treadle—gives extra bend- 
ing leverage 


rigid Conduit and EMT 


Safety reinforcing collar—removes 
strain from threads 

Built-in back pusher 

Bender is also measuring gauge—rules, 
tape measures often unnecessary 

Five year guarantee against breakage 
or defects 

Peek hole for left-handed use 


3 TOOL SIZES 


Catalog #1050 —Bends 2” thin wall 
Catalog #1075—Bends %” thin wall and 
Yr" rigid conduit 


Catalog #1100—Bends 1” thin wall and 
%” rigid conduit 


Make the Test... Combine the Best—-Sherarduct Conduit and the Redege Bender 


National Electric Products 


PITTSBURGH, PA. 


3 Plants * 10 Warehouses * 36 Sales Offices 
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THE BIG NEWS in circuit breakers is this BullDog Two- 
Pole, Common Trip Duo-Guard Pushmatic. Simplifies 
wiring. Makes installation easier and faster. The new 
terminal screw vetainer (circled) ends fumbling and 
wasted time ... you get oa bolted connection fast. 


New Two-Pole 
“Common Trip’’ 


Duo-Guard Pushmatics 


The heavy-duty, safe, positive switching and protective device 


There’s real convenience, real safety in two-pole breakers 
now. BullDog’s new Duo-Guard Pushmatic® Common Trip 
breakers for Electri-Centers® are now available for two-pole, 
220V circuits (15 to 50 amperes)—for residential, commercial, 
institutional and industrial applications. 


Operation of this new two-pole Common Trip Pushmatic is 
simple and safe. (1) A push of the button gives simultaneous 
“ON” or “OFF” operation. (2) In the event of an overload or 


short circuit, both poles are automatically de-energized. 


Of course, Duo-Guard protection is built into each Commo 
Trip, too, just as it is into single-pole Pushmatics—your 
assurance of automatic, two-way protection in any circuit, 


Ask for a demonstration of the new Common Trip now. 
See your BullDog field engineer or qualified distributor or 
write BullDog Electric Products Co., Detroit 32, Michigan. 

OBEPCO 


mw.wmmeommm BULLDOG 


ELECTRIC PRODUCTS COMPANY 
A Division of |-T-E Circuit Breaker Compony 


Export Division: 13 East 40th Street, New York 16,N.Y.  * 


In Canada: BullDog Electric Products Co. (Canada) Ltd,, 80 Clayson Road, Toronto 15, Ont, 


CONSULT THE FOLLOWING SOUTHERN REPRESENTATIVES: 


WILSON ELECTRICAL EQUIPMENT CO. 
2930 Commerce St., P.O. Box 1725 
Houston, Texas 


WILSON ELECTRICAL EQUIPMENT CO. 
101 E. Maple St. 
Sen Antonio, Texas 


STANDARD ELECTRIC MFG. CO. 
2401 Federal St., P.O. Box 1138 70 Bennett St., N.W., P.O. Box 8, $ta,0 


WALKER ELECTRICAL CO., INC, 


Dallas 1, Texas Atlanta, Georgia 





A. C. York 


William and Mary at Williamsburg, 
Virginia, Mr. York has had experi- 
ence in expediting deliveries of elec- 
trical products from manufacturers 
to distribution and supply organiza- 
tions. . 

National Electric Products’ new 
Houston, Texas representative is J. 


D. Williams, who was educated at soa . "| HIGH STRENGTH BRONZE ALLOY 


Duriprpip 


“DG” CONNECTORS 


The answer to any problem of high-pressure 
contact in their cable range especially 
designed to meet today’s increasing loads 

on distribution systems. The extra clamping 
strength of Anderson's "DG" Connectors 

assure trouble-free, long-life connections, Long, 
strong ‘jaws’ plus long silicon bronze bolts 
combine to provide linemen with a truly 

“fumbleproof” connector that will save time 

and eliminate handling difficulties 
They will “hang” without ~~ 
¢ 


4 D Williams over no nuts to lom no nec 
. 


ever to completely disassemble 


Texas A & M and the University of SEAS man “Sana "mee! sor. Cneis Shemiee 
Tulsa. He will work for National 06.8 rn 142 
Electric Texas district sales manager *0G-85H é 
James Flood. 0G-6 4 
He has worked as a mechanical *0G-6SH 4 
engineer and brings to the Pittsburgh 0G-4 4 
electrical manufacturer experience in Ae - 
this field as well as in purchasing. 06.170 
Charles F. Meyer has been elected 06.2/0 0 3 
to the newly created position of as- 0G-4/0 4/0 4 


0G.! 


*Furnished with slotted head bolts 
NOTE, Minimum clamping range is one maximum conductor 


FOR MORE COMPLETE INFORMATION ... consult 
your nearest ABW representative or contact 
our home office. 


Aluminum & Lronge rower 


CONNECTORS + CLAMPS * FITTINGS tb R A 8 5 W 0 +4 4 & 
* ACCESSORIES for SUBSTATION «+ 
TRANSMISSION * DISTRIBUTION 


SYSTEMS for ouen a Juarlar INCORPORATED 


Conlury BIRMINGHAM, ALABAMA 

















Cc. F. Meyer 
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sistant vice-president of National 
Electric Products. 

Mr. Meyer, formerly district man- 
ager of the firm’s New York sales 
territory, will be responsible for high 
level contact with electrical con- 
tractors throughout the United States 
and will act as coordinator and 
liaison agent between National Elec- 
tric and all government agencies. 

In 1941 Mr. Meyer joined the 
Pittsburgh electrical manufacturing 
company as manager of the industrial 
sales department. 


Barry %. Foley, sales manager of 
FASCO Industries, Inc., Rochester, 
N. Y., announces the appointment of 
the Frank W. Collins Co. of Atlanta, 
Ga., as FASCO sales representatives 
on FASCO fans and ventilators for 
the states of Alabama, Georgia, and 
Tennessee. 


The election of Arthur M. Kiely 
as treasurer of Buffalo Forge Com- 
pany has been announced following 
a meeting of the company’s board of 
directors. Mr. Kiely, who is also a 
vice-president and a director of the 
company, assumes the additional 
post of treasurer previously held by 
Edgar F. Wendt, president. He has 
been associated with Buffalo Forge 
since 1930. 


Technical books 





Engineer examination 
questions, answers 


By William S. LaLonde, Jr., Mc- 
Graw-Hill Book Company, 327 W. 
41st St., New York 36, N. Y., 462 
pages, 215 illustrations, $6.50. 


This new publication entitled 
Professional Engineer’s Questions 
and Answers will assist candidates 
for engineering licenses to get the 
closest possible idea of what the 
real examinations are like and 
what they need to know to pass 

This selection of over 500 ques- 
tions was drawn from recent actual 
examinations for professional en- 
gineer license, land surveyor 
license, and engineer-in-training 
certificate. For every question 
there’s a detailed answer of the 
type examiners accept and credit. 

Questions cover all major phases 
of professional engineering exami- 
nations, There are questions in 
fundamental engineering, in chem- 





atrohbhe rprovpucts 


FLOOR BOXES « 


WIRING SPECIALTIES 


2 


SERVE LONG AND WELL 


Years of actual use have earned impressive 


leadership for "Latrobe" floor boxes and 


wiring specialties. You save time, money 


and 


worry 


by installing "Latrobe" 


products. 


Floor Boxes «¢ Cover Plates « 
Nozzles «+ Fish Wire « 
Supports « 


Pipe or Conduit Hangers « 
Cable Supports « 
Staples and Cable Clips 


Gang Boxes «+ 


Junction Boxes «¢ Insulator 


Write for New Catalog 
Represented in the South by 


CARY CHAPMAN & COMPANY 
702 Whitehall! S+., S.W., Atlanta, Ga. 
213 S. Front St., New Orleans 12, La. 
1009 South Elm, Greensboro, N. C. 


F. P. WALTER COMPANY 

4030 Chouteau Ave., St. Louis 10, Mo. 
JIM ROBERTSON & COMPANY 
2104 Irving Bivd., Dallas, Texas 

1901 Commerce St., Houston, Texas 


FULLMAN MANUFACTURING Co. 
LATROBE .. . PENNSYLVANIA 





for the electrical man 


ical, civil, electrical, and mechan- 
ical engineering. Many are com- 
posites of the more complex ques- 
tions found in professional engi- 
neering examinations all over the 
United States. Thus the license 
candidate can thoroughly prepare 
himself for his examination no 
matter what his field of engineer- 
ing may be or in what part of the 
country he will take it 

The author, William S. LaLonde, 
Jr., draws on long and intimate ex- 
perience in preparing license ex- 
aminations. A licensed professional 
engineer, he is chairman of the 
Department of Civil Engineering 
at Newark College of Engineering 


Audio Amplifiers and 
Associated Equipment 


Published by Howard W. Sams and 
Co., Inc., 2201 East 46th St., Indian- 
apolis 5, Ind., 352 pages, $3.95. 

This sixth in the series of bound 
volumes of Photofact Folders covers 
36 Amplifiers, 18 Pre-amplifiers, and 
13 AM-FM Tuners produced in the 
years 1953 and 1954 

Each unit is thoroughly covered by 
photos, parts lists, standard notation 
schematics, voltage and resistance 
data and servicing information 

The manual is valuable not only 
to the technician specializing in audio 
but also the experimenter and hobby- 
ist who 
data on many different pieces of e- 
quipment 


want to have the complete 


Practical radio servicing 


By William Marcus and Alex Levy, 
McGraw-Hill Publishing Co., 327 W 
41st St., New York 36, N. Y., 559 
pages, $8.50 

Assuming the reader has no pre- 
vious knowledge of radio, this man- 
ual guides the beginner from a sim- 
ple interest in radio servicing to the 
point where he can operate as a pro- 
ficient repairman. 

The book tells how to test, repair, 
and replace parts of a-c/d-c super- 
heterodyne battery re- 
ceivers, three - way portables, and 
small phonograph combinations. 
It describes the operation and 
use of test instruments for serv- 
icing work, and _ gives trouble- 
shooting short-cuts for identifying 
faults. It tells what tools are needed, 
and explains how to use them. 

Practical job sheets are included 
for use with an actual receiver to 
give the reader real experience with 
servicing problems and procedures. 


receivers, 
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NEW Y 


¢ NTRAI 


“Because Business Publications bring us 
vital news of people and products...” 


says ALFRED E. PERLMAN, President, New York Central Railroad 


“ 


. we read the business magazines of our field Top men in every business feel this same way 


widely and regularly.” about the Business Publications they read regularly 


Consider the number of fields that affect railroad They like the timely, pertinent information they get 


operations, and you can see why dozers of Business from alert reporters and businessmen writers 


Publications are “never missed” by Mr. Perlman and they like the new ideas and product information 


and his associates. they get from the advertisers. These advertisers 


know that the best way to get their products read 
about by the men they want to reach is to advertise 
in Business Publications—the magazines their pros 


pects “never miss”. 


NATIONAL BUSINESS PUBLICATIONS, INC. sas « siroct, w. w., washington 5, D.C. + Sterling 3-7535 


The national association of publishers of 173 technical, decisions in the businesses, industries 
professional, scientific, industrial, merchandising and professions 
marketing magazines, having a combined circulation 
of 4,098,937 .. . audited by either the Audit Bureau of 
Circulations or Business Publications Audit of Circula- 
tion, Inc. . . . serving and promoting the Business Press 
of America . . . bringing thousands of pages of special- 
ized know-how and advertising to the men who make 


sciences and 
..pin-pointing the market of your choice 


Write for a list of the NPB publications and the 
“Here's How” booklet, “How Well Will We Have to 
Sell Tomorrow?”, written by Ralston B. Reid, Advertis 
ing & Sales Promotion Manager of the Apparatus Sales 
Division, General Electric Company. 
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rhymes with FINE 


ROOM 
RATED 


BQoFans 


Easier to buy 
Easier to specify 
Ventilating 


NOW! Pryne Blo-Fans are 
ROOM RATED — telling you 
instantly the size and model fan 
for best results under actual 
on-the-job conditions... 
from simple square 
footage figures! 


Fe 


CALCULATOR! 


PRYNE & CO., INC, ESRPI 
KEYSER, WEST VIRGINIA 


Rush the FREE Room-Rated Ventilating Colculator 
a, a 


c 





peny -—_— 


Add, 





City. Zone... Stote lie 
Leneeneeeseeeeanessesseese 














Free bulletins 





A new edition of General Electric's 
well-known booklet on the inter- 
changeability of power tubes (ETI- 
719B) used in broadcasting and in- 
dustry, now is off the press 

A new feature of the book is a 
listing of the 282 tube types in alpha- 
betical and numerical order instead 
of by manufacturer. The list includes 
all types of power tubes for which 
G.E. has a direct replacement 

This new edition is available from 
G.E. tube distributors. 


Available upon request, Okonite’s 
new 16-page general catalog, Bulletin 
1096, lists all trade names, products, 
and their applications. Two selection 
charts—one by application and en- 
vironment and one by cable type- 
are a practical guide in selecting the 
best insulated electrical cable for 
each condition of use. Minimum 
Standard industry specification re- 
quirements are also listed for each 
insulation and covering where ap- 
plicable. For your free copy, write 
for Bulletin 1096 to The Okonite Co., 
Passaic, N. J. 


A new four-page brochure, From 
Push Buttons tc Panel Boards, which 
illustrates the use of plastic tapes as 
a new insulation material for elec- 
trical contro] equipment now is avail- 
able from the Permacel Tape Cor- 
poration, New Brunswick, N. J., 
manufacturers of industrial tapes. 

The four-color brochure describes 
how to save time and labor by using 
plastic electrical tapes as an in- 
sulating agent instead of fiber board 
Copies of the brochure may be ob- 
tained by writing Permacel Tape 
Corp.’s Advertising Services Depart- 
ment, New Brunswick, N. J. 


J. R. Richards Company, electrical 
manufacturers, announce publication 
of three bulletins describing and il 
lustrating Richards’ new set screw 
type EMT fittings, switch box holder, 
and “multi-purpose” box supports. 
These bulletins may be cbtained by 
addressing the company at P. O. Box 
482, Carnegie, Pa. 


Vital data on Smithcraft fluores- 
cent fixtures and current prices are 
incorporated in two timely price cata- 
logs published recently by Smith- 
craft Lighting Division, Chelsea, 
Mass. ... one titled “Fluorescent 
Lighting Equipment”; the other, 
“Architectural Troffers.”’ 

Smithcraft’s price catalog on com- 
mercial and industrial fluorescent 
lighting fixtures is a 32-page hand- 








The Magazine 
for 
Southern 


Electrical Men 


Is 
ELECTRICAL SOUTH 


MAKE USE 
of our 
READER SERVICE 


The editorial and business staff 
of Electrical South is eager 
to serve you. One way in which 
we can help you is to make it 
easy for you to draw upon the 
wealth of technical and pro- 
available 


motional material 


from manufacturers. 


In the accompanying pages are 
the descriptions of scores of 
useful catalogs, application in- 
formation booklets, and tech- 
nical publications. These are 


available without charge. 


Check over the list of publi- 


cations available, circle the 
numbers of the ones you need, 
and mail the coupon to us with 
your name, title, company and 
address plainly written. We will 
tell each manufacturer to send 
directly to you the information 


you want. 
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book of information. .. a “pony 
catalog” that should be within reach 
of every one concerned with fluores- 
cent lighting. 

Smithcraft’s price catalog on archi- 
tectural troffers contains 12 pages 
jam-packed with every needed fact 
and figure regarding architectural 
troffers. Spotlighted are the 12 new 
Smithcraft troffer features to aid in 
ceiling planning. 

Copies of each of these catalogs 
may be obtained by writing Smith- 
craft Lighting Division, Chelsea 50 
Mass. 





SWITCH BOXES 
OUTLET BOXES 





Kaiser Aluminum and Chemical 
Corp., has released an eight-page 
three-color brochure describing its 
new line of Type TW aluminum 
building wire for commercial elec- 
trical circuits. Convenient tables com- 
pare aluminum conductor with cop- 
per showing the light metal’s ad- 
vantages on the basis of cost per 
ampere, current carrying capacity 
and circuit length versus conductor 
size for one volt drop. 

Actual installations are illustrated 
and one _ section is devoted to 
answering questions on relative con- 
nection costs, conduit sizes, and han- 
dling techniques. The brochure is 
available from the Industrial Service 
Division, Kaiser Aluminum and 
Chemical Corp., 1924 Broadway, 
Oakland 12, Calif. 








An information catalog sheet de- 
scribing the new line of “Classic” 
circline fixtures has been issued by 
the Carter Lighting Co., Chelsea 50, 


cau Ges Gow coins deat hoo. For faster, easier box installations, specify the 


trates and describes the Carter 
“Classic,” a 24-inch square residential K —E Vv gS 7 oO N = '@ ] U A ® | is Vv * | a | = 
and commercial fluorescent fixture 
with “softone” plastic panel shield- 
ing. 


You name it and Keystone has it! Square cornered, 
bevel cornered, and non-gangable switch boxes. 
Octagon, square, and handy type outlet boxes, Plus 

bar hangers and bar-box combinations to meet every 
equipment available from Weston 


need. What's more, every item in the Keystone 
Electrical Instrument Corp., 614 BAR HANGERS | Quality Line is loaded with time-saving, cost reduc- 


Frelinghuysen Ave., Newark 5, N. J. ee | ing features. Knockouts and pri-outs are designed 
It includes all instruments for serv- J 


————T for easy, split-second removal. BX or Romex clamps 
icing TV, radio, and other communi- j are preassembled and nested in the box for easier 
cations equipment, as well as all in- Ee 


- pulling of wires. Holes for clamp screws are ex- 
dustrial electronic and_ electrical truded to eliminate stripping of threads. Switch and 
equipment. outlet boxes are available with brackets for side or 
face mounting to studs. And the popular octagon 
outlet boxes are offered separately or in combina- 
Berko Electric Manufacturing Cor- tion with deep or shallow offset bar hangers. 
poration, . 212-40 Jamaica Ave., Yes, when it comes to wiring devices and wiring 
Queens Village 28, New York, has installation equipment, you can count on Keystone 
recently prepared a new eight page for the items you need when you need them. A 
two color, catalog which embraces complete new catalog describes the entire Keystone 
all of the firm’s glass electric radiant Quality Line. Send for your free copy today! 

heat panel line. The catalog, GC-101, 

also includes information on both 
low voltage and line voltage thermo- 
stat controls. The catalog is exten- 
sively illustrated with pictures of 
every item manufactured, together 
with installation pictures, construc- 
tion detail diagrams and instructions 


New catalog R36A illustrates and 
describes the complete line of test 





the Complete Line of Wiring Installation Equipment 
SOLD ONLY THROUGH RECOGNIZED ELECTRICAL DISTRIBUTORS 
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Power... 


to make dreams come true 


From Fantasyland to Tomorrow- 
land, Marcus Transformers 
provide trouble-free, uninter- 
rupted service in Disneyland — 
fun capital of the world. 

Your business, too, can profit 
by using the transformers 

that are setting new standards. for 
the industry. For transformers 
that exceed specifications, 
order ~ MARCUS. 


A complete line of dry type 
and liquid-filled transformers 
through 5000 KV A. 


—_— AHWAY, NEW JERSEY 


Mark of Quality 3 Representatives in Principal Cities 








NEW 1956 EDITION 
JUST OFF THE PRESS 


ELECTRICAL 
ESTIMATING GUIDE 


Covers Over 2000 Wiring Jobs 


This new, entirely different estimating guide has 
175 completely worked out charts. 


Authentic, Time Saving—Easy to Use 


This book is easy to use—it has no complicated 
mathematics or formulas to work over. You merely 
determine the nature of the wiring. check it in the 
BLUE BOOK OF ELECTRICAL ESTIMATING and 
there's your answer—it's the simplest estimating 
book ever written. 


FREE NATIONAL ELECTRICAL CODE BOOK 
Just For Examining Blue Book 


This book was written by @ successful electrical contractor and estimating engineer 
with over 20 years’ experience. It has an entirely different method of determining 
estimates on wiring jobs. Electrical contractors, journeymen, architects, and engineers 
will find use for this book every day. Gives time required to do jobs along with 
complete labor oom in every state in the country. Order this book now at special 


introductory price $7.75. As @ special offer to Electrical South readers the pub- 
lishers give a free copy of the latest National Electrical Code Book just for examin- 
ing the 1956 Blue Book of Electrical Estimating. 

ESTIMATING HANDBOOKS ASSOCIATES — DE KALB, ILL. 


the NEW BLUE BOOK OF ELECTRICAL ESTIMATING and the latest edition of 
and nothing With rm ‘it pes ‘sr 78 oius ad ‘i ane 
owe 5 eep will pe ° Pp e » 8 

Book FREE even if | return the Blue Book of Electrical Es we.” 


ZONE STATE 
cost. 
-75 plus C.0.D. fee on delivery. 





January, 1956 














New products 





New hydraulic digger 
announced by Holan 


A NEW HYDRAULIC digger has been 
announced by the J. H. Holan Corp., 
4100 W. 150th St., Cleveland, Ohio 
The new digger, known as the Holan 
4401-H Hydraulic Earth Borer, is 
available from all Holan plants, in- 
cluding the plant at Griffin, Ga 

The new digger is driven by power 
take-off. A rugged gear-type pump 
powers a similar reversible gear-type 
hydraulic motor for rotation of the 


digger. Precise hydraulic control is 
furnished by a hollow-plunger valve 
located in the cab or at the rear of 
the truck—depending upon derrick 
location. Quick-release, elf-sealing 
hydraulic hose connections spin on 
and off like wing nut: 

Usually supplied with augers for 
digging holes to eight feet in depth, 
the 4401-H can be made to dig deeper 
if necessary. Flighting, available in 
three or 5\4-foot lengths, is available 
for hole diameters from eight inches 
to 22 inches 

Joined with Holan’s 4700 Power 
Derrick, the digger becomes doubly 
effective. The units can work as a 
team, both powered by the same 
hydraulic system. A special double- 
sheave and double-winch arrange- 
ment enables the derrick to handle a 
pole and the digger at the same time 

a big advantage when setting poles 
in sand, swamps and quicksand. The 
derrick powers the digger into the 
overhead storage position, where it 
rests in a saddle between the derrick 
side legs. 


Carter Lighting announces 
addition of the ‘Accenter' 


THE “AccEeNTER” has been added to 
the line of lighting fixtures manu- 
factured by the Carter Lighting Co., 
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Chelsea 50, Mass. This fixture can 
be used in a variety of lighting ap- 
plications, including counter, chalk- 
board, bulletin board, sign and light 
combinations and other “custom” ap- 
plications. The plastic panels on the 
Accenter are removable so the unit 
can be mounted either individually 
or in continuous rows. 

Because of its “open back” design, 
the Accenter, as its name implies, 
provides “accent” lighting to high- 
light merchandise and selling areas, 
in addition to general low-brightness 
illumination. 

The Carter Accenter comes 
equipped with trigger or rapid-start 
ballasts and is available in two-, four- 
and eight-foot sections. 


Southern States designs 
new double-vented cutout 


DEVELOPMENT of a new open type 
distribution cutout was recently an- 
nounced by Southern States Equip- 
ment Corp., Hampton, Ga. The 33-F, 


a double-vented cutout, employs new 
principles of design and construction 
which permit it to interrupt fault 
currents as high as 10,000 RMS 
amperes, 


G-E announces 480-volt 
molded case breakers 


NEW, SEPARATE 480-volt a-c inter- 
rupting ratings for General Electric 
molded case circuit breakers have 
been announced by G-E’s Trumbull 
Components Dept., Plainville, Conn 

For F, J, K, and L frame sizes, the 
new 480-volt a-c interrupting ratings 
are 15,000 amp, 20,000 amp, 25,000 
amp and 35,000 amp, respectively. 

Since approximately 90 per cent of 
industrial applications for molded 
case circuit breakers are on circuits of 
480 volts and below, the new 480- 
volt a-c interrupting ratings make 
possible substantial savings for pane]l- 
board and switchboard builders and 
for industrial users. 





LEVITON brings you the best in wiring devices... 


TWO NEW DUPLEX SWITCHES 
added to complete the COMBINATION LINE 


These heavy duty switches are type C, 
T-rated: #5215, one single-pole and one 
3-way switch in a single unit; #5217, 
two 3-way switches in a single unit. Both 
switches are independent of each other 
on the same circuit and designed to fit 
standard duplex wall plates. Sturdy con- 
struction with cover in either brown or 
ivory phenolic. Each rated 10A-125V-T, 
5A-250V. Listed by U.L. and C.S.A. 
Meet R.E.A. and Federal specifications. 


There is no finer line of combination 
wiring devices than the Leviton “5000” 
series. Now, with these two new switches, 
the “5000” series assures complete selec- 
tion for every requirement. 


i 


your best jobs are done with 


y oat pete a! 
Pd 








Always specify LEVITON “S000” LINE 
for long, trouble-free performance: 


# 5000—T-Slotted Duplex Outlet 
#5001—Single Pole Switch 
#5211—Single Pole Switch & Outlet 
#5212—Duplex Single Pole Switches 
#5213—Singie Pole Switch & Pilot Light 
#5214—Duplex Switches—Separate 
Circuits 
#5215—Single Pole & 3-way Switch 
#5211—Two 3-way Switches 
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VITON 


— 


LEVITON MANUFACTURING COMPANY. BROOKLYN 22, N. Y. 
Chicago — Los Angeles — Leviton (Canada) Limited, Montreal 
For Best Results Use Wire By AMERICAN INSULATED WIRE CORPORATION 
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WALL ond ROOF 
BRACKETS 


EASIEST TO WIRE PATENTS PENDING) 
AND INSTALL 


ARM AND LUMINAIRE 
WIRED IN 
NOTE HOW WIRES 


ADVANCE. 5 ‘ee SR OFROM ASSEMBLED ARM 


he AND LUMINAIRE RUN 
FITTER SLIPS > STRAIGHT THROUGH. 
OVER POST ; ce yee “X" TYPE SPLICE BOX 

. aes. sf PERMITS CONNECTIONS 
AND YOUR ~ < ; = FROM TOP, BOTTOM 


HANDS ARE FREE. i SA ae AND SIDES. 


AMPLE ROOM BELOW 
TRANSFORMER. BIG 

SPLICE BOX HAS 4 
TAPPED HOLES. 


Cat. No, 861 
Wall Type Bracket Only 


NOTE LARGE, CURVED RACEWAY 

WHICH PERMITS EASY FISHING. 
_ Cat. No. 860 

om Wall Type Bracket Only. 


Roof type mounted 
with Revere Mercury 
Luminaire. Bracket 
shown with trans- 
former, Also avail- 
able without trans- 
former. 


Wall type mounted with Revere 

“Endoval"” Mercury Luminaire. 

Bracket also available with pro- 
vision for transformer. 


Revere scores again with this outstanding series of Wall and Roof Brackets. They 
are Superior in Design — Quality and Performance . . . of Heavy-Duty Cast 
Aluminum Construction and save hours in Installation time through simplified 
provision for wiring. Available with 114 inch aluminum arms or with hot-dip 
galvanized steel arms for mounting Revere Mercury or Incandescent Luminaires 
Arms are locked in position with heavy cup-point screws. Roof type arm swings 
over parapet, Wall type swings back to wall for safe, easy servicing. 


Write for Catalog Data and Prices 


REVERE ELECTRIC MFG. CO.~ © 6009-17 BROADWAY © CHICAGO 40, ILL. 
Available in Canada thru Curtis Lighting, Ltd., Leaside, Toronto, Ontario 





Arrow-Hart adds new 
Quiette lock switch 


Arrow-Hart & Hegeman Electric 
Co., Hartford, Conn., announces an 
addition to its line of Quiette light 
switches, the new Interchangeable 
Quiette lock switch. Designed with 
lock-type handle, this new switch 
can be turned on and off only with 
the key provided. The manufacturer 
states that this will prevent tamper- 
ing with the light switch—especially 
in public buildings, institutions or 
wherever the possibility of having 
lights turned on and left on un- 
necessarily exists. This will mean im- 
portant savings in electricity. 

It is also emphasized that the Inter- 
changeable Quiette lock switch is an 
effective safeguard against accidents 
and injury, resulting from the un- 
authorized use of electricity in the 
work shop, garage, attic, basement or 
laundry. 

This new lock-type switch is 
similar in appearance to the regular 
Interchangeable Quiette light switch. 


Exhaust fan designed 
for industrial use 


A NEW ruggedly constructed, 
heavy-duty propeller type exhaust 
fan designed specifically for indus- 
trial installations is now available 
from American Blower Corp., De- 
troit 32, Mich. 

. Designated the Model K Ventura 
Fan, the new unit is available with 
two-speed or constant-speed direct 
drive totally enclosed motors. A large 
range of sizes are offered with 
capacities from 587 cfm to 12,800 
cfm. The new design will operate 


against static pressures up to % inch. 
The streamlined inlet of the Model 
K fan permits a free flow of air with 
minimum resistance in exhausting 
smoke, fumes and other contaminates. 
Precision fan wheel balancing 
techniques coupled with rugged, vi- 
bration-free mountings and supports 
for the totally enclosed motor in- 
sures low maintenance and long-life 
dependability for the new fans. A 
square mounting panel design con- 
tributes to ease of installation. 
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New two-way fixture 
designed by Killark 


A NEW two-way cast aluminum 
vaporproof lighting fixture has been 
designed by the Killark Electric 
Manufacturing Co., Vandeventer and 
Easton Aves., St. Louis, Mo., as an 


obstruction light or a two-way light. 
It is ideal for use as an indicator 
light, a safety light, or a blinker. 

It is available in many colored 
globes and will take up to a 150-watt 
lamp on each side. 

The unit, identified as VDG-110 in 
the new Killark catalog, comes fur- 
nished with a rigid %-inch conduit 
hub. It is constructed of aluminum 
and will not rust or corrode. 


Pyle-National offers 
new panelboard design 


PyLE-NATIONAL Co., 1334 N. Kost- 
ner Ave., Chicago 51, IIL, has an- 
nounced a new design in cast alum- 
inum circuit-breaker panelboards for 
hazardous locations. 

The outstanding feature of these 
explosion-proof panelboards (desig 
nated EPB series) is the unique 
triple-sectioned grooved joint, which 
meshes cover, end plate and body to 
form a continuous metal-to-metal ex- 
plosion-proof seal. Approximately 
three turns of the end plate releases 
the cover, which lifts off allowing 
complete visibility of, and quick ac- 


tA a. . 
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ANY Mutnber of Circwite 


assembied 
without 
hardware 
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New self-covered 750 volt sectional pres-SURE-blocks are avail 
able either as completely assembled ‘one-piece’! terminal 
blocks or in separate sections for user's assembly 


Settions with factory installed contacts are available in either a 
dot design for hand assembly and disassembly or a pres-fit 
design for permanent assembly by means of a simple fixture 


Contacts are available for either stripped wires (/ 18 thru 14, to 
70 amp's) or for looped or terminal-ended wires (8 and smaller, 
to 35 amp's); latter featuring exclusive ‘captive’ screws. 


Write for Bulletin $-1 


ELECTRICAL PRODUCTS 


CORPORATION 
HILL SIDE, NEW JEeRBEY 
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res-SURE-block Assembled 
r Sections pres-SURE-blocks 
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i ga é eaten al 
“One-Piece” ‘AN Type 

Terminal Blocks Terminal! Strips 








Gasaccumulater Co. (Ceneda) Ld., 
IN CANADA/ T2"Gower St. Toronto 16, Ontario 











INSIST ON 
AMERICAN 
Gouded 
ARMORED 
CABLE 


NONE 
BETTER 
AT 
ANY 
PRICE! 


Experienced contractors and plant men insist on American Bonded 
Armored Cable — because of its flexibility — because it handles 
easily — but most of all because there is none better at any price. 
Take a tip from experienced men, Specify American Bonded. 


AMERICAN METAL MOULDING CO. 


146 Coit St. 


Atianta Warehouse 
c. C. MYRICK 
516 Elim, N. W. 

Atlanta, Georgia 


Irvington 11, New Jersey 


Houston Warehouse 
PEABODY BROTHERS 
240 Shea Sf. 
Houston 2, Texas 


Dallas Warehouse 
PEABODY BROTHERS 
3015 Taylor $#. 
Dallas, Texas 
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sell the ~~ 
AUDIBLE 
SIGNALS ~ 
“that are--~ 


EASIER to INSTAL 


ras emateies 


lis Ae 


...and give amazing 


Flexibility, too! 


12 different sound instruments 
all fit one adapter plate 








Handle signal systems? Here's why it will 
poy you to feature Faraday Uni-Pact: 


Easier to install you make more 
profit on each installation. 
Easier to seli—gives your customers 
amazing flexibility (horns, buzzers, 
bells, chimes all plug into one adapter 
plote). 

damage-proof — sound in- 
struments go on after rough-in men 
ore finish © 
Safer to install-—no exposed terminals 
in dead-front adapter plate. 


Note: Smart contractors rely on Sperti 
Faraday engineering for the best in: 
Annunciaters + Synchronous Clocks + 
Door Openers + Fire Alarms + Trans- 
formers + Electric Clock Systems * Contact 
Devices + Freezer Alarms * Sirens + Plug- 
master Cord Sets. 


Fahaday /nc. 


Engineers in Sound and Sight Since 1875 
ADRIAN, MICHIGAN 





cess to, the branch circuit breakers 
and all factory made connections. All 
inspection and maintenance can 
therefore be done from the front and 
two or more panelboards may be in- 
stalled side by side on close center 
with no interference. 

The Pyle EPB series panelboard:s 
are available in two, four, six and 
eight gang types. They take “E” 
frame and “Quicklag” circuit break- 
ers with from two to 24 branch cir- 
cuit controls. 


Staple gun perfected 
for low voltage wires 


Arrow FASTENER Co., One Juniu 
St., Brooklyn 12, N. Y., has intro- 
duced a completely new Staple Gun 
the T-25, for fastening low voltag 
wire automatically, safely and with 
out danger of short circuits or wire 
damage. On jobs involving Bell wire 
thermostat wire, communications 
wire, hollow tube lines and many 
other similar types, the T-25 ha: 
proved to be exceptionally fast 

The main safety factor is the easy 
one-hand operation. This leaves one 
hand always free to keep balance on 


ladders, etc. The stapler also elimi- 
nates snagging hands on nails or 
staples. To prevent any possibility of 
short circuits or damaged wires, the 
staple is stopped automatically at the 
right height. The T-25 staple fits 
tightly because it is designed with a 
round crown yet it can never cut the 
sheathing or insulation 

The most radical feature of the 
new T-25 is its tapered striking edge 
The bottom edge tapers down to a 
size just slightly wider than the wire 
itself, enabling the T-25 to fasten 
wire in tight corners. 


Photoelectric control 
for tunnel lights 


AUTOMATIC TURN-ON of tunnel en- 
trance lights is accomplished with a 
new photoelectric control device re- 
cently developed by Fisher-Pierce 
Co., Inc., 84 Pearl St., South Brain- 
tree, Boston 85, Mass. Model 63309C 


control is designed to switch high in 
tensity lighting loads, required at 
tunnel entrances so that the eye can 
adjust from brilliant sunlight outside 


to the rel: 
inside the tunnel 


artificial light 


The new control has an adjustable 
turn-on range of 600 to 200 foot 
candles, with factory set turn-on of 
500 foot-candles, turn-off of 400 foot 
candles. In tunnel lighting applica 
tions, closed-during-daytime contacts 
of an SPDT contractor are used 
which are rated at 2000 watts of in- 
candescent mercury or fluorescent 
lighting. For conventional! lighting 
application which requil! a rela 
tively high turn-on point as the level 
of natural daylight 
closed-at-night 


decline the 
contact are used 
which are rated to switch 3000 watt 
of lighting. The adjustable turn-on 
range is then 100 to 500 foot-candle 
with a standard setting of 400 foot 
candles turn-on and 500 foot-candle: 
turn-off 

Typical Fisher-Pierce performance 
and construction include 
“fail-safe” action which keeps the 
controlled lights on should any func 
tional failure occur in the electronic 
circuit; 5-7 second time delay to pre 
vent transient lights from operating 
control; rugged construction and 
weatherproof watt-hour meter hou 
ing which can be mounted on any 
flat or curved surface. The 63309C 
unit has a hi-pot rating of 3 KV and 
an insulation level (lightning) of 7 
KV; it is designed for operation on 
105-130 volt, 50-60 cycle A-C 


features 


Paulding introduces 
new grounding adapter 


POWER TOOLS, appliances and other 
equipment with three-wire U-blade 
ground caps can now be operated 
from standard two-wire outlets, with 
an adaptor now available for this 
purpose, manufactured by John I 
Paulding, Inc., New Bedford, Mass. 

The Paulding No. 65 Grounding 
Type Adaptor is equipped with a 
green three inch thermoplastic in- 
sulated ground lead. One of the two 
parallel contact blades is cadmium 
plated for positive identification. The 
molded, all-Bakelite unit is rated for 
15A-125V, and is listed by Under- 


writers’ Laboratories 
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A-C announces new line 
of current transformers 


A NEw Line of thermo-setting epoxy 
resin cast indoor-outdoor current 
transformers designed for operating 
meters and instruments in single- or 
three-phase circuits up to and in- 
cluding 600 volts has been announced 
by Allis-Chalmers Pittsburgh Works. 

Primary and secondary polarity 
markings are permanently molded 
into the transformer casing to facili- 
tate correct connections. An etched 
stainless steel nameplate attached to 
the transformer carries all the es- 
sential information for correct opera- 
tion of the unit. 

Since the secondary terminations 
are on top of the transformer, it is 
possible to mount the units close to- 
gether. A short circuiting device, 
which requires no tools to operate, 
is incorporated into this secondary 
terminal arrangement. 

The transformer can be mounted 
either vertically, horizontally or in- 
verted by means of a steel plate base 
to provide flexibility in hook-up. 

The new transformer (Type BKM) 
is available in 1200, 1500, 2000, 3000, 
and 4000-ampere ratings, all of which 
are designed for 0.3 accuracy by ASA 
standards with a burden of B-0.1, 
-0.2, -0.5, and B-1. 


Anaconda offers 
dual-purpose wire 


A NEW dual-purpose wire which 
can be used both as a building wire 
and a machine tool or appliance wire, 
and thus permits an industrial con- 
cern to stock only one type of wire for 
either use, has been announced by 
Anaconda Wire & Cable Co., 25 
Broadway, New York 4, N. Y. 

Called “Densheath 900,” the wire 
consists of a bare copper conductor 
insulated with an oil and moisture 
resistant Densheath (polyvinyl chlo- 
ride) 90° C compound, and slipper 
compound overall to insure ease of 
pulling in conduits, 

This wire is especially recom- 
mended for use in steel, chemical, 
paper, petroleum, tobacco, brewery 
and other plants where continuously 
high temperatures are commonly en- 
countered. It is also designed for use 
on machine tools and all heavy-duty 
appliances. 

Although the wire is dual-rated, 
current ratings should be based on a 
maximum of 60° C when used as a 
TW wire in National Electrical Code 
applications. In locations outside the 
jurisdiction of the Code, however, the 
wire can be used to a maximum of 
90° C. When used as a machine tool 
or appliance wire, it carries Under- 
writers’ approval as a 90° C wire 

The new wire is available in sizes 
14 AWG to 2000 mem when used as 
TW; in sizes 14 to 4/0 AWG when 
used as an appliance wire. 


| ee = gen 


=F ASCOLET 


- SET SCREW FITTINGS 


Smooth (Burrfree! 
Pipe Stops 


Precisioned Hubs ensure 
snug-fitting EMT 


Wo EMT Adapters Needed 

No Wasted Time installing Adapters 

Screwdriver is Only Tool Required 

Rugged, Heavy-Bodied, Die-Cast, Rust Proof Aluminum 
Merely lasert EMT — Tighten Set-Screw — it's Finished! 


Other FAST-LOK products: Adjustable Bor-Hangers with Snap-On Studs — 


"Atlas" Conduit Beam Clamps with Swivel Bose — Full line of Conduit 
Supports for Fireproof Construction Send for Catalog 


THE FAsT-] 0K MANUFACTURING CO. 


Bridgeport 5, Connecticut Sales. Offices in all principal cities 








BLACKHAWK INDUSTRIES SNAP STRAP 
the original snap-on clamp 


SNAPS TIGHTER, Aga» HOLDS ITS GRIP 
easier to sell because it’s easier to use 


“ww 
WHY it’s better The B-I SNAP 
STRAP has the “hold bump” at the 
open end of the bracket—really grips 
resists slips like an alligator wrench! 
Ribbed bracket adds to the snap, 
provides rigid contact support of 
the conduit! 


SPEEDS WORK... MORE JOBS, MORE 
PROFITS Faster installations mean 


more profit for installers and their 
suppliers. The SNAP STRAP means 
faster installations .. . eliminates 
time-wasting fumbling, dropping, 
annoyance—all the temper is in the 
SNAP STRAP. Made of heavy gauge 
steel, zinc plated after fabrication 
Wide range of sizes for rigid and 
thin-wall conduit. 


‘Hold Bump’ 


Contact Your Nearest Representative— 
Griffin & Griffin, Box 7374, Station C 
931 W. Peachtree St., N.E., Atlante, Ga 
Kenneth H. Hill, P. O. Box 217, Mt. Dora, Florida 
Paul Mayo Jr., 1725 Arlington Rd., Richmond 20, 
Ve 
. Gulf Seles fgensy Box 184, New Orleans 3, Le 
S$ f 7 when ol bu Bob Roberts Co., Box 459!, Haustan 6, Texas 
R. 8. Wilber Co. 512 S$. Industrial Bivd., Dallas, 


Texas 


BLACKHAWK INDUSTRIES 


DUBUQUE, IOWA 
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PYLE-NATIONAL 


FLEXIBLE 
— CORDS 
& CABLES 


PROTECT EQUIPMENT 
..- REDUCE MAINTENANCE 


@ Keep out water and dirt 

@ Prevent wire terminal strains 

@ Reduce insulation wear 

@ Provide high mechanical strength 
@ “Dress up” deluxe mechanisms 


Sizes %-inch to 3-inch conduit, and \4- 
inch to 24%-inch cable. 


Seld nationally through authorized 
distributors. Write today for Bulletin. 


THE 
PYLE-NATIONAL 
COMPANY 





New fixture combines 
light, sound control 


A new Acusti-Luminaire, “the New 
Yorker,” which combines soft mellow 
light and sound control all in one 
lighting fixture, has been announced 
by Luminous Ceilings, Inc., 2500 W 
North Ave., Chicago 47, III. 

Individual reflectors of sound ab 
sorbent white fibre-glass give quality 
acoustical treatment while utilizing 
full light reflectivity. Soft mellow 
light is provided by the use of side 
and bottom panels of corrugated 
Lumi-Plastic. 

The Acusti-Luminaire provides 
large area, high intensity, low bright 
ness illumination with maximum 
light utilization. Mounts directly on 
the existing ceiling without the re- 
quirement of a structural change 

Available in two-, four- and six- 
lamp styles, the new fixture is 19 
inches, 24% inches, 36% inches, and 
48% inches in width; 48 inches, 72 
inches, and 96 inches in length 
Depth of all fixtures is 64% inche: 


Light duty switch 
announced by Circle F 


A NEW Type of light duty, slow 
make and break switch with the “off” 
position in the center was announced 
recently by the Circle F Manufac 
turing Co., Trenton, N. J. 

Designed primarily for use on a-c, 
this new light duty switch with silver 
plated contacts and one hole mount 
ing, offers decided economies over 
switches designed for universal or 
d-c applications, because the reduc- 
tion in arcing on a-c permits the use 
of the slow make, slow break 
mechanisms with a simple contact 
structure. 

Ratings are three amp, 125V a-c, 
and 10 amp, 24V d-c. Nipple length 
is 15/32 inches. 


Four-point program 


(Continued from page 58) 


town Huntsville three display 
rooms are maintained for con- 
tractors to bring their customers to 
show samples they could not af 
ford to stock and display them- 
selves. The same plan is being 
carried out at a second location 
opened this year after the com- 
pany acquired an acre of ground 
near the local fairgrounds. An 
existing building of 12,000 sq ft is 
being remodeled. Eventually the 
firm plans to move offices and 
downtown store to the new site. 
4. David and Harry London 
maintain close personal relation- 
ship with contractor customers and 
are called on frequently for advice 


and help. They help contractors 
work out financing plans on new 
jobs and advise them on new lines 
and new fields they may be suited 
to handle 

London’s, fifty-eight years old 
this year, has been exclusively 
wholesale since 1944. It serves the 
territory comprising northern Ala- 
bama and southern Tennessee. Em- 
ployees total 13 including six 
house salesmen and two outside 
salesmen. About forty per cent of 
the firm’s handle 
both plumbing and electrical work. 


contractors 


Rapid service 


(Continued from page 52) 


tried three times before discard- 
ing. 

Usually the item ordered by the 
contractor is in stock; then the 
warehouseman delivers it to the 
salesman after checking the sup- 
ply. Ordinarily, the warehouseman 
keeps on hand the necessary num- 
ber of any particular item for cur- 
rent needs. 

A supreme effort is made to 
ship orders the same day they are 
received, to local or out of town 
accounts. The transportation job 
is handled by a fleet of four pick- 
up trucks, and a one and one-half 
ton truck for local deliveries. A 
20,000-pound trailer unit handles 
out of town shipments 


Time value stressed 

Every person in the Irby or- 
ganization is trained in_ the 
knowledge that the electrical cus- 
tomer’s time is valuable; that 
minutes saved a busy contractor 
are worth dollars. Therefore, con- 
tractor customers know that when 
they send a man to pick up sup- 
plies, he cannot use the excuse that 
he had to wait a long time 

In addition to stocking the prod- 
ucts of over 400 electrical manu- 
facturers in their 36,000 square 
foot warehouse space, the Irby 
company maintains a large master 
catalog showing the description 
and prices of many other electrical 
items. 

An important part of this busi- 
ness is supplying the transformers, 
wire, pole-line hardware, switches, 
lightning arresters, tools and other 
equipment to the large electric 
utilities, power associations and 
municipalities, to be used for the 
construction and maintenance of 
their overhead lines. 

Founded by Stuart C. Irby in 
1925, the company’s growth has 
been so rapid that within the past 
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Anew concepl 


tn electrical 
NEW! SALEM HOOD 


e a e 

Rich stunning and distinctive with 
tl ng eoign eee the look of true hand craftsmanship. This is Trade 
Wind's striking new early American ventilating 
hood, made in exciusive Duometi two sheets of 
enuine copper and steel laminated together 
Beautitul antiqued finish to match the new copper 
stove tops. 30”, 36”, 39°, 42” and 48” lengihs 
6 . . , including baffle. Underhood light available. Com 

Here’s the line that’s making petitively priced 
fitting history! Tube-weld’s 
one piece heavy gauge welded 
steel tube makes possible the 
greatest available inside work- 
ing diameters. No opening or 
spreading as found in formed 
or pressed fittings. And Tube- 
weld’s jumbo hardened steel 
set screws are staked for per- 
manency! Connector shoul- 
ders are uniformly flat, insur- 
ing perfect centering in the 
box. All outside threads are 
rolled for greater strength. 
Bright zinc finish and care- 


fully beveled edges make a ew aes 


icfi farm « . Tr Popular Trade-Wind design. Available in copper and 
distinctive appearance, Tube- stainiess steel. includes exclusive baffle for even dis 


i ‘ tribution. 30”, 36”, 39”, 42” and 48” lengths 
weld fitting far surpass v1) 
requirements. For further in- 


formation and brochure write: A 


Electric Tube Products, Inc. 
74-16GrandA ve., MaspethJN. Y. C) MODELS 2501 ‘ 1801 <yenTuLATORS 


Dual blowers. Horizontal /vertical 


N.Y. ... DEfender 5-8000 Svs use with any trade ming 


State of Floride Representative 


MODEL 3501 VENTILATOR 


550 CFM 
MODEL 1701 LIGHT/VENTILATOR Reecaniend 0 the ente 00m 
Exclusive design for bathrooms plete system. Two filtered 
Mounts in ceiling. Chrome and giass inlets under hood and at 
grille. 100 CFM ventilator. Built-in ceiling. 2 centrifugal blow 
damper. Uses 2 75 watt lamps ers. 4-speed switch. Use 
Time delay switch available with any Trade-Wind hood 


rude QW\V\_Vied C Vdorfans, ‘frac. 


7755 PARAMOUNT BLVD. DEPT. ES, RIVERA, CALIFORNIA 





Berger Machine Products, Inc. 
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ten years, warehouse space has 
been doubled three times in order 
to carry the stock demanded by 
customers. 

Associated with Stuart C. Irby, 
Sr., is his brother, Phillip E. Irby, 
who works with architects, and is 
in charge of commercial lighting. 
Stuart C. Irby, Jr., is in charge of 
sales personnel. Junius F. Robin- 
son, secretary, supervises office 
personnel and accounting. 


Accessible to 


contractors 
(Continued from page 50) 


tressed by past experiences of run- 
ning all over several city blocks, 
upstairs or around the corner to 
gather together the loose ends of 
an order. 


Physica! lay-out 

Eaco’s large building, on a corner 
with ample freight zone parking, 
was adapted just three years ago 
for the particular uses of an ef- 
ficient electrical wholesale house. 
In so doing, Eaco recognized that 
the chief asset of any selling is 
convenience of all-departmental 
services to the customer who is in 


a hurry to get his order filled and 
get back on the job. The counter 
sales, the electrical supplies in the 
adjacent 13,000 square feet of 
stockroom on the ground floor, the 
lighting fixtures, the lamps, and 
the office force who handle book- 
keeping, invoicing, etc., are all as 
close as the contractor’s uttered 
command, His office problems, dis- 
play, city sales, warehouse pick- 
up, shipping and receiving are a 
well-knit unit operation at Eaco, 
Inc. 

Thomas B. Favrot, president, 
and William E. Brown, vice-presi- 
dent, are partners and owners who 
took over Eaco, Inc., in July of 
1953. Both are young men but with 
wide experience and executive 
background. They also head a 
staff of 24 people, none of whom 
are over 45 years of age. It just 
happens to be a very youthful and 
aggressive organization but its 
modern departmental layout was 
planned with much thought along 
functional lines and for one pur- 
pose—quick service to the elec- 
trical contractors who like to walk 
in and get what they want within 
a few steps of any department. 

Of course, Eaco also helps the 
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contractors in various 
other ways. Chief of these is the 
training of counter salesmen to 
have a good general knowledge of 
electrical installations and to know 
é. little bit about everything more 
than “just putting two wires to- 
gether.” 

Eaco’s counter men are working 
salesmen. The outside salesmen 
and everybody on the staff joins 
in the every-Monday morning sales 
meetings to know what is in 
stock, what is new on the market 
and to hear manufacturer’s agents 
describe everything about their 
particular lines and latest develop- 
ments. 

This constant training program 
is passed on to the customer in 
better, quicker and more intelli- 
gent service, suggestions and order 
filling. But the chief pride of the 
Eaco organization lies in the geo- 
graphical groove-in and physical 
layout which it considers its great- 
est service to the New Orleans 
trade. 


electrical 


Special rush delivery 
(Continued from page 49) 


one goes with the order, and the 
other goes to the office. Today’s in- 
voices are checked and put in the 
mail to be delivered the next day, 
providing immediate pricing. A 
perpetual inventory also main- 
tains a daily check on stock needs. 

For small pick-up deliveries any 
time during the day, the firm 
maintains and advertises a “Super- 
Service Delivery Wagon,” a regu- 
lar station wagon with conspicuous 
signs. Truck drivers carry order 
pads to every job so that they can 
bring back explicit emergency 
orders which the service wagon 
then delivers at once. The firm 
makes a practice of phoning jobs in 
outlying areas when they are plan- 
ning to make a trip nearby, and 
asks if anything is needed. 

On the special service promotion, 
about 50 to 100 orders are phoned 
in daily from three to six p.m., but 
mostly before 5 o'clock; and three 
or four experienced men can get 
these assembled and loaded in two 
hours or less starting when the 
first orders come in, Loaded trucks 
are run inside the warehouse for 
the night, all ready for a quick 
start at 7 a.m. 

The “overtime delivery” system 
is no easy-money picnic! It takes 
hard work and an alert trained 
staff—but for the latter it is just 
like getting a substantial raise, 
and one which they are willing to 
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earn by really “putting out.” Driv- 
ers all wear company uniforms and 
the morale of the group is high, 
for they feel they are really help- 
ing to build the business, They 
like the idea that even if trade 
slows up at times, no one will lose 
his job, but merely some overtime 
until things pick up. 

Mr, Braverman, however, issues 
a word of warning to wholesalers. 
Installing a similar system wiil 
mean extra hours, extra super- 
vision, quick decisions, and more 
complete stocking. To be sure of 
being able to back up the emer- 
gency service, the firm must round 
out its lines by stocking more of 
the slower-moving and “special” 
items for customer convenience. 
Consolidated personnel feel this 
helps to make them a “one-stop” 
house and builds up their entire 
business. Often the scarce goods 
help sell the rest and create re- 
peat trade. 

Consolidated maintains teletype 
communication with their West 
Palm Beach branch, and often 
ships truckloads of supplies there 
and to the other branch in Key 
West on short notice. Sales have 


expanded so rapidly this year, 
with no saturation point yet in 
sight, that the firm is considering 
further expansion. They have an 
extra warehouse across the street 
from their main plant in Miami; 
but would prefer to have all their 
stock in one _ building, with 
separate shipping and receiving de- 
partments, in order to increase 
stock-handling and order-filling 
efficiency still more. Organization 
improves service, they believe, and 
service builds business. 


Rigid credit policy 
(Continued from page 38) 
order to have enough mcney to buy 

merchandise, he recalls. 

Now he urges his own customers 
to buy small orders, and let South- 
ern Electric be their warehouse 
thus keeping their own capital 
flexible and not tied up in the in- 
ventory that a warehouse cr whole- 
saler should provide. 

Mr. De Walch cites the case of a 
small one-man business in the Rio 
Grande Valley, a business which a 
man and his wife started almost a 
generation ago. When he came in 
to buy some merchandise, the con- 


tractor said he kept no cost records 
at all, and couldn’t afford a book- 
keeper anyway 

“At our insistence he hired a 
part-time bookkeeper, who set up 
a system so he would know his op- 
erating costs. Thus he wouldn't be 
doing jobs at no profit, just for the 
sake of having work to do. 


Importance of records 


“I emphasized that he had to 
make his collections promptly, and 
the work he did had to be at a 
profit.” 

The contractor would sit down 
with De Walch several times a 
year, and discuss the operation of 
his business in detail. Soon there 
was enough business to enable him 
to hire a competent estimator. He 
began to pass up a lot of jobs he 
formerly would have taken and 
lost money on. 

After two years the contractor 
put the bookkeeper on full time. 
His business was in shape for 
larger jobs, and when World War 
II came along he could handle 
them—jobs which he would not 
have been capable of handling, Mr 
De Walch believes, without the 
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office personnel to back up the men 
on the job. 

The contractor now does about 
$1,000,000 gross volume a year, 
Mr. De Walch reports. He makes 
collections promptly, and in 18 
years of doing business with 
Southern Electric he has never 
failed to take his discounts on the 
day they were due. 


Reputation of plan 


“He has the most efficiently op- 
erated contracting business I have 
ever seen,’ De Walch reports 
“Cases like his are among the satis- 
factions of being a credit man.” 

De Walch is a member of the 
cost study committee of the Na- 
tional Association of Electrical 
Distributors. His partner, J. P. 
Hamblen, is a director and has 
been vice-president. 

Contractors in Houston have told 
gatherings of the local association 
that, “The electrical contracting 
business in Houston owes more to 
De Walch and his credit policies 
than to any other man.” 

“T just wish all companies were 
forced to follow the same policy,” 
at least one major contractor has 
told association members. 

De Walch says he believes 
Southern could do an additional 
$100,000 a month business if the 
company adopted a lenient credit 
policy. “But that isn’t business,” 
he asserts. “Nothing happens, no 
matter how much you sell, no mat- 
ter how much work you do, till 
you get paid. Then it 
‘business’.”’ 


becomes 


Specialized service 


(Continued from page 44) 


gram, the younger men are given 
training in all phases of the elec- 
trical supply business before going 
into the field. Thus they have a 
better understanding of the con- 
tractors’ problems. 

The electrical department, hence, 
is “specializing” both inside and 
out. Gradually the department is 
implementing a program so that, 
wherever possible, outside sales- 
men will deal exclusively with 
contractors. 

“We already have this system 
partially in operation in the 
Birmingham area,” Mr. Sparks 
added, “and it is paying dividends 
A salesman dealing exclusively 
with contractors can be of real as- 
sistance to them, in filling their 
current requirements and in keep- 
ing the contractors posted on new 
services and products in the in- 


dustry. Such salesmen can tell the 
contractors immediately what 
goods they can furnish and when.” 

Moore-Handley’s lighting engi 
neer, J. B. Babb, works both in 
side and out with contractors. He 
also works closely with salesmen 
and the quotation department, 
thereby keeping contractors right 
up-to-date on all types of lighting 
equipment 

rhe company funnels informa 
tion from major suppliers to con- 
tractors through both personal con- 
tact and through three or four up- 


to-date catalogues mailed annually 
along with other types of 
motion literature. The 


department 


ales pro 
electrical 
assists Birmingham 
area contractors in putting on sales 
promotion programs and 
new product and product 
tion meetings 

A unique feature of the Moore 
Handley electrical department i 
the New Items Committee. Corn 
posed of key personnel inside and 
outside, this committee meet 
regularly to review new items that 
that lend 
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themselves to stock and are being 
used by the trade. The committee 
helps in many ways to eoordinate 
the work of the buying and sales 
departments. 

A staff of approximately 75 per- 
sons is employed in the electrical 
apparatus and supply department 
at the company’s three offices in 
Birmingham, Mobile arid Nash- 
ville. 

Mr. Sparks has been in the elec- 
trical department since 1936. He 
became department manager in 
1953. All buying and selling for the 
department are under his direction 
and he reports directly to the com- 
pany president, W. W. French, Jr 
The company was organized in 
1882. 


Regular direct mail 
(Continued from page 45) 


cent. But these contractors can 
read and understand net price,” 
Mr, Davis says. 

The twice-a-week mailings en- 
able the firm to call attention of its 
customers to price changes or to 
new items in three or four days 
after Mr. Davis gets the news him- 
self. 

Nearly every circular mailed out 
by the company has a lighting fix- 
ture in it. Some circulars are en- 
tirely devoted to such fixtures. This 
helps to explain the mushrooming 
of the lighting fixture department 
This department, remodeled and 
converted into an elaborate, knot- 
ty pine-panelled room at $10,000 
expense, has 150 ceiling fixtures 
and 120 wall fixtures to catch the 
eye of every customer who enters. 

Mr. Davis advises other whole- 
salers not to fret if their direct 
mail program gets off to a slow 
start. “It was almost six months 
before ours really ‘caught fire’ 
when we inaugurated it almost 
eight years ago,” he _ recalls. 
“Finally, after three or four months 
our name began registering with 
the customers, and business began 
booming. Our fast, one-day service 
convinced them with their first 
order that we could give the type 
consideration and merchandise 
every customer desires,” 

Use of billboards 

Davis doesn’t limit his advertis- 
ing to direct mail, however. His 
program is supplemented by 10 
huge billboards—one on each high- 
way entering Memphis. He reports 
these billboards bring in 15 to 20 
new customers each month. He al- 
so has found advertising on a news- 


paper business and industrial page 
quite effective 

W. B. Davis Electric Supply 
carries a full line of electrical sup- 
plies, lighting equipment and some 
appliances. Its main office is at 661 
Jefferson Ave. Its new East 
Memphis branch is at 527 North 
Hollywood Street. And there soon 
will be a new branch in Memphis 


"“Hew-to-the-line” 


(Continued from page 41) 


legitimate contractors? We feel 
that we’d be doing our regular cus- 
tomers a disservice if we sell to a 
man who is not entitled to buy at 
wholesale.” 

Another Brockman policy: “We 
will not recognize a general con- 
tractor who comes in to buy say, 
lighting fixtures for his houses. We 
will not go over the head of the 
wiring contractor who is doing the 
electrical installations. Only by 
agreement with the electrical con- 
tractor will we do business with 
the general contractor.” 


Odd-time wiring 


As to men who wire under a 
county license only, which does not 
require the rigorous electrical ex- 
amination undergone by local, city 
contractors, a few weil-chosen 
questions soon provide the infor- 
mation as to whether they are 
electricians doing a wiring job on 
their own account, or whether the 
applicant minus a bond is simply 
wiring without benefit of inspec- 
tion to make a few dollars. 

For example, if an electrician is 
employed by a contractor and 
wants to do some extra curricular 
wiring on his own after working 
hours, he can buy supplies at 
wholesale from Brockman. But-— 
in the absence of authorization 
from his boss, the supplies are 
charged to the electrician’s em- 
ployer! 

Folks who come in for single 
items like a porch light or a 
switch, Brockman terms “hard- 
ware customers,” not electrical 
customers and they are referred to 
local retail outlets. 

Mr. Brockman is an object of 
reverence among electrical con- 
tractors acquainted with this policy 
of “Hew to the line, let the chips 
fall where they may.” It is obvious 
that a most comprehensive, all-in- 
clusive stock helps make the plan 
work. It has also led to a few in- 
cidents where friends have at- 
tempted to wheedle Brockman in- 
to giving them “at wholesale” some 
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of the minor or big-ticket items he how simple and inexpensive thi gether on it. Sometimes there are 
handles. is to install. Wiring directions quite a number of jobs because 
In each case, Mr. Brockman has come with each item,” he con ninety-five per cent of homes be- 
refused, and a marked coolness’ tinued, indicating direct mail of ing built in the Knoxville area 
now exists twixt these supplicants manufacturers’ literature had been and elsewhere in the Tennessee 
and the wholesaler. Any local con sent out to builders and contractor Valley are electrically heated 
tractor will opine  smilingly, during this promotion There has been a trend ever 
“Brockman won’t sell wholesale to ince Stuart Fonde pioneered the 
his own brother!” Contractors get advice method in Knoxville years ago 
Thus has this Florida whole (Continued from page 39) Fonde was the first to use electric 
saler earned the confidence of his ; heat extensively after conducting 
contractor customers—big and_ in the East Tennessee territory his own research. He is now presi 
small. His policy keeps the Brock- A salesman will often go with dent of a ceiling cable manufac 
man enterprise as busy as a_ the contractor to the job and go turing company and Mr. Roden 
chameleon on a plaid blanket! over it with him. They work to finds that the use of that type i 


Know the law 
(Continued from page 30) 





$645.50 to correct the defects. Act- 
ing on this testimony, the Court of 
Appeals allowed the owner $45.50 

on his counterclaim and offset the 

$600 balance which had not been 
paid on the contract price. this cable isn't injured or shorted out? 

The court concluded that the case 

fell within the general rule of law 
that when an owner derives some 
benefit from defective construc- 
tion of any kind, his damages col 
lectible from the contractor are the 
cost of repairing or removing the 


When you hammer a staple 
in, the plain fact is that you 
can’t be sure! A staple 
driven in at the wrong angle 
or driven in too far can 


, ” > damage cable and cause 
aefects. her al shorts, And if the old staple 
‘ is removed and another put 


Intensive promotion 4 ~ ieee a = over in the same place, not 


even a sharp-eyed electrical 
. ee —<"" inspector can tell if the 
plicity and economy of installa- : . cable has been damaged! 
tion. They gave samples to build- a 

ers, who in turn interested con- 

tractors in installing these items in A ee | T om & ¥ 
wiring residences, The items were = 
well within the price range of the 
builder. Installations were actually if you use Arrow's T-75 Automatic Staple Gun! 
made in builders’ offices and for — , 
contractors showing actual desire ihe : oe It can’t possibly damage 
for the items. . ay OAre ei 5 cable! The grooved head fits 

“When Birchwood City, one of Al or *: over the wire so that the 
the large housing developments, -" Pm a ( legs of the ejected staple 
was completed and the wall ates Dye et can’t pierce the cable, And 
switches in, we ran a full-page ad ae hea : s 6the staple hammer stops 
vertisement in the newspaper in- F s , - | staple automatically at the 
viting readers out to see the mod- ; , right height. Add this safety 
ern wiring, the light-touch switch, Nisyé feature to the fact that the 
fire alarm system and outdoor | T-75 cuts stapling costs up 
temperature control. The response : to 70%, you'll find you can’t 
was very favorable,” added Mr ' afford to do without it 
Cockrill. 

An important feature of the pro 
motion was keeping the items on ARROW’ 
display and wired in the show- = 
room, Homeowners sent in by 
eckiders to eslect thelr fixtures. for stapling non-metallic sheathed cabie up to '." in diameter. 
contractors coming in for mer- _ Uses %", %", %” Arrow T-75 tack-pointed staples List: $15 
chandise. cannot fail to have these For all wires under %" in diameter, Arrow T-25 Staple Gun List: $15 
items catch their eye. Their atten- 


(Continued from page 46) 


Write for catalog and further information 


tion is called to these items, and ARROW FASTENER COMPANY, Inc. * One Junius Street, Brooklyn 12, N. Y. 
the selling features shown and ex- 


plained. 
“We have shown contractors 
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“spreading all over the country.” 
Demand continues, too, for all 
kinds of convection and fan type 
wall heaters, baseboard heaters 
and other types 

The electric heat installations 
have grown from “nothing to a 
substantial part of our 
during the last 10 years 


business 


” 


Installation simple 


“On an electrically heated home 
the electrical contractor gets about 
twice or three times as much 
money as for wiring a home that is 
not electrically heated,” explains 
Mr. Roden. “And the installation is 
not complicated at all. It is just a 
question of a good mechanic’s 
learning how it should be done. 

“When we first went into elec- 
tric heat, we had several meetings 
with contractors, architects and 
engineers. We showed them how to 
figure electric heating iobs and 
demonstrated to them the installa- 
tion. They were qualified to han- 
dle it from there on out. A good 
mechanic could do one or two jobs 
and be all set. 

“It was the same way in figur- 
ing a job. A contractor could 
figure a few jobs and from there 
on it was easy.” 


Expandable market 
Electric heat has also 
found to be applicable to old 
houses, too, provided they are 
properly insulated. Quite a number 
of conversion jobs have been sold 
with the aid of Mr. Roden. Electric 
floor furnaces have replaced coal 
or oil circulators in a number of 
homes. As a source of heat for the 
small home, the etectric floor 
furnace is also proving satisfac- 
tory, The cost of operation is con- 
sidered a little more if the home 
is not insulated and on an old 
home is about equal to the new 
home if there is proper insulation 
There is wide acceptance in 
motels, too, as electric heat pro- 
vides individual heat for each 
cabin or room without the neces- 
sity of maintaining a central heat- 
ing plant. The heat can be satis- 
factorily controlled, Mr. Roden 
points out. 

In promotions, there are sugges- 
tions that electric heat fits in 
nicely when another bedroom or 
den is added, or in other changes 
The home’s present heating system 
may not be large enough to take 
an additional load and an in- 
dividual room electric heat in- 
stallation could do so. 

Full information, describing in- 


been 


stallations of kinds, is 
furnished the contractors by Mr 
Roden. 

It is from contractors doing 
house wiring and heat installations 
that the bulk of Roden’s business 
comes today 


various 


Estimators 


(Continued from page 25) 


the answer is too low or too high, 
based on our experience with the 
various type jobs, a_ thorough 
check again is made to find out 
what might be wrong. We make a 
similar check as to wire against 
conduit, and when these two items 
check exactly it is a pretty good 
indication that the estimator has 
made a fairly accurate estimate 
We also check as to switchgear 
panel boards, and such, to make 
sure the estimate covers all such 
items. 


Job accounting methods 


Our estimates are broken down 
into totals for conduit work and 
fittings, panelboards and switch- 
boards, lighting fixtures and lamps, 
wiring devices and plates, wire and 
cable, subcontract work, contract 
drayage and hauling, miscellaneous 
equipment, and general miscellane- 
ous. The Accounting Department 
keeps a material account for addi- 
tional work orders but in this case 
all the material comes under one 
heading, “Extra Material.” Accord 
ingly, labor is kept separately for 
each of the foregoing items 

Our accounting system _ also 
breaks down the direct job ex 
pense, such as workmen’s com- 
pensation, Social Security, dues, 
pension fund and insurance, etc., 
automobile and truck expense, 
travel expense and construction of 
warehouse facilities, general field 
office expense, telephone and tele- 
graph expense, truck rental and 
repair, and subsistence 

When starting a job the esti- 
mator furnishes the Accounting 
Department the exact amount of 
each of these items from the esti- 
mate as well as manhours and 
labor dollars. These are then set 
up as control in the Accounting 
Department. We have installed in 
our Jacksonville office the National 
Cash Register bookkeeping system 
that gives us monthly reports on 
each job as to progress of each 
part of the job as enumerated 
ebove, as well as control on pur- 
chase order commitments, and ‘in 
this way we know the amount of 
material against each item and 
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whether or not that item has gone 
over or under the estimate and the 
same for labor and job expense. 

This enables us to immediately 
aetect faults or errors in job man- 
agement, the estimate, and pro- 
curement,. In our Jacksonville of- 
fice, all purchase orders go over 
my desk before they are filed and 
distributed. When orders show up 
for additional material after the 
estimate has been bought, we start 
checking right then as to why, and 
when excessive material is re- 
turned for credit to our stock room 
I also want to know why, as there 
should not be too much variation 
in material quantity, as that also 
is faulty estimating. 

Another reason we have found it 
important for an estimator to have 
management control over the job 
is that should an error be detected 
there is an opportunity to do some- 
thing about it before it is too late. 

With the information as men- 
tioned above, we can establish 
labor units for almost any type job 
that we have performed. The cost 
of this bookkeeping equipment is 
not too expensive and is of great 
value to our business and to the 


estimators in our company. For 
contractors who have a gross year- 
ly volume of $300,000 and up, this 
would be a good investment. 


Proper capital structure 


Job management, cffice manage- 
ment, accounting, and material 
control are important, as it takes a 
combination of all of these things 
to make the business a success 
Probably the one item that could 
be construed as most important 
would be proper financial and 
capital structure, as without this 
you can never establish your busi- 
ness on a sound basis 

Actually, the cash discounts 
could, in many instances, amount 
to more than your net profit. Items 
that are overlooked in the esti- 
mate, items that are assumed to 
take care of themselves, can never 
be made up and are lost. It is my 
advice to everyone preparing an 
estimate to break it down into as 
many small parts as possible as 
this reduces the chance of grave 
error as the high and low on the 
various small items will in many 
instances average out. Lump as- 
sumptions which some contractors 


use in labor estimates are likely 
to go afoul. 

Another thing I would like to 
caution the estimator about is 
small jobs that are remote from 
your operations which may last 
anywhere from six months to a 
year. In this type of job there are 
no labor units to take care of the 
situation After the estimator! 
makes his estimate as to the labor 
units known to him, he must 
analyze how long the electrician 
may have to stay on the job be 
tween pours and the inability to 
do any great amount of work in 
any one day, so these estimates 
should be analyzed on 
time”’ basis. 

Dun and Bradstreet reports of 
electrical contractors throughout 
the South, as well as our own ex- 
perience indicate that the average 
profit on sales by all of us is less 
than 3 per cent. That certainly 
isn't much margin to play with in 
the final analysis so estimates had 
better be right 

Last year our company, accord 
ing to analysis made by our CPA's 
for nine months in 1954 in Florida 
made 2.54 per cent profit on sales, 


a “lapsed 
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Famous 
. Automatic Shutter 


Unusually sensitive to air currents, 
causing the louvers to open in- 
stantly when the fan is turned on— 
and snap shut when the fan is 
turned off. 

The aluminum louvers are weather- 
stripped. The best fitting shutter 
on the market. 

Sizes from 12" to 72" square— 

also rectangular. 


Write for circular and prices 


perk 


LO NETEUS 2738 W. WARREN 





bo entilating 


pecialties 


“Echo” Automatic Ceiling Shutters 


Used for attic ventilation. Installed in attic floor at the base of a 
penthouse, the louvers being operated by the suction of the fan. 


ELGO SHUTTER & MFG. CO. 
DETROIT 8, MICH. 


4908 West 72nd %. 
Kansas City 15, Mo. 


New Orleans 172, La. 
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Bob Anderson Company 


Pierre E. Bagur, Jr. & Co. 
International Trade Mart 


<5 A. APPROVED 


Efficiency and safety require 
good light. Roto-Strip assures suf- 
ficient illumination right where 
you want it—on machines, work 
benches, inspection tables, etc. 
Simple to install 
tenance . 


easy moin- 
low cost 

This complete shallow unit 
(available in several types) has 
built-in recessed roto sockets that 
swing 90° in all directions through 
a complete 360° circle... and 
stay put of any angle. Available in 
stock sizes of 2’-3'-5' & 8B’ lengths 


Walter J. huemmer 
Dallas Transfer & 
Terminal Warehouse Bidg. 


Walter F. Nelson 
Dallas 2, Texas 


Bono Allen Bidg. 
Atlanta 3, Ge. 
Swan Sales Compony linois ¢ indiane 
1105 Chestnut $1. W. $. Mitchell 
Ashland, Ohio 1228 Ne. Lomberd Ave. 





Ook Pork, til 


Mird by: NEO-RAY PRODUCTS, INC. 315 £. 22nd St., New York 10, Ww. Y 





and the following six months made 
1.28 per cent profit on sales, this 
jatter situation resulting from 
highly competitive bidding condi- 
tions. The results that we had last 
year show that it is very hard to 
make a decent profit when bidding 
is going as low as it is going now 

Naturally, we have to try to stay 
in business, and we want to make 
a profit on our work the best we 
can. If we do not correct the evils 
existing in the so-called competi- 
tive bidding, none of us are going 
to grow any larger and many of 
us will get smaller, because there 
is no substitute for reasonable 
profit on any company’s work. 

I have heard a number of big 
contractor operators say when 
they are extremely low and are 
criticized for such low bids, that 
they had a lot of other profitable 
work to offset their losses on that 
particular job, which they took 
just so that they could break in to 
some area. Frankly, that kind of 
poiicy and practice is certainly not 
good for the industry, nor good for 
the people doing it, because in the 
long run all it does is push the 
price down and the trend is to keep 
them down, In the long run, they, 
too, will suffer. 

We have found that the smallest 
contractor with the smallest num- 
.ber of people can hold out just as 
long as the big operators; in fact, 
longer. There are few, even though 








Wanted: Aggressive Sales Representatives 
to represent complete line of commercial 
and industrial lighting equipment. In 
dustrials bear RLM label. Commercials are 
Fieurolier certified, Complete line of low 
priced channels, industrials and commer 
clala for maximum volume. Excellent pric 
ing structure for maximum sales. Will 
consider warehouse stock for right organi 
zation, Territories open are Florida 
Louisiana, Mississippi, Texas, Arkansas 
Tennessee, Oommiasion Basis. Box No 
718, % ELEOTRIOAL SOUTH 806 
Peachtree St., N. B., Atlanta, 5, Georgia 














they have gone broke, who have 
actually gone ovt of business. In 
other words, it is practically im- 
possible to eliminate competition 
by low cost bidding. All this does 
is push our industry down instead 
of up. 

With conditions such as they 
are today, we certainly have to 
know our costs. All of us here have 
encountered bids where we could 
have left off either all our profit, 
or half the labor, or half the ma- 
terial and still not be low, but this 
is not making us change our 
method of estimating which we 
know to be right. Just getting a 
low estimate and winding up with 
a job is not the answer we are look- 
ing for. We are looking for one 
thing and that is to make a profit 

This condition is being caused 
by people who do not have any 
proper conception of overhead, nor 
any conception of job accounting, 
nor any conception of job manage 
ment, and I recommend to all of 
you who do not have a thorough 
knowledge of estimating to take 
the NECA estimating course by 
correspondence. {t will take you 
about eight or nine months to com- 
plete the course, and it will play 
no small part in getting your busi 
ness started in the right direction 

Another thing that is happening 
in industry that I cannot unde1 
stand—there is no rhyme or reason 
for the practice—is that certain 
distributors and jobbers who are 
concerned with getting business 
will take chances selling to con 
tractors who haven’t got a chance 
We continually see these people, 
and they shift from job to job, and 
jobber to jobber, getting credit for 
a new deal, and in the end the 
jobber winds up charging these off 
as bad debts, having to pay for 
these losses. It certainly is a prob 


lem that I feel should be corrected, 
as the man who does not have the 
sense of responsibility to do a job 
properly certainly should not be 
in a position to get credit 


St. Louis pre-fabs 


(Continued from page 21) 


receptacles, including one for 
basement laundry. These are in 
addition to wired-in lights which 
consist of two porch fixtures, ex- 
haust fan over kitchen stove, four 
lights in basement. Receptacles in 
bedrooms, living and dining rooms 
are wired up with wall switches. 

One electrician can complete 
the wiring, after roughing in has 
been completed, in approximately 
half a day 

No. 12 and No. 14 wire is used 
and al) circuits are protected with 
circuit breakers 
is 220. 

The electrical 
capacity 
most 


Entrance voltage 


wiring and it 
composes some of the 
important selling features 
and is credited with the fast selling 
of units which were just recently 
started on a 25-acre site. Concrete 
streets and curbs have been com 
pleted. 

Cha 3ache, superintendent for 
J. Ben Miller Co., selling agents 
for Marion S. Miller, Inc., de 
velopers of the project, said visitor 
to the project were most im 
pressed when told of the 100 
ampere wiring which provide 
capacity for air conditioning and 
almost any electrical appliances 
wanted, indicating that the use of 
window air conditioners on old 
circuits is already becoming noted 
for trouble. 

Bathe Electric Co. has been 
located in Florissant 
years and operates six 


about 25 
trucks and 
a full-time crew of ten electrician 
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BRUSHES 
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~ WHOLESALERS 


immediate delivery 


of Hot Dip Galvanized Ground Rods 
and Perforated Pipe Hanger Strip for 
that added touch of class to good elec- 


trical jobs. 


FORDMAC 


Diameter 
1/2” 
1/2” 
5/8” 
5/8” 
3/4” 
3/4” 





HOT DIP GALVANIZED 
GROUND RODS 


Regular Stock sizes: 


Length 
6’ 
8’ 
6’ 
R’ 
6’ 
9’ 


Special sizes and lengths avail- 
able on request. All Ground 
Rods are Hot Dip Galvanized 
after cutting and pointing for 
positive protection against rust 
and corrosion, 


PERFORATED PIPE 
HANGER STRIP 


Perfect for pipe and conduit. 


3/4” 
3/4” 
3/4” 
7/8” 
7/8” 
1” 
1-1/8” 
1-1/4” 





Available in 8 sizes in plain 
and galvanized finish—straight 
lengths and coils. Stock Sizes 
now Available: 


x 20 Gauge 
18 ” 


W holesalers—write today for complete information. 


Ford McCleskey Mfg. Co. 
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right 


Class 2510 
Basic Starter Mechanism 


q luiely $ 


Silo 


enclosure — with of dust-tight with pilot ght 
without pilot ght enclosure 


Write for Bulletin 2510A. Address Square D Company, 4041 N Richards St., Milwaukee 12, Wisc 
Ask YOUR ELECTRIC 


Water-tight on¢ dust-tight 


DESIGN LEADERSHIP 
Im THESE FEATURES: 


of Quick-make, quick break conta‘ t mechanism 
/ Single or double pole construction 

o/ Double break contacts of fine silver 

v Modern styling 


of Straight through wiring with convenient 


terminals—generous wire space 


/ Dependable melting alloy type 


overload protection trip-free 
f Definite trp indication 


Jf Interchangeable overload relay units 


accessible from the front 


v Open type starter can be used with 


standard swit h box and flushplate 


RATINGS 


Double pole 
LHP 115 
7nY it 


Ac.or DA 


Single pole 
HP, 5 
¥) volt AC 
and HP. 
Explosion resisting Flush mounting. Be» Larter 115-230 
enclosure. For hazard fr an be used with yoits 0.C 
oys locations — Class | tanderd switchbor * 4 flush 
Growp O and Class I! plate 1 with flush plate 
Groups E, F and G for machine to 


ynaly 
I cavity mounting 


onsin 


AL pisTRIBUTOR FOR SQUARE D prooucts 





SREB RRB RES CAP wee 


SEE VALUE HERE YOU’LL SEE NOWHERE ELSE 


you can see the 


in the electrical industry often say 
switchgear even when you 
partly right. You can easily see the practical 
ill-welded steel construction with compart- 
i 


Operating enginee! 
higher quality in [-1-] 
(){| course the re only 


t. the 


stand ’way back 


gemen 


component arran 
hape even when lifted as a unit, and the clear 


ments designed to retain s 
se are standard on all I-T-E switchgear 


ven more. For example 


neat appearance Lh 
ti look ¢ loser sec CY 


Sut we want ou in 


Metal-Clad Sw 


the tilting arc chut 


ir: the easy-to-service horizontal drawout design; 


the extra-heavy insulation. There’s quality in every 

detail quality that means dollars’ more value for your switchgear invest- 
troublefree service 

othce nearest you. Or write for 


of 5 > and 15 kv switchgear. 


Phila. 30, Pa 


ment and years’ longer 


Why n hon we I-T-E 


I plete ae scription 


bulletin 


(004 giving a co 
I-T-E Circuit Breaker Co., 19th & Hamilton Sts.., 


I-T-E CIRCUIT BREAKER COMPANY - Switchgear Division 
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